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All profit...no inventory sale. Special re-order service on old patterns. 


1847 Rogers Bros. Family Album Pattern Promotion! 


Till February 28th only! For the first time in four years. ..and 
probably not again for four more years! Twelve ever-popular 
patterns from our album of old favorites will be available for 
special “fill in’’ orders. No stock to worry about! Good profit. 
showing the twelve 


Display the “Family Album” patterns. 


Customers place their orders through you for August delivery. 


This promotion will have national advertising support. Tie-in 


with it in your area to bring in customers. Be ready. . . offer 
is good only until February 28th. Ask your Approved Whole- 
sale Distributor for details and display material. Or write to: 


1847 ROGERS BROS. 1D 


America’s Finest Siiverpiate Tne internat. onal Silver Co 
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size—Every shape — Every qual- ¥ @' HEART SHAPE ‘aa 
, Ly a , ' . All Sizes 
ity and in any quantity. MARQUISE 


All Sizes 
complete service 


Same day messenger delivery or 
air express shipment on order or 
PEAR SHAPE 


memo billing. All Sizes — 


EE 
WILLIAM Levine ofters vou the bs) any oe 


BAGUETTES 


most complete Diamond Service Sm « 
YUY 


available to jewelers — and only to 


jewelers. Diamonds of every size. a9 


shape and quality can be bought at SMALL PEARS 


the lowest prices or consigned to ER Oe 9 


you on memorandum. You can or- SMALL 
ROUNDS 


der any Way you preter — one stone (Melee) 


at a time — in sorted and graded A & 
lots, or in melange papers. AAA 


TRIANGLES 


Ene Dinmond fou Eco Te 


wy ‘ 

: 4, Today's Diamond buyer insists on selection. Confi- 
dence and price are not enough to sell our better 
informed shoppers. William Levine's Complete Sel- 
ection Service gives every jeweler the advantage of 
a Diamond inventory equal to that of even the lar- 
gest chains. This wonderful, and “sale-saving ’, ser- 
vice is as near as your phone or mail box! Try it the 
next time you think of Diamonds. 





William Levine Company 


lmporters and cutters of fine diamonds 


99 EF. \Mapisow~ Sv.. Cricaco 2. Ittinotis ... Phone CENTRAL 6-37.00 
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That's not the recommended method of 
getting a quick look at the news of 
china, glassware and silverware on this 
month's cover. A better way is to turn 
to page 78 for Jerry Gewirtz's details 
of the Atlantic City China and Glass 
Show Jan. 8-13. Or flip to page 50 
for a pictorial report of the new coor- 
dinated table services by Black, Starr 
and Gorham. Or you can browse 
through “Tabletop Fashions’ on page 
75, pause at some novel sterling flat- 
ware bins on page 80, or see some 
exciting designs in sterling silver hollow- 
ware on page 82. 


New Place Settings Package Plan, by Jerry Gewirtz 


What About Gold? by F. H. Wemple 54 


» 


Credit for Teenagers? by Warren Bb. Smith 56 


Briefly—Late and Important 90 


MERCHANDISING AND PROMOTION 
Become a Table Appointments Authority, by Virginia Dixon 
Fire! A New Jewelry Concept, by A. D’Alessandro 60 
Novel Sterling Bins Solve Storage Problem 80 


Hollowware Designs for Today 82 


TABLE ACCESSORIES 


Tabletop Fashions 75 
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TRU-FIT DIAMOND RINGS ® 


COLUMBIA IMPERIAL WEDDING RINGS 
LADY AMERICA DIAMOND RINGS 
CUSTOM DIAMOND WATCH CASES 


A DIVISION OF 
Gy, gitlin, 
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134-20 JAMAICA AVE., JAMAICA 18, N. Y. 


JEWELERS’ CIRCULAR-KEYSTONE, DECEMBER 1960 











Fe eS me , ed 
PP SiS ~ 


ailable through UNICEF | ted Nations Children’s 


to all our friends, our thanks and 


Season’s Greetings 
from BENRUS, Belforte, Sovereign 


JEWELERS’ CIRCULAR-KEYSTONE, DECEMBER 1960 





new ae ll 


than any other ring 
makers 


a reputation for quality, 
style-consciousness and ap- 
preciation of beauty with 
K & B and Falcon products 
just as we have done for 
ourselves. Build growing, 
dependable volume with 
the aid of our effective 
dealer aids. Our perfec- 
tion-complex is your safe 
assurance of winning and 
holding the confidence of 
your customers. 


Have you seen 

the diamond-selling 

mat service that is being 

acclaimed as ‘‘the best 

collection of newspaper 

ad-mats ever offered be | Creators, Designers and Manufacturers of “Perfect Ring Findings 


the jeweler’’? Ask 


RLS ™ (ELE 
“s ‘th, 


as > 136 W.52nd ST., NEW — 19, N. Y. Ke Ba 
~ e Offices in Philadelphia, Chicago and Los Angeles —sess«esee «« 
STONE RING DIVISION: FALCON STONE RING MANUFACTURING CO 
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The House of White Diamonds’ 


1200 AVENUE OF THE AMERICAS 
mcvy YORK. 36, N.Y. 


DIAMONDS ON MEMORANDUM 
TO RATED JEWELERS 


* _ rg! ‘fg 
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PRICE ..«-« 
always a 
reliable price, 
usually 

the highest 


TIME... 
equipped (in 
size and 

ex perience ) 

to come, bid, 
buy, and pay 
cash, in the 
quickest possible 
time. 


REPUTATION .. 
ours has been 
built and is 
growing, on 
integrity, 

since 1903. 


the oldest 
and largest 
buyers of 
jewelry stores 
and stocks 

in the 

United States. 


ISN’T IT A MATTER OF DOLLARS AND SENSE? TO CONSULT 


Ie Jewelers 


~ 


38 Bromfield Street, Boston, Massachusetts « Telephone HAncock 6-3233 


WRITE FOR THE BOOKLET “DOLLARS AND SENSE FACTS ABOUT SELLING A JEWELRY STORE OR STOCK” 
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floating 
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Aglow with a myriad of fiery 
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and ever-changing colors, 
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the Opalite Floating Opal is a 


— a 5 
~~ et 


i. 


masterpiece of the jeweler’s 


AEA - 


art. Truly, this is the ‘‘gem 
with the burning heart’... 

iridescent, romantically afire, 
to be treasured by her 


who wears it in beauty. 


: , 
Op Al 1te, 122C. 1311 LOMBARD STREET e PHILADELPHIA 47, PA. 


IN PENDANTS, EARRINGS AND PINS 


14 KARAT; GOLD FILLED AND STERLING SILVER e AVAILABLE 





Is your sales sense 
2ood enough 
to win $100? 


The contest to rank these six Dennison Plastic Ring Cases in the exact 
order of their national sales volume produced no winners. But 
don’t be disturbed. With every case a national favorite, only a lucky 
guess could have correctly separated the closely ranked sales totals. 
The winning lineup should have been: 8850T X, 8150TX, 

8450TX, 8550T X, 7450T X, 7750TX. 


8150T X The simple beauty of this 
modern masterpiece is enhanced by 
the distinctive gold leaf design on the 
| cover. The steep slope of the ring pad 
adds extra display value. Available in 


peach, pale blue, gray, yellow and ivory. 


| 
| 
8850T X This clean-lined design with 


its waffled top, converging angles, slop- 


ing ring pad and wire display easel 
focuses sales-compelling attention on 
any rings. Available in white, peach, 


gray and blup. 


* : > 
sae (2 ee 
si ase ae 
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7450TX The sweeping lines of this 
distinctively designed case are ac- 
cented by the gold leaf sunburst on its 
top and the fluting inside the cover. 
Available in fashionable tones of white, 


peach and blue. 
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JEWELERS 


8450T X Neo-classic sculptured lines 
and hand-applied gold leaf decorations 
make this graceful case appealing to 
lovers of modern art. Available in 


ivory, light blue and pink. 


7750TX — This ever-popular twin-heart 
design is highlighted by a raised-heart 
motif on the cover and delicate loops 
around the base. Available in lustrous 
white, green, pink and blue pearl. 


| 


8550TX Gleaming plastic with em- 
bossed decorations on cover and base 
and gold metallized handle make this 
case a much-wanted number. Available 


in ivory, blue, peach, yellow and gray. 


" Dewni 
RNNVNOOW 
Helping you compete more effectively 
FRAMINGHAM, MASSACHUSETTS 


YOU STILL WIN WITH DENNISON RING CASES 


It’s a fact! When your rings are displayed in these plastic masterpieces, you can 
expect more sales. Reason? Each case is designed to heighten the value of any ring. 


It’s a fact! Because Dennison has been manufacturing fine jewelry boxes and cases 
since 1844, you know you're getting the most distinctive packaging money can 
buy. Your sales sense tells you you’re a natural to win with Dennison Ring Cases. 
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Once upon a time there was a dealer who 
fell for the line that ballpoints had cornered the 
pen business. (That’s a fairy tale! In 1959, retail 
sales of 70c-and-up ballpoints totalled $43,460,000 
—while retail sales of fountain pens amounted to 
$45,300,000. ) 


He couldn’t shut his eyes to the fact that 
Sheaffer has a Controlled Distribution Plan that 


offers legitimate profit to legitimate dealers. 
Sheaffer primary line products are sold through 
franchised retailers and no other outlets of any kind. 
‘This makes it good business to feature Sheaffer’s. 


But his ears were opened when a Sheaffer 
salesman told him the facts. Here’s another cheer- 
ful earful: Sheaffer enjoys a 44% share of the foun- 
tain pen market. And that’s a market where one 
$15 sale can yield as much net profit as the sale of 
seventy-five ballpoints at a dollar each. 


In addition to good pricing and good promotion, 
Sheaffer offered him a complete line of top quality 
products he could sell with confidence. The Lady 
Sheaffer Collection...Sheaffer’s PFM, Pen For 
Men...the new Target pen...cartridge fountain 
pens...and all accessories. 





Because he was a smart cookie he decided to 
put a strong promotion effort behind quality foun- 
tain pens. As his first step, he separated them from 
low-priced merchandise. ‘This un-confused his cus- 
tomers, who have always regarded good fountain 
pens as ideal gifts and prized possessions. 


And so he lived profitably 


ever after, with 


SHEAFFER'S 











He proved he knew how to “dish it out” 
when he built quality display for fountain pens: 
Experience shows that sales go UP when gift mer- 
chandise is placed in the proper setting. And 
Sheaffer is willing to hand over a number of unique 
display ideas...on a silver platter! 


. 
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This Week 


SPORTS 
ef : | f ILLUSTRATED 
Grower. Be. | i =o ji ,3rkvos 
MALAZINE 


Here’s the “silver lining.” This Christmas, 
Sheaffer has a block-buster program of consumer 
advertising. It will run in leading magazines and 
in local-market newspapers. Get the whole story from 
your Sheaffer representative. 


SHEAFFER'S 


©1960, Ww. A. SHEAFFER PEN CO., FORT MADISON, IOWA + SHEAFFER PENS « Maico HEARING AlDsS 
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This is your chance to sell Self-Winds to the millions—new Croton Self- 
Winds—at a price for the millions—a price unheard-of for watches of 
this quality: $39.95! Croton’s “Tempest” series for men and “Temptress” 
series for women have top-quality stainless steel cases, hand-lapped 
top and bottom +: New easy-to-read full-figure dials or eye-catching 
indicator dials » Unbreakable crystals *« Compensamatic® feature licks 
climate and temperature changes - They’re waterproof* and shock- 
resistant * All this, including your full mark-up, is yours to sell at 





; Also available | | Also available 
with bracelet, | me with bracelet, 





THESE 
ARE 
SPECIAL 
PRICES 
AVAILABLE 
FOR A 
LIMITED 
TIME 
onty 


Rush your order now for Christmas selling! 


FIRST CLASS 
PERMIT NO. 33569 


NEW YORK, N. Y. 
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CROTON WATCH CO. 











404 PARK AVENUE SOUTH 








NEW YORK 16, N.Y. 


























Never before have 
watches of this quality 
been offered 
at such low prices. 
And Croton can make 
them available only 
for a limited time. 
Order full stocks 
now, especially for 
the Christmas rush. 
Remember: prices will 
advance to normal 
levels in the very 
near future! 


CROTON WATCH CO., 404 PARK AVENUE SOUTH, NEW YORK 16, N. Y. 


PLEASE SEND THE FOLLOWING CROTON SELF-WIND WATCHES: 


QUANTITY “TEMPEST” for Men KEYSTONE 
. YELLOW TOP—STAINLESS STEEL BACK WITH STRAP 
YELLOW TOP—STAINLESS STEEL BACK WITH BRACELET 
ALL STAINLESS STEEL WITH STRAP 
. ALL STAINLESS STEEL WITH BRACELET 


‘“TEMPTRESS” for Women 


YELLOW TOP—STAINLESS STEEL BACK WITH STRAP ° 49.95 
YELLOW TOP—STAINLESS STEEL BACK WITH BRACELET 59.95 
ALL STAINLESS STEEL WITH STRAP ° 39.95 
ALL STAINLESS STEEL WITH BRACELET 49.95 


If you are a regular customer, or a new customer rated Ist or 2nd, we 


will ship open account, net 30 days. Otherwise, send check with order. 


NAME . 


STORE NAME 


ADDRESS 


ee senhesinan euinnmnnned a deumeiniapinians — = = SS il 























Now every one of these selling features—and 
values just as tempting—are also available in 
yellow with stainless steel backs. You get a 
complete selection of Croton Self-Winds to sell to 
the millions! The price for styles in yellow? Just 
CROTON WATCH CO., 404 PARK AVENUE SOUTH, NEW YORK 16 


Also available 
Totdimilaiauiae 
859.95 
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Christmas Greetings 


NEWS FOR THE NEW YEAR 


We've planned a unique, new program... 

coming to you soon...to work right in your 

a store! We're sure it will make your Qual- 
J ee ity Watch sales bigger than ever in ‘61. 


3 gee oad > Watch for details early next year! 
. . “J - — . = : Aa 
yy oo 7 Our Sincerest Holiday Wishes 
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THE WATCHMAKERS OF SWITZERLAND 
c/o SUITE 1105, 730 FIFTH AVE., NEW YORK 19, N. Y. 
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CHILTON’S JEWELERS’ 
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Jewelers Circular-Keystone 


offers marketing aid through 


MARKETING ASSISTANCE PROGRAM 


When you want information on the jewelry market, there’s no better 
source than Jewelers’ Circular-Keystone and its M-A-P. 


More companies spend more advertising dollars in JC-K than in any 
other publication covering the $1.6 billion jewelry market. And with 
good reason. In its 91 years, JC-K has enjoyed an unmatched acceptance 
by people in the jewelry trade. 


Now, through M-A-P, a comprehensive Marketing Assistance Program, 
JC-K can help you further sharpen your distribution methods, your 
knowledge of today’s retailer and wholesaler, and your outlook on product 
sales trends and practices. 


Readership studies, a variety of merchandising aids, and special re- 
search facilities are also part of the JC-K Marketing Assistance Program. 


Editorial excellence has helped JC-K achieve the largest subscription 
circulation in this growing market. Its renewal rate is a healthy 81.26%. 
The unquestioned leader in its field, JC-K is naturally your leading source 
for marketing counsel. We will be happy to discuss your needs with you. 


Chilton 


COMPANY 
Chestnut and 56th Streets « Philadelphia 39, Pa. 


NjB|P. 


e@ JEWELERS’ CIRCULAR-KEYSTONE, pub- 
lished monthly, has an audited paid circu- 
lation of 19,000. 


e@ JC-K JEWELERS’ DIRECTORY ISSUE, pub- 
lished at midyear, broadens and extends 
the service of JC-K. 


e@ “A GUIDE TO CHILTON’S M-A-P” includes 
reference to JC-K’s Marketing Assistance 
Program. May we send you a copy today? 





LKEYSTONE 


CIRCULAR-KEYSTONE 


JEWELERS’ CIRCULAR-KEYSTONE, DECEMBER 196 





They're New... 





A Distinguished Collection ‘Big. Westclox’s first cordless electric decorator 

of Quality Watches that |] = | clock, “The Haywood,” measures 16% inches 

provides these advantages: i | from tip to tip. It comes with either mahog- 
4 | any or walnut finish and operates on a flash- 

e Full Profits for Retailers [4 light battery. $16.95 retail. 

e Consistent Retailer Protection 


e Prestige Line for Today & Tomorrow 





A half dozen diamonds stud the shooting 
star motif of this pocket cigaret lighter. It 
has a lady’s compact to match. From Elgin 
American, Inc., 853 Dundee Ave., Elgin, III. 


The new Racine Royale models represent 
the ultimate advance in seven decades of 
fine watch craftsmanship. Their distinc- 
tive beauty is enhanced by superbly de- 
signed Swiss cases. 


Sold through These Distributors: 


|. ALBERTS SONS, INC., Boston, Mass. 











This is latest addition to the “Da Vinci” 
. . — J | series of men’s expansion watchbands. It 
B-H-K CO., INC., Milwaukee, Wis. / = | has straight or curved ends and comes in 
° PP stainless steel or yellow gold-filled. From 


Jos. B. BECHTEL CO., INC. Phila. f K Jacques Kreisler Manufacturing Co., North 
a % 


Bergen, N. J. 





A. C. BECKEN C0., Chicago, 
Cincinnati, Denver, Nashville 


WM. R. KATZ CO., Dallas, Texas 


E. W. REYNOLDS CO., Phoenix, Ariz. 


Racine Royale Models for 
Men and Women Retail 
from 38.50 to $163.00 


Bridal pair from Karlan & Bleicher, Inc., 
~~ makes engagement ring’s center stone look 
; | larger, more brilliant through use of four 

JULES RACINE «company. inc melee stones partially beneath center diamond. 
Additional brilliance, says K & B, comes from 


20 WEST 47th STREET, NEW YORK 36 ' eee 
the star-like points radiating from center. 
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“25 years of advertising in the 
Yellow Pages are proof we believe in it!” 


say Mr. and Mrs. F. E. Post, owners, H. Post & Sons, Decatur, Ill. 


f 
b ewe : 
fale anil 
“‘We’ve been placing advertising in the Yellow Pages 
' . ~ . . . 
since before 1935, and we’re convinced of its value!” 


aaa ee ” 


Mee 4 
“The Yellow Pages is especially valu- 
able in introducing us to newcomers.” 


~~. Display this emblem. It builds your business! 
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423-9781 





CIPTS - COSMETICS — RANDSACS LINENS 
COMPLETE TABLETOP CONSULTATION SERVICE 


Hi. POST & SONS 


Nematers Nemes 82 
MERCHANT AT PRAIRIE ST. 





Display ad (reduced) runs under JEWELRY - 
RETAIL. Call the Yellow Pages man at your Bell 
Telephone business office to plan your program. 


Se ee 


| 


“Listing the brands we carry in the Yellow 
Pages pulls in the customers who want them.” 


$ 


“The Yellow Pages helps salesmen find us fast. 
This gets us first call on new lines in our field.” 

















‘She Rosary of the Wlonth” 


Catamore Rosaries . . . handsomely crafted of pre- 
cious sterling silver and the finest rosary beads. Dis- 
tinctive . . . beautiful original designs. Sales are 
bound to increase—and profitably. 


, ‘ dy Selected 
“24 ¢ 


‘ and 
Serviced 


R315/74-470 $9.40 
Oval corrugated beads, 


hand engraved cross and 


center. 














STOCK BOXES 


WITH A 


Custom designed 


eked .¢ 


Now stock jewelry packaging 
with a “personalized” look. A 
wide assortment of over 80 
styles, each designed to compli 
ment YOUR merchandise 

iale, iaMeb melsl-meh mel a@issles-\abele eleir- 
meta] boxes Attractively fin 
ished in imitation leather, tt 
handsome box is perfect for 
ladies’ jewelry 
Send for our current 
aiog iilustrating « 
compiete Stock Line 
available for IMME 
DIATE DELIVERY 


: rn 
oe 


your own specialized 
pockage for you. 


BOX COMPANY) 
ATTLEBORO FALLS, MASS. 








523 MT. HOPE ST. ° 


26 
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Wallace Silversmiths’ new sterling silver 
footed centerpiece is based on Victorian de- 
sign. For use with floral arrangements, fruit, 
or to serve vegetables, it is 12 inches long 
and 3 inches high. $65 FTI. Its matching un- 
footed bon bon dish measures 6% inches long- 


Setting for a Linde Star is executed in 14K 
white gold and has two diamonds nestling 
next to the large synthetic stone. From Star 
Ring Manufacturing Co., Inc., Buffalo, N. Y. ° 


“Celesta” is the name of this shield-shaped 
ladies’ watch from Hamilton. The watch has 
a 22-jewel movement, adjustable hinged-link 
bracelet, and comes in either white or yellow 
14K gold-filled case. $100 FTI. 


“Pageant” table lighter comes with either 
fleur-de-lis, satin silver plate, black lacquer 
or stripes for decoration. Part of the Colibri 
by Kreisler series, it is from Jacques Kreisler 
Manufacturing Co., North Bergen, N. J. 


-WELERS' 
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ACCUTRON 
MAKES 
NEWS 
NEWS 
MAKES 


SALES 
FOR YOU! 


Here is a sample of how ACCUTRON wos reported in the news and editorial 
columns of America’s most widely read, most respected publications. | 


Seldom in the history of American industty — certainly not in the jewelry 
industry — has any product received the tremendous nation-wide press 
coverage and public acceptance. 


Seldom — if ever before — has the American jeweler been given the op- 
portunity to take advantage of so news worthy a major product introduction. 


*BULOVA TRADEMARK 





Watches Lose Their Ticks @y , x > , Bulova Wate 


Bulova Unveils Electronic Models | ~s = . _ New Time In) 


a d ericans, geared ta he Bulova Watch Company this 


Bratch ng space travelers like Wa | ail ~ foo * public what it describes as the “most s 
@Fcho II in orbit, now can By — ee three centuries of personal timekeepin 

“ar ee ia ~ It’s a new wrist timepiece compris 

ae ernie 2 | fork and electronic components and ci 


Bulova Watch Co, Tuesday 
night introduced a standard- pasic movement of all conventional 
ree watches used since the 17th cen- 





size wrist watch which eliml- § re 
nates the time-honored “tick” # oy uF Ee ada 
g; — oar jrantiees. that the new 
and replaces mMAainsprings, gp CIPAL apennate of the new electronic wrist — timepiece will neither gain nor lose 
jewels and halance Ww heelgie a tiny $1. 50 power cell (above) and the smal! $ ¥ H . ‘ : Bg, ‘nore than a minute per month in 
7 BEG 4 yi ci ; ; actual use 
with hattery-powered eleee- = General Bradie y explained that 


‘- i. ) 4 ° ta , “ i€@ new tansis electron 
oa weigulabiehines A é 3 dod detndl Electronic Wrist Ww CC. Ci tin epiece — salted a “Ac pene a 
“hhe latest advance un 4 8 * Sy ; pr will run for at least a year on 
wah icld of battery wr Electronic Wrist Watch i : eget |) 4 it Introduced d by Bu Bulova @ tiny. ine <6 sive power cell. The 


ently + Wreatenseilts Pep amt. fami“ tuning ork, the timekeeping, 

n watches annualy, hopes to on ARE md the new product, eng 
convince the American pubic | Geared To Tuning Fork -_ wre lacing the tic P<. 
a - Pevelutionsry electronic wrist watch that hums 1 time 


x Vip beter _ cone it’, Oo oie tead of ticks was announced today by Bulova Watch Co. 


sta @REW YORK (AP)—An eleetronic wrist watch that is said to\. £ | Jt oes on sale next month. 
“Tun for a year on a tiny power cell was introduced today by [\ Bulova says the “‘transistor- 
Bulova Watch Co. mn ized timepiece” runs for more | the sound principle; its move-| fy an 
- a 53 than a year on its miniature|Ments stem from vibrations gy er onic 
Sn ee It ne Ae power cell (battery) with a{of a reed or tuning fork-typ@Mhan a wrist 
most significant invention In uree +2. guaranteed degree of accur-|Part. It has only 12 MOF its usc oe oe 


‘ C- 


} centuries of personal timekeeping cell rated at 13 volts. ; 3 ~ acy “never before attained in parts and no a . its “new sound of 
Ys, , | devices: The electronic circuit -€ wrist watch.” watch parts. - . | 


whisker -! We: fs s guarantee of accuracy, itself 
, §Bulova has named it Accutron controlled pulses Ob gi tha poe cae Ch operat DD pow precedent-setting for the watch- 
Ei Pe we aay . ynaking industry, is made possible, 
ed from accurac e : aha battery on the Bulova PB: ae cea ad 
e : ve pe . waciey sala y t NadDillity ¢ 
lo eves “ond CO coine elt “ “= This finger has a jew |= 7] ap) me | | can be replaced without tak- hie ane . ad . ” ” “ 
the first to repre "Ylengages ratchet teet a as eee pane meets etn ind ke — ansistorizea electronic Circul 
ventional movements ——_ "a anteés that the new ta : . P <— j ; « ; Ing the back off the watcn, ana the tiny tuning fork that vi- 
micro-miniature index j} eagle A — th if ‘ 
for 300 vears piece will neither Zain nor -ose = oe meen hoa another new eature. brates at a precise 360 cvcles per 
| * * ‘° more than a minute per month! Every time the for! PRODUCTS: The new product is the re- gecond, or some 3} million times 
will neither ga n nor rns A miniature tuning fork and |7"°%° another ‘oot What’ s Ne ‘west Bulova savs. If will he intro. Peet P thn tauine Sagi 
more tar a minute per electronic components and cir- PRICES RANGE a — ae ~ ducec for 
month in actual use.” In the cuitry replace the movement of FROM $175 T aia iad “ , dea est-pr ‘een sf) yA ‘ me 
watch trade. accuracy of conventional watches used since T} , 4 \ EGGS Ae. mA ~ 
saventions] wetdnes a Gun the 17th century. motion uned Time: The world’s first aan 
‘ r ab 0” f} tir ] ‘ d 
ch dere 4 ut 10 times less The timekeeping heart of the handg@y tronic wrist watch uses a tuning fork in- 
, Accutron is the tuning fork, which of a . | f | iF . th ] d h: 
The televised introduction emits a faint hum instead of the ; a ste ac O a Ja ance W €e an airspring. 
expiained that Bulova’s new ticking sound associated with (ag , > ’ . - 
“Accutron” (coined from ar- conventional timepieces. .Y Dev eloped by Bulova Watch Co.., the F: 
curacy and clectrenics) as % Accutron’s tiny 1.3-volt mercury battery. 
two prineipal components; a Vibrations of the tuning fork re-cost¥ 
tiny tuning fork which vi- place the balance wheel and hair-| Pow — $1. » supplies current for 
brates at a precise 360 cycles spring that serve as the time/ing ¢; Wee. , 
a second, and 9 tiny power standard for conventiona . ack of iret ey 
cell. watches in 
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The power supplying 
only eigh-r nihe of a walt 
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ACCURACY VAUNTED 
Company Offers 
crea Wwatcn 


img,bY = whicher-Iee piece uses a mercury-cell power source that is guaran- 

Pay YORK (AI An ele ™ et ie ttechal | J = teed to last at least a year. Replacement cells are $1.50. 

Bi monic wriat watch that is said sp Sant ‘This ee a a They are replaced by unscrewing a cap on the back of 
™~ tha = ia ae the case, as shown here. 


New Wrist Watch Uses Tuning Fork 


Bulova Watch Co.'s new Accutron electronic time- 


to run for a year on a 
. 


has been introduced ‘''=“"@ _ ‘vine <a ‘i , ae. — 
y cr | Y ; . - ' ’ a, o 
) +1 } . &4 eS the i a a 
y Bulova Watch Co. - Cl} ga’ “0 
(>! = ( ry nmi ie pee , 7 aa —~ 
8 ln: ha named Ac 194 y) _ BBtor mn. +72 Sa* mn, f } 
ION A | is i ii 5 ee | 4 Llati ii . ’ pala : —~ & 
4 ; ; is +) ” a 
7 | ee? eo : atch Use: 


a word coined fro acculary the Ain Tuning fork (in tweezers), with magnetic elements on 
- £ each tine, is the heart of new Bulova electronic timepiece. 


iF) pref ae on ‘ ran gait ° r, _ 
mi gfe a Se Tuning Fork 


awrist wat 


el ee eda a. | 
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50% Many vesterday introduced an heen ante poe 
ae he ins aie hag | eS Fes tronic wrist watch that it a minu : ' BY DICK GRIFFIN ‘ 
ts : t like replacing said used new principles. ; \ for at 

The new timepiece, called tints ulova Watch Co. has introduced a wrist wat 
the Accutron, utilizes a minia- al. 4 s a miniature tuning fork and 1.3-volt mercury 


ture oe ‘ et ae 
tuning fork and electronic _M{ stead of mainspring and balance wheel. 
components and circuitry to 


replace the movement of con- | The Accutron timepiece is Two tiny raagnets 
| Nenayrmeten Poe apt sings said to run for a year before | of wire cause the fe 

> - the $1.50 power cell needs | vibrate at 360 cycles p 
: replacing. _Prices of the | 0nd. 











roduces 
How to Keep Time current by apparatus outside. 


This radiation. and the current that it 


erates. is extraordinarily “stable. That 
frequency (of approximately 1,420,- 


EE \ millionth of a second is a long, long 


time in modern science; many spectacular 


things. such as atomic bomb explosions 
r 


ntroduced to the happen much faster. Therefore scientists oe see _ second ) is expected ne 


; than that of any other kind of 
ant invention in| ae forever striving for more accurate acon. Like al regular wave motion, i 
9 od teat Mguinn Sdénene. ewan Giiielate J used to keep time. The Harvard 
ces. # Goldenberg Danie! <I ——— — glock will 
hiniature eye ay ind Norman F. Ramsey tell gg” . 
ro slectronic clock tat Cheng ersonal timekeepers (trade doubletall 

ior watches) do not use anything as fancy 

: sR ae as hydrogen atoms. Since the 17th cen- 

= baad aah MONE © tury they have depended on a delicate 

‘fi hairspring that keeps a balance wheel 

tn New nadia 7 turning backward and forward at a regular 
©°° rate. But last week Bulova Watch Co. 

Bulova’s New Watch Doesn’‘t Tick; ‘4. Inc. introduced something new: an elec- 

» tronic watch that uses a tuning fork andg 


panes 





It's Powered by Mercury Battery te 
He eres while Get tD iI fork lies flat 


ye” 


ig mid-November, jewelry stores in 32 cities will 
} goes to a transistor cade triggers it so as to 


n cntircly new kind of watch, the Accutron, developed by "Wh hare permit a somewhat larger current to flow 
Vatch Co. The watch contains nonce of the usual compo- on ae ee ee oe maahony. Thea pone - 
. ‘ : : of ergized cous react wi the magnets anc , 
n clectromagnetic tuning fork run by a tiny transistor A@rout keep the fork vibrating at a steady 360 ay filova Watch Co. introduce 
i , les re seco { y - 2 Sic; 0 gar 
eplaces s the conventional balance whecl and hairspring. he. ne. 2 little higher than F above middie a yesterday a  transitorized 
'S no ticking. Instead, the tuning fork, vibrating ate BF Med gas gets Each vibration pushes a jewel-tig peo era working parts con- 
' —v at — 1S ead al iad ain Spring against a_ pinhead-sized ts Sls 0 a miniature tunin 
range ——e - oo OU  NTEY hum. ‘the wate atoms spontaneous! lose whose rir has 300 microscope ey fork and a | : : 8 
gv. which they emit in the teeth. The turning of this el moves ne ectronic circuit 
) 5 photons (units) of radio micro- bands, of the watch through a ci rather than the basic watch 
aves abou 1 cm. (8 in.) long. ,e Uonal gear train. Bulova guarantee® 
iewborn photo ns hit other hvd rogen at its electronic watch which it % movement that has been 
ind make them emit photons too ncousaen will not gain S lose more . standard, in one form or an- 
Then a pulse of microwaves bursts from One minute per month. Price of prese Pete th f 
the bulb and is gathered as high-frequency Model watches: $175 and up. ™, Offer, or more than 300 , 
The comp¢ “a 





NEWS asout — JEWELERS CIRCULAR-KEYSTONE 


NEW PRODUCTS 


Bulova Watch Company Wiss z ough actually it is 
ye! second In 


unveiled its much es es: S , 
win sigygaidiffekeeping mechanisms. “i occ. : BULOVA’S 
< se : 

principle She new timepiece, called the “Ac- Rie. ierky 

that de > ‘ ° Wey ation 

tionalg@eutron, is controlled by a vibrating wer gE ECTRONIC 
t@ tuning fork instead of the traditional ar@ens L 

us mt 

y balance wheel and hairspring. Energy th ie. , 66 re Ni 33 

Wy 6 from a power cell, controlled by a pogens- AC U e 

transistorized circuit, causes the tun- fore i. 

im, ing fork to vibrate continuously at 360 oe 

1 aes ea : ; OOTS 

vet, cycles per second. Vibrations are con- fF the di- 

that™&verted mechanically to rotary motions g *«t ‘t has 


train “= ° ratchet teeth. 
Mat are transmitted through a ge “pat pence 
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> ‘ enti Merrep the watch running | : 
. the hands. er St Figure 1. Two of ‘‘Accutron’s” unique 
A . — ~ Pore ast a Veal according to B ul- 
pete f features are the absence of a winding 
ova. It requires about 8 millionths o crown and smooth second hand motion. 
a watt of power. In comparison, the — 





power used by an electric toaster to - 

toast one slice of bread would operate ge ‘ P 

the Accutron for about 250 years SB LOVA x “ACCUTRON.” 
Jewelry stores in 32 cities are sched- * 

uled to start selling the Accutron this Rs: 
onth. Price ill range from $175 to of ' . ° 

Bo OO. with mest of the deen mene 4 Marks a revolution in horology. 

models in the $250 to $400 range. The Mi Jt jg entirely different in prin- 


$92 500 model is in platinum 


The company guarantees that Ac- | ciple from electric or traditionalg present 


cutron in normal use will not gain or 
lose more than one minute per month , i ia 
The guarantee 1s base d on three years . as Accutron 
of field testing and also on the pe ¥. Minced ac’ cu’ tron’) is a 
formance of the same device as a tim- unit in timepie PS. ; tronic timepiece which 
ing instrument aboard the Explorer vent of, the mainspring about nates not only the main 
Vil eaten 450 years ago, timepieces no with its winding mechanis 
is a 1.3-volt mercury cell (shown on longer needed hanging weights the escapement, but alse 
finger), which can be replaced by un- and could be carried around. away with the balance an 
screwing a cap on the back of the a a About 270 vears ago, the hair- spring. At the heart of th 
case. Cell . guaranteed for at least a — ow spring further refinec time- ciples which make “4 

Co ¢ n >] / . *,° . 
oval rs a Bulot . ten Fave 4 > pieces. Additional refinements possible is the tuning CCUTRON” This new* 

were added until the main- 2). : : 
The tuning fork vibrations give off spring-driven balance and the .f-winding electronic watch 
is powered by a tiny mer- 


is Senentteds suai. toed sia hairspring with self-compensat- 
cury cell (shown on finger) 


Power Ce li for the Bulor a “Accutron” 


The Tuning 
avhen the instrument is held close \\) . ing temperature adjustments The high 
ew i Accutron does not \\ "were the ultimate in portable fixed vibratic 
conventional tches lo \ \ : _ : . 
: ol | . watch | d . \\\ | timekeeping. ing forks ha cuaranteed to last at least 
iaS none } he conventional} \ : 
' . Pant leu attaru ol rate ~ > . 
fh components, such as main Recéntly, a battery eliminated to students c one year. The watch, i 
‘ing, escapement, winding mecha- ) the age-old mainspring. And at which the 
ew winding and setting stem and j with battery-driven electric pends on the by Bulova Watch Co., 
idITSpring ‘oe 7 > P 2 
a 1s, the w ng mechanisn they are made, ‘ - 
pa OT I, en | led “Accutron. 
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LIFE, LOOK, SATURDAY EVENING POST, and EBONY. Plus 
the biggest circulation daily newspapers in the nation. 


And, all the news is over and above the tremendous 
Advertising Campaign selling ACCUTRON in the best- 

read periodicals in the country including TIME, 

NEWSWEEK, BUSINESS WEEK, NEW YORK TIMES’ MAGAZINE, 


SCIENTIFIC AMERICAN, NEW YORKER, WALL STREET JOURNAL, 


Your Bulova representative is looking forward to giving 
you all the details about the exciting ACCUTRON story. 


ACCUTRON.. 
WORLD'S NEW STANDARD OF ACCURACY. 





“Ed, your book “Ideas” is 
filed with valuable, rousing, 
enthusiastic information. 
Thanks to you, Olson's is 
going to blossom out again 
and concentrate on Jewelry. 
Your “Guild of Diamond Ex- 
perts’’ program is terrific. 


They're New A 


FELLOW 
JEWELER 
WRITES 


NOW, IF YOU WRITE— 


I'll show you . . how you, too, can increase 
your Diamond Sales. My Brochure explains all 

if your Community is still open (we serve 
only one Jeweler in a Community), I'll send you 
my Brochure. It explains how my Sales-Proven 
program can help you increase your Diamond 
Sales, too, just as it is doing in my own 3 
Jewelry stores ... just as it is doing in hun 
dreds of other Jewelry stores thru-out the country 
this very minute! 


Lyle Olson of Olson's Jewelers, 
Redfield, South Dakota 





Ronson’s “Ladylite” is purse-size model in WHAT'S THE DIFFERENCE 
gas-powered “Varaflame” series. About the BETWEEN A ZIRCON AND A DIAMOND? 
.< onli — » a ‘ a As a Jeweler, You know the tried to copy our ideas, but 
size and weight of a lipstick, the lighter has Guteenes...'. he a-baliaas aunt ake tae aula ie ait 


a yellow case with two jeweled highlights. It man you know, too, there can ference in a minute. My 
ws Jiuatable fi: cial Vebie wt ws be a big, big difference in gram means PROFITS pay YOU! 
aS an aajustapdie ame, anc lg ts wnen the Stamp programs. Sure they've 


contoured handpiece is pressed. $20 retail. 
Write for FREE 


a to: 
(- 


ld of Dame 


DTA My <® © 
FROM NORWEGIAN 
icone net 111 EAST dues ST., ELMIRA, Ta" YORK 
1000 YEARS O40 


$4es 6 ey 
wn 








Norse trinkets, cast in pewter, have hand 


finished copies of ancient Norwegian rock | KEEP THE JC-K 
carvings. Backs of pieces tell origin of de- | 

signs. They are made into pins, pendants, | y 

bracelets, and belt buckles. $4.50 retail. From JEWELERS DIRECTORY 
Norwegian Silver Corp., 290 Madison Ave., 


New York. ISSUE HANDY WHERE 
ALL CAN USE IT- 





vy pcamalll 


Beiltt vowel! 


the information it contains 
will save many a sale ! ! 


IT'S ANOTHER INDUSTRY 


Bell & Howell’s medium-priced zoom cam- | SERVICE OF YOUR 
eras, the “314” has a color-corrected, 11-ele- | . 
ment f/1.8 Comar zoom lens and coupled view- JEWELERS’ CIRCULAR-KEYSTONE 
finder. It is completely automatic with one 
speed and a universal focus lens. $169.95 retail. 
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“What are you worrying about... 
it’s a Flex-Let Band! Ain’t it?” 











~ Engine- at we or Plain Blanks, 
semi-polished . 


ibs jee SEE dwt. 
Engine-turned ....$1.15 dwt. 
Pius labor charge: W. G., 5c dwt. 
extra. For completely ‘polished 
disc add 25c per piece. 
WwW 


edding Rings, 14K Y. G., 2MM. to 12 
MN. widths, completely polished 
1.30 dwt. 
No labor charge..W. G., 5c dwt. 
extra. 
Cuff Link Backs, 14K Y. G.... . $3.25 pr. 


Spiral Bracelets, 14K Y. G., completely 
finished, over 13 dwt. $1.30 dwt. 

under 13 dwt $1.40 dwt. 

Neck Chains, 14K Y. G., Carded, doz. lots 
15” length, as low as $10.00 doz. 

Coin Holders, 14K Y. G., doz. lots for 
$2.50 coin, $21.00 doz. for $5.00 

coin $24.75 doz. for $10.00 

coin $30.25 doz. 

A complete line of CASTINGS for 
the jeweler in 14K Gold and 


Piatinum. Rings, Pins, pater : 


and many other items. Ask for compl 


\ elalevar-l im mialeniavescm te) aey 





T hey re New . 





Thin luxury lighter—14K gold with Floren- 
tine finish—is made in shape of user’s initial. 
Only “X” and “Z” have not been made into 
lighters because of the scarcity of surnames 
beginning with those letters. They are $200 
retail. Gold Bros., 7 W. 45th St., New York. 


Silverplate double chafing dish makes it 
easy to serve two hot. dishes from its 1% 
quart capacity dishes. It is produced in the 
“American Rose” pattern from Webster Wil- 
cox Division of International Silver Co. Each 
dish has alcohol burner, removable hot water 
pans and comes in six patterns. $150 retail. 


New self-winding 17-jewel watch series by 
Croton has been named “Tempest.” Companion 
watches for women are called the “Temptress” 
series. Shown here is slim man’s model with 
stainless waterproof case. Four items in the 
series are also available in gold colored cases. 
They retail from $39.95 to $59.95. From Croton 
Watch Co., 404 Park Ave., S., New York. 


JEWELERS’ CIRCULAR-KEYSTONE, DECEMBER 


1960 





Uy y points the way with a new series of 


PROVE! 
TOP SELLERS 


COLLECTION 
OF Feature-glo- SETTINGS 


To Make Any Center Diamond Look 
ALMOST 


TWICE AS LARGE 


AND ALMOST 


TWICE AS BRILLIANT 


Here are the round diamond settings that are 
sweeping the country and promise to be the 
newest sales successes from Feature Ring. 
They are available on a choice of designs 
which are wide, varied and very beautiful. And 
the profit the jeweler needs is there too! As 
always Feature Ring also supplies a traffic 





building newspaper mat ad to help you pre- 
Sell your customers. 


set par- 
4 extra diamonds Fi 
neath the gir 
Se anes diamond _ 
rode 9 of xt — 
ling highlights ia — 
looks larger, more brill 


130 WEST 46th STREET: NEW YORK 36, N.Y 


sg preipebe le LARGEST MAP FACTURER 


—" —— G M ENT o" ED Dit G 
Feature-glo Pot — 277423) eC w : 








|They’re New... 





fle 


THE FINEST IN PRECIOUS GEM JEWELRY | Woven mesh man’s watchband is produced 
/ ] Je /& a | in 14K gold. Its clasp has solid top with 
| matching mesh design. $160 Keystone. David 


Friedman & Sons, 74 W. 46th St., New York. 








FORLOVER 
20 YEARS 


Now offering an 
expanded line of 
new and original 
designs in precious 
gem jewelry of 
exceptional 
character. 


Inquiries Invited . 
Barel Bridal matched wedding ring set has 


Geo. Schuler & Co.. Ince. | 10 diamonds individually held in bright rec- 
ASSOCIATED WITH PREFORMED baats, WNC. | tangular settings and flanked by a contrast- 


; : ing satin finish. Polished shank has bright 
On Bedford Road in Pleasantville, N.Y. stepped edges. The set is available in 14K 
j St ee aaron - ass | white gold. $132 Keystone. From Bridal! 
SALES OFFICE: 515 MADISON AVE., NEW YORK 22, N | Ring Co., Inc., 88-06 Van Wyck Expressway, 
| Jamaica 18, N. Y. 














RAFFIC BUILDERS! 


Also available — Etk, . I'%4, in. Dia. 
Shrine, Eastern Star key ~ 

chains, $15.00 per 100 

—may be asst'd. 








All coins gold-plated 
bronze Newspaper mais 
furnished Each can he 
advertised fur 49¢ or given 
free with other purchase. 
Promotional possibilities 


unlimited! Terms: 10 days rm Stainless steel adaptation of an Early 
net to rated jewelers - . ° ‘in: ; 9 
- American design has been named “Pilgrim. 


Others, cash with order 


MASONIC KEY binge Pig <a eo ngghcbeer MASONIC Forks have lightly beveled cutting edges and 
ssniiapidiligieningion, ai ae ted - knives are sharp. Five-piece place setting re- 
' =_ ost to You per . a ‘ : ar ‘ 
Vour Cost $15.00 ber 100. Minimum order. tails at $9.50; 16-piece starter is $27. From 
inimum = order Special Order Mixed orders accepted. . ’ , > Tm: T 7 
Mixed orders accepted. Coins & key chains for Space to envrave lodge Fraser’s, 236 Fifth Ave., New York. 
Space on back to en- anniversaries, commenda- name, number and date 
grave name, lodge, etc tions, dedications of degrees 
Box 2703, Dept. J-11 


GOLDNER ASSOCIATES Nashvitie, tenn. 


Hand Turned Bowls 














Made of the finest do- 
mestic and imported 
woods with lovely high 
gloss permanent finish. 


Laminated bowls are 

available in sizes up to 

9'' deep and 14" wide 

One piece bowls are 4" 

deep with 7'' to 14" dia. 

ond 5'' depths with 10°’ 

12" dia. Special . 

made to order | 
» Tg deep — 36 Achievement award stands 21 inches tall 
Mahogany laminated bowl (6" deep, 12" dia.) and is produced to take a number of ap- 


Write for our latest catelog | propriate figures at top. Base is “‘Rio Onyx- 

PARAGON WOODTURNING CO., Inc. en en ee eee ee eee Se 

43] West 28th St ew Vash 4 engraving. It is $20.51 Keystone. R & L Mfg. 
onion Co., 10 N. 26th St., Kenilworth, N. J. 
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At this Holiday Season, we wish to thank you... 
the Jewelers of America... for your loyalty and cooperation. 1960 was a year of measurable progress in 


Gruen’s long-range program. We are confident that our efforts in the future 
will benefit and strengthen our Company, our Industry—and you, the Retail Jeweler. 


PRESIDENT * THE GRUEN WATCH COMPANY 


IN U.S.A.: THE GRUEN BUILDING: 20 WEST 47TH STREET: NEW YORK CITY 
IN SWITZERLAND: BIENNE, GENEVA 


* IN CANADA: TORONTO, ONTARIO 





See your wholesaler today and join the 
thousands of retailers already profiting 
from this terrific seller. 


gn Goidstein-Gerson co.,i 


130 WEST 46th ST. © NEW YORK 36, N Y 


Siart-Hler-Necklace of 
“@Orienta”’ Cultured Pearls 





LEYS, CHRISTIE & CO., INC. 


65 Nassau S$t., New York 











They're New... 


Two-light tarnish resistant candelabra has 
contrasting bright and pearlized silverplate 
finishes. $25 retail. A product of Germany’s 
W MF-Ikora, it is imported by Taris Imports, 
Inc., 210 Fifth Ave., New York. 


Case for bracelet watch combines a hexagon 
of diamonds on its scalloped bezel with soft 
14K gold mail straps. It is $335 retail. David 
G. Steven Inc., 37 W. 47th St., New York. 


Personalized book mark is produced in ster- 
ling silver and clips to pages of any book. 
Engraving is included in the $2.20 FTI price. 
From Leonore Doskow, Inc., Montrose, N. Y. 
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This is “Pay Dirt” For You! 


Look at the manufacturer who for the first time sent us a lot of 


floor sweeps. It was processed in the usual manner. The value 
recovered by Handy & Harman was $143.00 more than he had 


received from similar sweeps sent to other refiners. Handy & 
, . HANDY & HARMAN 


Harman recovers all there is to recover and pays you in full value. 82 Fulton St., New York 38, New York 


‘ . ‘ Los Angeles, (El Monte), Cclif. 
Turn refining problems into PROFITS. There are six HAnpy & Chicago 22 — 1900 West Kinzie Street 


o«“ ; . . Bridgeport | 
HarMaN refining collection plants to serve you conveniently wher- pete tlie tied dieiai 
) Toronto, Canada — 14! John Street 

ever you are. Send your refinings to HANpy & HARMAN and see eee eee pee es 


how much they are really worth. 
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A NEW CONCEPT IN TIME! 


TYMETER 


ELECTRIC NUMERAL CLOCKS 


#170 ESSEX—Recessed V-shaped face features a distinctive grill .. . 
top finished in gold, lower half in GLO-LITE that glows in the dark. 
Walnut or ebony plastic case. 7°'' wide, 4'' high, 3%'' deep . ‘ 
retail $11.95 

TYMETER Clocks are different . . . smart looking . . . wholly new in 
concept ... and with plenty of consumer appeal! ‘'Time at a 
Giance’’ colorama numerals register every second, minute, 10-minute 
and hour. Guaranteed | year. 


25 other models from $9.9$ to $100 
Write for full color Catalog and Price List 


PENNWOOD NUMECHRON CO. 


7249 FRANKSTOWN AVE. PITTSBURGH 8, PA. 








RACINE 


For over 70 years RACINE has set the 
standard of QUALITY in dependaple 
Timers and Chronographs—for use in 
industry, science, research, sports and 


Selections communications. 


7 Features of GALLET 
TIMERS and GALCO Timers: 


© NIVAROX Hair Springs 
GALLET e GLACIDUR Metal Balances 


© CHROME Finish, Hinged 
ey. ere) Nickel Cases 


e ANTIMAGNETIC 


© 7-JEWEL Lever Movements 
(none stronger made) 


SECURITY 


GUINAND 


Complete stock of materials and 
ports for all models in our lines 


RACINE 


CHRONOGRAPHS Write for new Catalog JC-9 


JULES RACINE «company, inc. 


20 WEST 47th STREET, NEW YORK 36 








They're New... 


Waltham electric men’s watch with Swiss 
movement is guaranteed to run 13 months on a 
battery smaller than a dime (battery normally 
lasts 18 months, the company says). The sec- 
tion housing the battery is completely sep- 
arated from the movement and the owner may 
replace the $1.50 power cell by unscrewing the 
plate on back of case. $150 retail. From Wal- 
tham Watch Co., 231 S. Jefferson, Chicago. 








| 


Addition to Golden Shield by Sylvania line 
is this portable “Sound Theatre II” stereo 
multi-channel phonograph. Plays monaural or 
stereo records. $189.95 retail. 








Simplified hurricane lamp design was used 
by Wallace Silversmiths in this pair of ster- 
ling silver models. They stand 13% inches 
high and will retail for $30 FTI. 
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CARRIAGE TRADE 
QUALITY 


or 83 years . . . the finest of materials and the most meticulous 
craftsmanship . . . these are the “secrets” that give Whiting & Davis 
bags and jewelry their unique reputation. 
For these reasons, too, the Whiting & Davis line represents a uniquely 
profitable and prestige-building opportunity for the carefully selected jewelers 


who most successfully handle its distribution. 


WHITING & Davis Company, Inc. ..... . Plainville, Massachusetts 


Hand in hand with fashion since 1876 
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Nationally acclaimed 
for durability. . . 


PLASTIC inall 


Decorator colors 


\) PARCHMENT 


. Y yy plain or printed 


ACH CROWN TAGS 


PATENTED #2281774 


Fouma Soube’ 


WITH LASTING POINT 
for SMOOTHER, CLEARER 





STOP 
losing sales on 
a high-profit item! 


START 
making 
money on 


Why pass up stopwatch cus- 
tomers...stopwatch profits... 
when Clebar can furnish you 
with a complete line of super- 
accurate instruments for every 
precision timing need. 
Stopwatch of 
Split-Second Accuracy 


FILL OUT AND MAIL COUPON BELOW TO 


ene eweseenwesceseasnnanescunnnnsanneneae 


40 


CLEBAR WATCH COMPANY, 15 W. 


FREE Rush full information, catalog and wholesale price list. 
No obligation, of course. 


Name 





Address 





City. 7one Sitcte 








LETTERS... 


Bootleg Watches 


To The Editors: 

We note your article on “bootleg” 
watch movements on which the duty 
is not paid and which were smuggled in 
[October]. Your instructions are to 
note marks on the upper plate, particu- 
larly on the balance bridge. However, 
we find on examining our repair jobs 
that the marking on well known brands 
is blurred and indistinct. We note on 
still others that a brand name has been 
etched with an electric tool but that 
the marks on the balance bridge are 
clearly stamped. 

We have been cutting out some of 
your cartoons and posting them in our 
window. It is surprising how many 
people do a double take and come back 
to see if there is a new one, and if so 
to come inside to talk about it. 

A. F. MOCKERIDGE 
Art Jewelers 
Edmore, Mich. 


Skin-Darkening Gold 
To The Editors: 

On page 102 of the September issue 
of JCK, you have given the answer to 
the manufacturer’s prayer. We would 
like to make your explanation available 
to many jewelers with whom we deal, 
regarding the discolouration of gold and 
gold filled jewelry. This is something 
many retail jewelers are unable to ex- 
plain to the customers. 

Your article offers the customer a 
very logical and satisfactory explana- 
tion, demonstrating that the discolour- 
ation is not the fault of the manufac- 
turer. 

3. R. EKBLAD 
Managing Director 
The Electric Chain Company 
of Canada 
Toronto 


End of an Era? 


To the Editors: 


The Bradley School of Horology, 
Bradley University, Peoria, Ill., will 
close its doors in June, 1961. The clos- 
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STYLED TO SELL... 
PRICED TO SELL! 


@ EXQUISITE, EXCLUSIVE DESIGNS 

@ SKILLED HAND CARVED CRAFTSMANSHIP 
@ UNEXCELLED QUALITY 

@ UNEQUALLED VALUE 


A. Six fine diamonds individually 
prong set against recessed, mirror- 
like background. Hand carved Flor- 
entine finish top. Tapered. Keystone 
$139 per set. 


E. Dainty blossoms on dramatic “‘V”’ 
design. Hand carved Satin finish cen- 
ter. Bright edges. Keystone $46 per 
set. 


= 


I. Graceful swirls on hand carved 
Swedish finish center. Bright edges. 
Keystone $61 per set. 


All styles available in white or yellow 14K gold. 
Controlled distribution . 


B. ten fine diamonds individually 
prong set against bright background. 
Hand carved Florentine finish on 
concave top. Tapered. Bright edges. 
Keystone $118 per set. 


F. Gleaming spiral wheat motif on 
hand carved satin finish center. 
Bright edges. Keystone $55 per set. 


| 


J. Sparkling swirls on concave, hand 
carved satin finish top. Tapered. 
Brightly faceted edges. Keystone $55 
per set. 


Free mats available upon request. 


DEPENDABLE 24-HOUR SERVICE ON ALL SPECIAL ORDERS 
BRIDAL RING CO., INC. © 88-06 Van Wyck Expressway, Jamaica 18, L. I., N. Y. 
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HAND CARVED 


C. Ten fine diamonds set into con- 


cave, hand carved satin finish top. 
Tapered, brightly polished shank. 
Bright edges. Keystone $116 per set. 


G. Hand carved Florentine finish on 
concave center. Edges combine 
bright facets and graceful scaliops. 
Keystone $55 per set. 


K. Diagonal, stepped panels of alter- 
nating hand carved Swedish and 
bright finishes. Tapered. Keystone 
$63 per set. 


. . sold by the manufacturer directly to the retailer. 


D. six fine diamonds set against 
recessed, Swedish finish marquise 
design. Tapered bright and satin 
finish shank. Keystone $81 per set. 


H. Glistening wheat design on hand 
carved satin finish center. Bright 
edges. Keystone $44 per set. 


L. Bright triangular facets on hand 


carved Florentine finish center. 
Sparkling step-down edges. Keystone 


$66 per set.. 
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ON MAKING HAPPY 
DIAMOND CUSTOMERS 


¢ Turn to the “Stones, Diamonds" area 
(pg. 270) in the JC-K Jewelers’ Directory 


Issue for ideas on merchandising aids. 


For more diamond merchandising hints, 
send $1 for your copy of “How to Sell 
Diamonds" (48 pages) to Jewelers’ Cir- 
cular-Keystone, Chestnut & 56th Sts., 
Phila. 39, Pa. 














ing of the school marks the end of an 
era, not only for Bradley University 
but also for the entire craft of horology. 
With the termination of the Bradley 
Horological School, this nation will be 
left with only one old-line school to 
train watchmakers and jewelers—the 
Bowman School at Lancaster, Pa... . 

Bradley’s official reason for closing 
the school is declining enrollment, which 
now totals about 100 compared to over 
400 in the post-World War II era.... 
In reality, the school’s present enroll- 
ment reflects an average that has been 
fairly steady with the exception of the 
post-war period. 

There’s another possible cause for 
declining enrollment. The _ building 
housing the School of Horology, West- 
lake Hall, is over 63 years old. There 
are three floors and no elevators. The 
only toilet facilities are in the base- 
Ae 

Speaking sentimentally, there’s one 
factor that Bradley’s trustees and board 
of directors seem to have forgotten— 
or overlooked. Without this School of 
Horology, there would have been no 
sradley University. 

Instead of closing the School, it would 
seem that the Bradley trustees and di- 
rectors should be looking for ways to 
utilize it more fully. Instead of worry- 
ing over the school’s present inability 
to pay its own way, they should be look- 
ing for ways and means to promote the 
school and emphasize what it can do 
for the handicapped person. Instead of 
diverting Westlake Hall into econo- 
mically more profitable educational 
channels, they should be converting it 
into a pleasant, modern building. In- 
stead of pointing to the decline in en- 
rollment as an excuse for closing the 
school, they should be pointing to the 
more than 11,000 craftsmen in watch- 
making and jewelry trade work who 
have graduated from the _ Bradley 
School of Horology and who have led 
or are now leading useful lives... . 

With a little effort and promotion, 
the Bradley School of Horology could 
once again pay its own way—not only 
financially but also morally and ethical- 
ly. Let us hope that Bradley Univer- 
sity’s officials will reconsider and that 
the world-renowned School of Horology 
will be allowed to remain in operation. 
Peoria, Ill. WILLIAM MOFFITT 
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WHO NEEDS A 
WATERPROOF 
WATCH ALSO NEEDS 


ACCURACY! 
Oris 


GIVES BOTH! 


In the popular-priced field, only ORIS gives you so much of a story to sell! 
Waterproof! Shock-resistant! Classic and fashion styling! 7-jewel movements! 
and above all... ACCURACY! Precision accuracy that has won ORIS 361 rating 
certificates from the Official Swiss Testing Office in 1959 alone... and, of that 
total, 353 were commended for ‘“‘especially good results.’’ Quality jewelers in 96 
countries profit from ORIS’ consistent standards of quality and distribution ! 


ORDER THESE ORIS WATERPROOFS* NOW! ALL SHOCK RESISTANT —7-JEWELS. 


2911/3—Yellow top, 2922/1 — Automatic. 2892/3 —Yellow top, 2944/1—Chrome- 


steel back. Calendar. Yellow top, steel back. steel back. plated, steel back. 
$15.957 retail $17.95 retail $15.95 retail $13.95? retail 


provided cose, crown and crystal remain intact. Factory tested af pressures equivalent to 105 ft. under water (3.2 atmospheres). f plus F.E.T 


EXCLUSIVE AGENTS IN U.S.A. FOR ORIS WATCH CO. 2 R. GSELL & CO., INC. 15 WEST 37th STREET, NEW YORK, N.Y. 
Some sales territories still available. 
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Protected? 


Now the original Artcarved ““Evening Star”’ design is 
protected by U.S. design patent No. 188,805! Anyone 
making or selling jewelry designs which infringe this patent 
may become subject to legal action by the patent owners. 





Be sure you stock the original, the only Artcarved 
“Evening Star’’ engagement ring. It is the most asked-for 





‘™% engagement ring on the market. Your customers have 
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» been impressed by striking Artcarved national ads. 
| They know the name Artcarved “Evening Star’’. They’ll 
look for it stamped in each ring. A genuine Artcarved* 











‘‘Evening Star’’ engagement ring is your assurance 
of more sales—your customers’ assurance of traditional 
Artcarved quality—beloved by brides for more than 100 years. 


Artcarved 


DIAMOND AND WEDDING RINGS 








Millions see Artcarved ‘‘Evening Star’’ engagement rings consistently 
advertised in SEVENTEEN, GOOD HOUSEKEEPING, MADE- 
MOISELLE, PHOTOPLAY and other leading national magazines. 


J.R. WOOD & SONS, INC. 216 East 45th Street 


NEW YORK + AMSTERDAM « ANTWERP 





© i. ®. WOOD & SONS, 1960. 





THE WORLD'S MOST HONORED WATCH 


s AY wy > 2 
SINCE. 1866 





JEWELERS’ 








CIRCULAR-KEYSTONE 


























MIAMI-ON-THE-NILE: Floridians who 
want to make like royalty can now 
buy rings, jeweled cigaret holders 
and other gemmy bric-a-brac once 
fondled by ex-King Farouk’s pudgy 
fingers. 

Jewelry designer Sepy Dubronyi, 
lately of Castro’s island paradise for 
people who love Fidel, bought a large 
chunk of Farouk’s antique jewelry 
collection, which he values at $100,- 
000, on a trip to Paris. 

For a price, he is willing to part 
with Napoleon’s watch and Joseph- 
ine’s cigaret holder, which is studded 
with enough rubies, diamonds, and 
baroque pearls to please the most 
discriminating smoker. These trinkets 
will set you back a mere $15,000 for 
the pair. 

Dubronyi, who makes his head- 
quarters in Miami, has many other 
exotic if less expensive items from 
the Farouk collection which are up 
for sale. Just tear off the side of 
your Cadillac and mail it in with 


two mortgages 


CANUCK KILLER DILLER: Do you have 
“five real diamonds and hundreds of 
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SPEAKING OF THE JEWELRY TRADE 


imitation stones” gathering dust on 
the shelves of your store? 

If you do, you might want to try 
stunt the 
magazine Marketing is all hotted up 


a marketing Canadian 
about. 


In their own breathless prose, 
here's the pitch: “Here’s a really 
exciting idea to get people into retail 
stores—let them do their own dia- 
mond prospecting! 

“All you need for this stunt are 
about five real diamonds and hun- 
Set them 
likely 


substance | porridge, perhaps? ] and 


dreds of imitation stones. 
all in wax or some other 
let customers have a try at picking a 
real diamond as a bonus. If they 
pick a real diamond you can arrange 
to have it set in a brooch or ring 
for them.” 

Strikes us that if they pick a real 
one, youll have a knock down drag 
out fight on your hands. But a brawl 
or two is a small price to pay for 


traflic. 


100-YEAR GUARANTEE: A centenarian 
in Louisville, Ky., columnist for a 


small town paper for 75 years, has 


a novel explanation for her longevity. 

“When I was a child I swallowed 
a watch key,” she told newsmen. “I 
cuess that’s what has kept me wound 
up and ticking all these years.” 


KLOCK KIT: Der elves in der Black 
Forest are at it again. 

A West 
come up with a “do it yourself” 
cuckoo clock kit containing 29 parts. 


German company has 


Follow the instructions and you 


can put together an “authentic and 

accurate Black Forest clock,” says the 

New York Journal of Commerce. 
Ach, dose clever elves. Vat next? 


BIT CONFUSING: Jewelers in Pakistan 
may have to ask clients: “Excuse me, 
sir, but is that brooch for yourself 
or for a lady?” 


The explanation lies in the fol- 
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BALLOU 


INSIGNIA 


No. 50 Catch 


FINDINGS 


designed for 
emblem 


manufacturers 


No. 400A Joint Ballou has designed joints, 
No. 52 Stem catches and stems especially 

for the emblem manufacturer. 

Durable and easy to work 

with, Ballou insignia findings 


Year Guard | r~ 
(2 Times : stand up under constant use. 


Actual Si 
ctual Size) It pays to insist on Ballou 


findings. 


THE 
FOUNDATION 
OF 

cae ze}® 
JEWELRY 


FINDINGS 


SOLD TO THE MANUFACTURER 


8. A. BALLOU & CO. INC. 61 Peck Street Providence 2, R. ! 
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lowing item printed in the Hindustan 
Times of India: 

“The census organization of Pak- 
istan has resolved the problem of 
classifying eunuchs in the country by 
recording them as males in the cen- 
sus due to take place toward the end 
of this year. 

“The Census Commissioner . . . has 
stated that they would be counted as 
males. 

“Meanwhile, the Inspector General 
of Police, Karachi, has issued an or- 
der prohibiting eunuchs from wear- 
ing women’s clothes. (There are a 
considerable number of eunuchs in 
the country and they wear women’s 
clothes and adorn themselves with 
jewelry like women. ) 

“The police order said that eu- 
nuchs found wearing women’s clothes 
would be arrested.” 


THE MOsT: Three Harvard University 
scientists have built an instrument 
which they say is “the world’s most 
accurate clock.” 

Trouble is, they can’t prove it be- 
cause there is no timepiece extant 
which is accurate enough to test their 


invention. 


The clock is a refined “maser,” 
which one or two of you may know is 
an abbreviation of “microwave am- 
plification by stimulated emission of 


radiation.” 

To test their brainchild, the Har- 
vard profs are building another of 
the same. .Then the two masers can 
live happily ever after, each proving 
the other is the most accurate clock 
in the world. 


BYE, BYE, BILLY: What Jimmy Valen- 
tine was to burglary generally “Bos- 
ton Billy” Williams was to jewel 
theft. 

The “gentleman jewel thief,” as he 
was known, lifted jewels valued at 
$4,500,000 from swank homes in the 
East before he was captured in 1927. 

Boston Billy got out of the pen 
in 1958, but found the going pretty 
rough. Potential employers were un- 
happy about his background. 

On Oct. 23 the man who had stolen 
a king’s ransom in gems died penni- 
less in Worcester, Mass. 


SOME SAY: A reporter for the London 
Times found considerable food for 








ST 


| WEWELRY 


“I'll put it where | please... 


~ 


BiehHS 
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thought in The International Watch 
and Jewelry Fair held in London re- 
cently. 


The advent of electricity in watches 
and clocks seemed to concern him 
somewhat, but he struggled to be 
fair in the following excerpt from 
his report to Times readers: 


“For those with a mechanical bent 
there is less to be seen behind one of 
the new electric clocks, and for those 
who are sentimental, a watch without 
a tick seems a dead thing. However, 
there is no winding the drawing room 
clock every eight days and great ac- 
curacy can be ensured. At the other 
end of the scale at the exhibition was 
a clock that, according to the pub- 
licity material, is a certain winner 
with the beatniks. 
tells the right time.” 


It hardly ever 


NO GRATITUDE: A California jeweler 
noticed two men standing on the 
sidewalk looking into his show win- 





As would any genial merchant- 
host, he extended a cordial invitation 
to come inside for a better look. 

They accepted the invitation and 
proceeded to make off with $3,000 
in diamonds and $100 in cash. 


ROCKHOUND’S DREAM: If you are a 
jade collector, this will make you 
green with envy. 

Rockhound Claude D. Fike has 
added a trinket to his collection which 
sits in state on his front lawn—a 
four-ton jade boulder he found on 
Green Mountain near his home in 
Riverton, Wyo. 

Fike thinks much of his mammoth 
rock may be of gem quality, but he’s 
not going to go to work with a saw 
to find out. He believes it may be 
the largest single piece of jade ever 
unearthed, and “it would be a shame 
to cut it up.” 





by Jerry Gewirtz 


New 
Package 
Pian 
For Place 


Settings 


Black, Starr & Gorham 

combines three pieces of sterling 
with a china plate, 

cup and saucer 

and a crystal goblet 


Wedgwood “Golden Florentine” china, ‘“‘Rubato”’ crystal by 
Royal Leerdam and Gorham’s “‘Buckingham”’ sterling silver. 
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@® ONE OF THE BRIGHTEST new ideas in selling 
tableware since the introduction of the place set- 
ting in silver is being tried out in New York City 
by the 150-year-old jewelry firm of Black, Starr & 
Gorham. 

Black, Starr has expanded the silver place set- 
ting to include both chinaware and crystal, com- 
ing up with a seven-piece “combination” place 
service consisting of dinner plate, tea cup and 
saucer, water goblet, luncheon fork, luncheon 
knife and spoon. 

The new sale unit was introduced in August 
with a major window display, extensive in-store 
arrangements, advertising and publicity. Black, 
Starr Vice President Darwin Neumeister said he 
had had the concept in mind for several years but 
that recent market conditions had crystallized his 
thinking and led him to introduce the seven-piece 
combination when he did. 

Because the concept of crystal, china and silver 
flatware as a single sales unit is so natural, so 
realistic and so in keeping with the trend in all 
retail fields to “‘one stop shopping,” retail jewelers 
who do not give careful consideration to Mr. Neu- 
meister’s plan may be missing a good thing. 


Points To Ponder 


Consider these advantages in marketing the 
seven-piece combination: 

It offers the bride-to-be a complete basic service 
with which she can set up housekeeping immedi- 
ately and to which she can add as need and fi- 
nances direct. 

It keeps the registry of silver, china, and crystal 
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Mass display of Black, Starr & Gorham combination place 
services, above, shows the wide variety the unique plan 
affords. Left, an interested customer has a closer look-see. 


exclusively in the hands of the jeweler; all of the 
bride’s tableware needs can be decided and met 
under one roof. 

It conditions the bride-to-be to think in terms of 
all three tableware elements. Previously, many 


young customers postponed purchase of quality 
dinnerware and crystal until they completed their 
service for 12 in sterling. In the interim, they 
settled for lower grade dinnerware and glassware. 


Spode “‘Chatham”’ pattern china, Val St. Lambert ‘‘Colonial’’ 
crystal and Gorham’s “Threaded Antique’’ sterling silver. 
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It takes the guesswork out of matching the 
three elements, reassures the unsophisticated 
young person that the combination she buys will 
be in good taste. 

Black, Starr keeps some 35 “combinations” on 
display. The work of matching the elements har- 
moniously was helped along by virtually everyone 
in the store. Many combinations were tried. then 
discarded, and the process was repeated until the 


Minton “Field Flowers’’ china, Royal Leerdam’s ‘‘Rubato”’ 
crystal and Gorham’s “Threaded Antique’’ sterling silver. 
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“Asia"’ English bone china by Wedg- “Blue Sprays’”’ by Royal Worcester is “Blue Fitzhugh’’ stoneware, ‘‘Tango”’ 
wood appears here with ‘‘Fairfax’’ combined here with ‘‘Fairfax’’ crystal crystal, and “‘Theme”’ sterling by Gor- 
crystal and “‘Theme’’ pattern sterling. and “‘Buckingham”’ sterling silverware. ham make up this smart combination. 





“right” combinations were arrived at. 
Apart from the obvious esthetic requirements, SEVEN-PIECE 


tion Place Service 


matching was done with quality and price range Combi 
in mind—top makes and patterns in some com- al 
binations, less expensive ones in others. However, 
3lack, Starr salespeople will break up any combi- 
nation and produce new combinations to suit indi- 
vidual customers’ tastes. 


“% » Peres 


Sales Up 

Customer interest in the “combination” plan 
has been running high. Sales in all departments 
have increased appreciably since the beginning of 
the promotion. 

Average purchases of combination place ser- 
vices per customer have been six to eight, at an 
average cost per service of $25 to $28. Customers 
may pay off a purchase at the rate of one setting 
per month, with no carrying charge. Combination 
settings range from $18 to $46. 

An interesting by-product of the promotion has 
been a notable change in the shopping habits of 
engaged girls. Brides-to-be traditionally shop 
alone or with friends or relatives. The combina- 
tion campaign has brought out the groom-to-be. 
All store personnel have noticed this ‘“‘together- 
ness” in buying. 

The marketing campaign was as well coordi- 
nated as the service itself. Staff members were 
alerted; advertising and promotion synchronized 
with the start of the campaign. 

Staff meetings were held for sales people. Tech- 
nical information and merchandising know-how New way to buy your sterling, china and crystal. 
were traded between the departments. The me- Coordinated seven-piece settings of the 
chanics of selling were carefully blueprinted. The bride's essentials. Practical, beautiful, versatile. 


silver department of Black, Starr is on the first oe ren: aoe — 
. to °46.95. 


Federal tox included 


BLACK STARRe GORHAM 


“ FIFTH AVENUE AT 48TH STREET, NEW YORK 36, N.Y 
The “‘combination’”’ plan for selling place services was MANHASSET MILLBURN WHITE PLAINS 
launched with advertisements such as this one which 
appeared in The New Yorker magazine last Sept. 24. 
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“Virginia’’ bone china by Royal Wor- 
cester, Val St. Lambert’s ‘‘Casper’’ 
crystal, and “‘Buckingham”’ sterling. 


floor; the china on the second. Both floors had 
sample combination services on display. A sales- 


Royal Doulton’s ‘‘Burgundy,”’ with ‘‘Rainbow’’ 
crystal and “‘Buckingham”’ sterling silver (top). 


Spode ‘Fleur de Lis’’ earthenware, ‘‘Christina’’ 
crystal, with “‘Threaded Antique’”’ sterling pattern. 


man, however, was able to move up or downstairs 
if a preferred pattern was on another floor. The 
clerk who started a sale on one floor could finish 
on the next. He received the commission. 


“Red Jamestown” earthenware (Spode) 
combined with ‘‘Colonial’’ crystal and 
“Threaded Antique”’ sterling silverware. 


Bavarian “Blue Onion” china, Val St. 
Lambert’s ‘‘Casper’’ crystal combined 
with “Threaded Antique’”’ in sterling. 


Telling the Story 
The promotional time-table ran as follows: 


1. An introductory three-column ad in The New 
York Times, Aug. 21 featured a $19 combination 
service. 


2. A full window in the front of the store was 
given over to display of the combination service. 
It appeared on Monday, Aug. 22, immediately fol- 
lowing the Times announcement. 


3. Most of the second floor where china is usu- 
ally displayed was devoted to many varied table 


arrangements showing both formal and informal 
settings. There was also one long table in the 
front of the floor showing about 35 different com- 
binations. 


4. A follow-up ad appeared in the Times on 
Sept. 20. There was a 2/3 page insert in The New 
Yorker magazine on Sept. 22. 


Success! 


The promotion to date has been highly success- 
ful. Store executives and personnel along with 
suppliers of silver, china and glass have been de- 
lighted with the improved business. 

The idea has proven a shot in the arm for the 
entire store, at a time when many retailers were 
complaining of sluggish business conditions. Sales 
people in particular have been enthusiastic to find 
a persuasive new concept they can latch onto to 
strengthen and revitalize their sales approach. 

It has been more than 20 years since the place 
setting became the basic sales unit for flatware. 
The new seven-piece combination (three sterling, 
three chinaware and one crystal) can improve 
business, bring greater satisfaction to young host- 
esses, generally uplift the prestige position of 
table accessories. Zea 
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by F. H. Wemple 
Treasurer, Handy & Harman 


The author is reponsible for purchasing precious 
metals for Handy & Harman. He joined the 
company in 1945, was made Assistant Secretary 
seven years later. In 1956 he was elected Treas- 
urer and in 1956 became a member of the Board 
of Directors. 


@ GOLD IS A BASIC raw material in the jewelry 
industry. Whatever affects the price and supply of 
gold, abroad as well as at home, is of interest to 
all who use it in their business. 

Gold has received a lot of attention in the press 
in recent months. We have read a lot about the 
drop in the United States monetary stocks. We 
have seen the price in European centers fluctuate 
wildly. 

These events have attracted wide public atten- 
tion and have raised serious questions in the 
minds of many as to what may happen to the price 
here in the United States. The purpose of this 
article is to attempt to evaluate these events. 

Prior to 1934 gold could be freely held, sold, 
bought, imported and exported without govern- 
mental restrictions. The Gold Reserve Act of 1934 
imposed limitations on the rights of citizens of 
the United States to deal in gold, and today jew- 
elry manufacturers and others who use it in their 
business operate under government regulation. 
The Treasury Department is authorized to sell 
gold for normal industrial and artistic uses and 
has established its selling price at $35.00 plus 
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People inside and outside 


the jewelry industry 
are asking this question. 


Here are some answers 


Under the watchful gaze of armed guards workmen in the 
Denver mint pack gold bars for shipment to Fort Knox, Ky. 
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14 per cent or $35.08°4, per fine troy ounce for 
commercial bars. Imports and exports are strictly 
controlled, and this means that price fluctuations 
outside the United States do not directly affect 
the price paid by users in the United States. 


Private Enterprise in Gold 

There are many countries which do not restrict 
dealings in gold by the public, and in them active 
gold markets have developed. The London market 
has become the best known of these, and its daily 
quotation, or ‘“‘fixing’’ as it is termed, influences 
prices all over the world. Canada, too, has in 
recent years relaxed its restrictions and today 
permits individuals to deal in gold. On the other 
hand, industrial users in Canada and Great Brit- 
ain do not have the privilege of buying from 
their government at the official rate, as is the 
case in the United States. They obtain their re- 
quirements in the free market at prevailing 
prices. 

Until recently, prices in London and Toronto 
have fluctuated within relatively narrow limits 
around the $35.00 level. In October, however, an 
unexpected surge in speculative demand boosted 
the London price to over $40.00 an ounce in a 
single day. This demand has since diminished and 
prices have declined, but as a result gold became 
front page news, and its international significance 
has been spotlighted. Many explanations have 
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The foundation of the civilized world’s economic life 
is laid with bricks of fine gold such as those above. 


been given for this speculative flurry, and it has 
been widely attributed to a lack of confidence 
abroad in our ability to balance our interna- 
tional payments and to control internal inflation. 

These events have world-wide interest because 
gold is primarily a monetary metal. The free 
world produces about one billion dollars worth 
of gold a year. Less than one quarter of this is 
needed for artistic and industrial use. Most of 
the rest is used by central banks as monetary 
reserves, with some going into hoarding. It is 
the monetary use of gold that is the most impor- 
tant, and the future of the United States gold 
policies will depend not on how much gold is used 
commercially but on the state of our monetary 
reserves. At the end of 1957, these stocks amount- 
ed to $22.8 billion and at present are down to 
about $18.3 billion, a decline of nearly 20 per 
cent in less than three years. 


Uncle Sam’s Dwindling Reserves 


This gold has not actually been exported but 
has been “earmarked” for foreign governments 
and left in the vaults of the Federal Reserve 
Bank. On occasion, references to “earmarked” 
gold have implied that the United States retains 
some control, which is not so. This gold has 
been sold and is no longer ours, any more than 
if it had been bodily shipped out of the country. 

(please turn to page 68) 
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by Virginia Dixon 
JC-K Display Consultant 


® A MOST EFFECTIVE AID in selling china and 
glassware can be your acceptance in town as the 
authority on table appointments for both the 
bride-to-be and the experienced hostess. 

The bride will be most concerned with what is 
correct; the matron with what is the latest in 
fashion. Both are equally good sales prospects for 
tableware of all kinds. 

Displays in the window and table-setting ar- 
rangements inside the store can be convincing 
evidence of your authority on the subject. Prob- 
ably the best place for you to glean the latest ideas 
is in the pages of the homemaking magazines. 
They do a fine job of picturing the latest trends in 
table top fashions and you can hardly do better 
than follow their lead. You might even use the 
magazines in actual displays, especially when they 
feature patterns that you carry. 

Duplicate the settings as closely as possible and 
show the open magazine page with the display. 
Use the magazine as inspiration 
for planning settings around the 
particular patterns and lines 
which you wish to feature and 
adapt the ideas to the tastes and 
habits of your own customers. 

Displays which relate your 
merchandise to various types of 
dining room decor and to appro- 
priate hospitality suggestions 
will always interest those of 
your customers who entertain 
and take pride in their home 
appointments. 


Sketch A—Circular platforms 
placed on graduated elevations 
provide four miniature table set- 
tings in one window. Cover each 
platform with a circular table 
cloth—each one a different color 
—and show a selection of china 
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ose 


.. and let imaginative window 


displays of china and glass 


broadcast 


your knowledge 


to brides and hostesses 
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and glassware items for “Dinner at 7,” “Bridge 
Dessert and Coffee,” “Luncheon for the Commit- 
tee Ladies,” “Tea for Ten” ... or other appro- 
priate occasions. The floral arrangement at the 
back of the window could be of dried foliage. 
There should be candles in the candlesticks and 
candy in the compotes. The tablecloths can be 
made up from almost any colorful linen, cotton or 
rayon fabric. Platforms like this can be used in 
an infinite variety of arrangements and color 
schemes. Small lettered cards should identify each 
table setting. 


Sketch B—Buffet service has become increas- 
ingly popular for all kinds of entertaining and 
can be as informal or as glamorous as the hostess 
desires. A suggested buffet setting is arranged 
on a low table in this display with a background of 
china pattern selections hung against the wall. 
Stemware is shown on cylinder elevations on 
either side of the table. The plates are hung with 
plate-hangers against panels covered with colored 
fabric or paper against the window background. 
Garlands of artificial flowers or foliage are tacked 
between the china panels. Set the table as com- 
pletely as possible. You might even use some food 
such as hard rolls, nuts and pickles. This table 
arrangement could also be used showing a sit- 
down table service, but the buffet is smart and 
gay looking. 


Sketch C—Corner shelves on either side of the 
window allow for the display of casseroles, pitch- 
ers, salad bowls and other serving items while the 
two step arrangement on the window floor pro- 
vides generous space for place settings in this 
window suggestion. A Venetian blind is indicated 
as a background panel. This suggests a room set- 
ting and is especially good if your window back- 
ground is open and you wish to close it off tem- 
porarily. A scalloped cornice covers the top of the 
blind and continues around the top of the window 
background. Scalloped edging is used on the 
shelves. 


Sketch D—Three picture frame shadow boxes 
against the window background display china and 
glassware patterns against harmonizing drapery 
and upholstery fabrics. Additional merchandise is 
arranged on elevations on the window floor. The 
arrangements in the shadow boxes can be as elab- 
orate as your resources permit, but the items 
should suggest the decorative materials appro- 
priate in a dining room where these china pat- 
terns might be used. The window copy can stress 
harmony in the selection of all the appointments 
in the dining room. i eo 
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By Warren B. Smith 


@® TEENAGERS have money to spend today; as 
young adults they will have much more money 
to spend tomorrow. Where they will spend it in 
the future will depend largely on buying habits 
and loyalties formed today. 

A journalistic swing through several states 
finds many jewelers putting aside traditional 
prejudices against “juvenile” customers and ac- 
tively wooing the teenager, with results justify- 
ing their efforts. 

Typical of these jewelers is George Finley, Jr., 
owner of Finley’s, 182 E. Compton Boulevard, 
Compton, Calif. At Finley’s, the teenager knows 
he is weleome—and behaves accordingly. 

“The teenage customer wishes to be treated as 
an adult,’ Finley says. “Fully 25 per cent of our 
business comes from this age group, and we've 
noticed a definite increase in teen traffic over, say, 
a year ago.” 

Purchases are equally divided between male 
and female shoppers, and Finley’s merchandises 
to both. A good percentage of sales are made to 


58 


couples making their first diamond selection. 


Youth Knows Quality 


“These kids are amazingly good shoppers,”’ 
Finley says. “They’re quality-minded; their pur- 
chases are conservative and they show very 
good taste.” 

Basic purchase for teen girl customers is cos- 
tume jewelry in the $5-$15 range. Finley strives 
for six turnovers yearly on this merchandise. 
Many girls also make pre-selection of hope chests, 
and they show knowledge of patterns and brand 
names. “‘Name brands count,” Finley empha- 
sizes. 

Items most popular with Finley’s male teen 
customers include identification bracelets, cuff 
links, watches, rings, and “they are definite cus- 
tomers for electric razors.” 

Finley’s has established a teenage credit plan 
up to $25 with verbal authorization from parents. 
“Teenagers are more prompt in payment than 
most adults,” the California jeweler reports. 
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Youngsters pay as promptly as their parents—sometimes more 


promptly—say most of these jewelers, who report 


success with various credit plans for the high school set 


TEENAGERS ¢ 


‘They seem to feel a charge account is their own 
responsibility and a symbol of their emergence 
into manhood.” Finley’s uses newspaper, school 
publications, school annual advertising to attract 
the teens. 


Now Is Forever 

In Ocala, Fla., Mrs. O. F. Gause, wife of the 
owner of Marion Jewelers, 15 S. Main St., also 
attributes approximately 25 per cent of store 
gross to teenage customers, predominantly boys. 

Mrs. Gause stresses that satisfied teenagers re- 
turn later for engagement diamonds and other 
quality merchandise. “Often, a teenage customer 
stays forever,’’ she says. 

Mrs. Gause believes the primary requirement 
in teen merchandising is personal selling, with 
patience in suggesting items they may like. “You 
must inventory with their budget in mind, too,” 
she cautions. 

Marion Jewelers also has a credit plan, with a 

(please turn to page 70) 
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Just kids? Yes, but they may well be married next year. 
Looking ahead, Finley shows them china and silverplate. 
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By A. D’ALESSANDRO 


One part of nature 

and one part of surrealism 
go into these flame-like 
diamond and pear! pin 
designs. The “strawberry’”’ 
at center, for instance, is 
actually a heart set off 
with a graduated row 

of pearl-studded flames. 
Marquise diamonds give an 
extra spark to the base 

of the flames. The other 


flowing, weaving pins combine 


round, baguette and marquise 


stones—occasionally with 
pearls—to suggest 
forms from drifting seaweed 


to shimmering leaves. 


To assist its readers in the design and sale of custom jewelry, JC-K 
presents contemporary ideas on this page each month. These plates may 
be assembled in a folder and shown to any prospect for a special order. 
With these designs, the jeweler can determine what ideas strike the cus- 
tomer’s fancy. The plates in this series are the work of members of 
JC-K’s Creative Designers’ Panel. This month’s stylist is A. D’Ales- 
sandro. (See page 88 for a brief summary of Mr. D’Alessandro’s back- 
ground. ) 
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Gem-Styled 
Diamond Display Piece 


the famous phrase that sells your diamonds 
in a jewel-like setting for your windows, showcases, counters 








EB: engagement diamond sales 
... for diamond gift sales .. . the phrase, “‘a 
diamond is forever,’ helps to set this gem 
apart. Appearing importantly and continu- 
ously in the national diamond advertising, 
it helps create desire for the diamond as the 
one, the eternal symbol of love. 

This special display piece is designed to 
put this phrase to work for you... in your 
windows and showcases, on your counters. 

It’s handsomely gem-styled in diamond- 


clear acrylic ... Just 614” wide, 114” high, 


114” deep. It will fit beautifully into any 
diamond display, look attractive anywhere 
in your store, work for you all year round. 
And it helps you tie in for sales with the 
national diamond promotion. 

Cost is $4 each, or three for $10 (mailing 
costs included). Order from the Diamond 
Promotion Department, the Reuben H. 
Donnelley Corp., 230 East Sandford Blvd., 
Mount Vernon, N. Y. Please enclose check 
or money order. If your store is in New York 
City, add 3% sales tax. 


Tie in with the national diamond promotion... keep diamond sales coming your way. 


De Beers Consolidated Mines, Ltd. 
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by Dr. Frederick H. Pough 
Gemological Consultant to JC-K 


PAINTING 

IRRADIATING 

AND NOW... 
COATING 


An examination of the means 
used to alter 
the color of diamonds 


@® SOME MONTHS AGo the trade journals carried 
a warning from the Jewelers’ Vigilance Commit- 
tee regarding a fairly new process for causing a 
temporary improvement in the color of cut dia- 
monds. Although informed circles had long known 
of the development, the difficulty of its detection 
in mounted stones made everyone a little reluctant 
to talk about it, for fear of unduly magnifying its 
importance. 

However, after the passage of many months, 
we see but few of the coated stones. The risk of 
unknowingly purchasing one from a regular sup- 
plier is very slight. And work is going forward on 
means of identifying coated stones without re- 
moving the coating. 


Strictly Illegit 

There are several methods by which diamond 
color can be changed. Painting is the oldest way 
of altering diamond color, and since its effect is so 
temporary it is hard to believe that it has ever 
had a legitimate purpose. 

One can run an indelible pencil around the gir- 
dle, or put a spot of blue ink where it will lie 
under a prong. Till washed off, this can be quite 
effective, though it would be very apparent in 
loose stones. For a time all mélée coming in from 
Israel had to be boiled before being offered for 
sale (an experienced dealer would do this rou- 
tinely), because some firms there had shipped 
their goods in a poor quality blue paper that was 
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found to rub off on the stones. Coloration of this 
sort is easily removed with water or alcohol and is 
no problem to the jeweler. 


More Color, Not Less 


Treatment of diamonds by irradiation to affect 
their color has an entirely different goal. It ac- 
cepts the off-color nature of the stone. Its pur- 
pose is to add, not subtract, color; to either in- 
tensify or to mask the original color. Truly 
off-color stones—capes, dark capes and browns— 
cannot have their color neutralized. To make them 
more salable their tint must be intensified to one 
of the recognized fancy hues. 

This internal, lasting coloration can be im- 
parted by various sub-atomic bombardments. The 
cyclotron and the atomic pile are the favorite de- 
vices. In recent years the greater assurance of 
success promised by the atomic pile (which has 
predictable, consistent results) has lessened the 
charm of the temperamental cyclotron. Then, too, 
the thin, almost superficial coloration induced by 
the cyclotron bombardment sometimes leads to 
darker, cubistic markings and to uneven color. 

All irradiated stones are still generally offered 
under the term “cyclotron treated,” even though 
many are now pile-treated, because the older term 
is better known to both jewelers and the public. 
“Bombardment” or “irradiated” is a better and 
more general term, we now know, but at the 
time of the original work, “cyclotron” was more 
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DICKEY AND HARLEEN STUDIOS 


From San IFranasco— Our Greetings: — 


We wish the joys of the Holiday Season to all our friends, 
border-to-border, coast-to-coast, and across the seas. 

To all of you— North, South, East and West — warmest 
greetings from us beside the Golden Gate. May the Holidays 
be gladsome for you and your families. And may the years 


ahead bring you the blessings of peace and fulfillment. 


Gomez Manufacturing Company 





specific than today’s terminology. 

The goal of irradiation, then, is not the removal 
CASH for your of color, but intensification or addition. There 
a ee ee can now be no excuse for complaints about decep- 
tion in irradiated stones. The process has been so 
generally publicized in both the trade and the 

' : popular press that it would be a shameful confes- 
We will pay cash for ony of your sterling abi 
patterns—any quantity, large or small— sion of complete irresponsibility by a seller, and 
active, inactive, obsolete, new or used. stupidity by a buyer, if no question regarding the 
origin of the color in a fancy diamond were raised 


Surplus Silver, Diamonds and Jewelry 





Send shipment for immediate offer. Our :icillienia Alle aaeestieaiinn ot none 
check covering payment in full mailed same 


day. Silver will be held intact awaiting your What colors are being made by irradiation 
acceptance or rejection. _ today? Green is the best known, but there is quite 
a range in green: from blue-green and tourmaline 
= - green, “olivine” green, to chartreuse or “vaseline 
with jewelers who receive calls for older ies 
sterling patterns that are no longer avol- glass” green. Yellows range from the finest ca- 
oii nary to gold, deep gold, golden orange, to coffee 
and mahogany brown or black. Blues are on the 
greenish side, ranging from light aquamarine to 
rich zircon blues. 
| This type of treatment may be considered as an 
Reference: Dun and Bradstreet _ improvement process (like the removal of a dis- 
The First National Bank of Mempbis — colored part of diamond in cutting, or the heating 
of amethyst and aquamarine) to make stones 
Julius Goodman more attractive by bringing out their beauty to 
& Son _ the best advantage. It is, essentially, a complete 
Mompite fasdlers Slave 1062 and permanent alteration of the body of the stone; 
113 MADISON AVENUE @ MEMPHIS, TENNESSEE | the stone can be recut without changing the color 
' in most cases. 
So far as is now known, the color from modern 
irradiation is permanent. Once treated, the golden 


AVAI LAB | FE NOW. | brown and yellow stones seem not to be affected by 


One of the industrys best known sales any degree of heat or exposure; while the green 
executives, with a background of 24 years and blue stones lose their color only if they are 


. . . »0sed to th st intens é ¢ - 
of outstanding performance in the jewelry EN SNe Senne SN SNES NY ee ee 
field. ing temperature of diamond itself. Naturally, few 


cut diamonds are exposed to such temperatures. 


We are also interested in cooperating 


Will also buy diamonds—any size and 
quality—as well as antique and modern 
jewelry, 
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Can develop and direct sales organization 
on national or regional level for company From Lenses to Gems 
who wants to expand or revitalize their Lastly we have the new coating treatment, 


present sales program. which, because it is difficult to detect, presents a 
WRITE OR WIRE | new problem for the jeweler. However, as long 

Box +6276 as he deals with his regular suppliers, firms in 

care of Jewelers-Circular Keystone | which he has confidence, it is not a fearful one. An 
— | occasional mounted stone, seen briefly and under 


ORIGINAL 80 OF YOUR unfavorable examination conditions may be de- 


ceptive, and for this reason the Jewelers’ Vigi- 
0 CUSTOMERS 


lance Committee warning was issued. 











HAVE OLD WATCHES! First, what is this secret treatment? It is a thin 


surface film, a coating applied to a stone (possibly 


a whole stone, possibly only the pavilion and gir- 
(T.M. , 

TREASURE DOME iz) dle) which has the effect of neutralizing a part of 
: rin mi ein ‘ - nin nie the yellow color in off-color stones. Except for the 
verlasting, brecak- ent crys ‘ . . , 

dome with base In choice of ebony, me- identity of the material deposited on the stone— 


hogany or blonde polished hardwood. ; 4 seq— 
a st Ec gy and several different substances have been used 


watch becomes a useful, modern timepiece. it is like the coating on fine camera lenses. 


esi pain Ap ) oe © 28 We recognize a coated lens by the bluish, dull 


AVAILABLE AT YOUR JOBBERS OR write $4.00 reflections from its surface. Obviously, so thick a 
BEATTY MFG. CO., 7424 Senta Monice Bivd.., Hollywood 46, Cellf. KEYSTONE film would be of no use on a diamond because we 


GUIDE THEM TO AN “ORIGINAL” 
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WIAMON 


Never stops working 


oF Tau 


Around the clock, the Winston 


organization never stops working in 











your behalf. 





Our new building, specifically 





designed to provide bigger and 
better facilities, is now serving the 
growing needs of our customers. 

More.and more volume loose diamond 


buyers are looking to Harry Winston, 
Inc. for their diamonds, because... 


ONLY HARRY WINSTON, Ive. 
OFFERS YOU..... 


v3 The world’s largest diamond inventory 
of sizes, cuts, colors and EXCLUSIV} 
QUALITIES. 


— 


% Diamonds that are cut and polished 
In our factories assuring you the most 
advantageous prices. 


3 Expert personnel to help YOU with 
~ YOUR diamond and merchandising 


- problems. 


le. ee 











A call will bring you 
prompt — eye-opening — Action! 











‘Entrance for Loose Diamond Division—W. 56th St. 


718 FIFTH AVENUE, NEW YORK 18, N.Y.. 
‘Circle 5-2000 


CALIFORNIA OFFICE 
448 SO. HILL ST., LOS ANGELES, CAL. 


HARRY WINSTON. 

















would not want to reduce its luster and brilliance. 
That is what we want to do with a lens, so we use 
an easily volatized, low refractive index material; 
magnesium fluoride as a rule. It is evaporated 
onto a lens by exposing it, one of a batch of fin- 
ished lenses, to a magnesium fluoride vapor escap- 
ing into a vacuum from a heated dish; this is done 
under an evacuated glass dome. It is called the 
spattering” process and is now being used for 
the metal plating of the quartz slices used in radio 
frequency control oscillators, for the production of 
filters, mirrors, hard inert coatings to protect 
those mirrors, and even for the finish of some of 
the “aurora gems”. 


No Miracle Worker 

To improve diamond color, a super-thin layer, 
so thin that it does not show even on a slant as a 
colored reflection, is deposited on the stone. The 
improvement in grade is slight—dark capes can’t 
be made into “‘blue-whites” but coating does give 
the effect of one or two steps up to the light off- 
colors. Various substances have been used; some 
are more volatile and more easily removed than 
others. The poorest can be removed by simply 
heating the diamond lightly in an alcohol flame. 

Other films, probably rather inert metals or 
very stable oxides, can only be removed by boiling 
in rather strong acids which can attack a soldered 
mounting. The best of the coatings are said to be 
so hard and so firmly bonded to the diamond sur- 
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face that one can count on it lasting for several 
years. 

What we need now is a method of recognizing 
coating without removing the coating. It is not 
very satisfactory to have to take off a coating 
before we can be sure it was there. Removal is 
not too difficult in many cases; heat, light buffing 
with rouge, or acid boiling will do the job, the 
method depending on the type film. 


Beware ... Take Care 


The equipment and techniques for coating ap- 
pear fairly easy to come by; from a super-secret 
process known to one or two practitioners, it is 
now said to have been so simplified that the equip- 
ment can be bought for comparatively little and 
used in a back room by an untrained operator who 
has only to learn the general, rule-of-thumb prin- 
ciples (he doesn’t have to know all that a lens 
coater or a filter manufacturer has to know). 

Of course, this is where the danger lies, and it 
explains why the Jewelers’ Vigilance Committee 
felt it necessary to issue the warning of last Janu- 
ary. If it is as simple to coat stones as it is now 
said to be, the jeweler must learn to recognize the 
coated stones when they are unmounted (they 
have a sort of gray cast that doesn’t look right), 
and he must make sure to buy stones only from 
reliable sources. Until a simple device is produced 
that will permit positive recognition under all 
circumstances, just be careful. ae 
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For sheer luxury there’s noth- 
ing to equal these beautiful 
buttons, set with flawless dia- 
monds. They're platinum and 
platinum faced and all are 
fashioned with that attention 
to detail that marks expert 
Wefferling, Berry & Co. 


craftsmanship. 


Retail prices from 
$40.00 to $300.00 


\Werrertine Berry & CO. 


MEM™MBER AMERICAN co EM 


society 


THE NAME THAT MEANS 


Stine Cmblematic Jewelry 


S ROSE STREET, NEWARK 8, N. J. 
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BAUMGOLD SELLS ONLY T0 THE TRADE 


Refreshing statement, rewarding policy! Baumgold diamonds can be purchased only 
through the normal, ethical channels of distribution. This policy protects your profits... 
guards your standing as a respected retailer of Baumgold’s famous Circle of Light and 


Jager Blue diamonds. 


BROS., INC. 
580 FIFTH AVENUE, NEW YORK 36, N. Y. 
NEW YORK e« LOS ANGELES * TORONTO * VANCOUVER * LONDON « ANTWERP 
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(Advertisement) 
originals make money... 


Jewelers Have 
New Profit Source 
in Custom Designs 





One-of-a-kind designs in rings, pins, ear drops or other 
precious jewelry have lately become an important new 
source of income for many dealers. With original de- 
signs to offer you are set apart as the one to whom the 
community turns for the freshest and smartest in 
jewelry. You are the man who can provide the answer 
to the often difficult question of what to select for that 
important gift that must be different. To meet a rising 
demand for custom designed jewelry, the Schumer 
Brothers’ Company of 
Cincinnati has recently 
made its services available 
to jewelry dealers every- 
where. 

Each Schumer original 
is literally an exclusive 
and unique design. The 
design is submitted in art- 
work with the inscription: 
“Created expressly for 
(your customer's name) 
by (your name).” The 
original art is returned with the completed job as a 
record to be kept by dealer or customer. 


No Guesswork 


Schumer designs and craftsmanship are the results of 
over 50 years of custom experience and acceptance. 
Service on all Schumer special orders is fast and accu- 
rate with several features intended to please both dealer 
arid customer. For instance, Schumer pays the postage 
both ways on all orders including the transmittal of 
both artwork and finished piece. Rings will be person- 
alized with the dealer's or customer's name stamped 
directly on the shank, at no additional cost. All work is 
guaranteed by Schumer, dealing exclusively in custom 
jewelry and not in repair work. 

Schumer has taken the guesswork out of special 
orders and put profit in. Now they are providing an 
important source of new business and wonderful oppor- 
tunities for merchandising. 

Nothing is more appropriate nor more greatly treas- 
ured than a really unique piece of jewelry. It's a won- 
derful item packed with sales potential for you... and 
it can be had for surprisingly modest cost. Write for 
details today: Schumer Brothers, a division of Traub 
Manufacturing Company, makers of the famous Orange 
Blossom Diamond Rings. 

SCHUMER BROTHERS COMPANY 
329 EAST EIGHTH STREET, CINCINNATI 2, OHIO 
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WHAT ABOUT GOLD? 
(continued from page 55) 

The explanation for the United States’ loss of 
gold is to be found in our balance of payments 
situation. For several years, the United States 
has been spending more money for imports, for 
foreign capital investment, for maintaining our 
defenses around the world, and for supporting 
foreign aid and military assistance programs, 
than it has been earning through exports of goods 
and services. The difference between our income 
and outgo is the amount we owe to other coun- 
tries. This can be settled in only two ways. One 
way is for these countries to keep their extra 
dollars on deposit in banks or invest them in 
United States securities. The other way is to 
redeem them for gold at the Federal Reserve 
Bank. In other words, when we spend more than 
we earn, we either go into debt or draw on our 
“savings account,” or gold reserve. 

We have been doing both. Our gold has dropped 
by $4.5 billion since the end of 1957, and at the 
same time foreign claims against us, which is 
our debt, have increased by nearly $5 billion. In 
other words we have been running a deficit in 
our balance of payments position at an average 
annual rate of more than $3 billion. This means 
that to balance our payments we would have to 
either increase our income or decrease our outgo 
by more than 10 percent. 

To summarize, the gold situation today can be 
considered to have two aspects from the point of 
view of the commercial user; one is current. the 
other long-range. The present $35 price in the 
United States is fixed by the government, and 
authorized users are able to buy all their require- 
ments on this basis. Daily fluctuations in London, 
Toronto or elsewhere do not affect the price or 
supply to users here. Our gold stocks are still very 
large, and official statements have been emphatic 
in saying there will be no change in the United 
States’ gold policies. 

The long-range effects of our country’s loss of 
gold and of speculative flurries in foreign markets 
is of more concern. These are symptoms of a con- 
dition which needs to be corrected. We cannot as 
a country go on indefinitely paying out more 
abroad than we receive from abroad without rais- 
ing questions as to the soundness of our currency. 
We are not yet faced with an emergency, but 
there is ample evidence that it is time to put our 
international financial affairs in order. Zee 


“Obviously, improvement in our balance of pay- 
ments position is vital not only for the economic 
well-being and the military security of the United 
States, but also for the free world.” Statement 
Nov. 15 by Secretary of the Treasury, Robert B. 
Anderson—The Editors. 
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CREDIT FOR TEENAGERS 

(continued from page 59) 

$25 ceiling (more if parents sign). There have 
been few losses with the system and payments 
run 50¢ to $1 weekly. “‘They’re very prompt in 
making payments,” she says. 

“The way you approach -this group determines 
their business,” Mrs. Gause advises. “They like 
to be given individual attention and they definite- 
ly do not want to be treated as children.” 

Approximately 60 per cent of store business at 
University Jewelers, 989 E. Third St., Tucson, 
Ariz., is composed of University of Arizona stu- 
dents. With extensive charge accounts to this 
teen market, owner Mrs. Ruth Cook reports only 
three bad accounts in the past eight years. 

“T feel teenagers are better credit risks than 
adults,” she stated emphatically. “They have a 
greater feeling toward the responsibility of debt 
They realize the importance of clean records.’ 

Mrs. Cook lines up with other jewelers in em- 
phasizing that store attitude to the adolescent 
customer determines the volume of _ trade. 
‘“They’re eager for respect and adult treatment,” 
she emphasized. “They know quality merchan- 
dise. They won’t accept imitations or shoddy 
workmanship at any price.” 

In stocking for her predominantly youthful 
trade, Mrs. Cook is always interested in fads, 
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such as the currently popular sweater pins. 
“Teenagers are also good customers for unusual 
items and designs that are different,’ she says, 
“but they must be of good design.”’ 

Mrs. Cook spends the majority of her ad budget 
in university publications, particularly around 
holidays. “Christmas and spring graduation are 
very good times to reach this market with specific 
ads,” she says, “as most fellows have a girl and a 
gift idea in mind.”’ 

Paul Rystrom, owner, Rystrom’s Jewelry Store, 
492 Main St., Glen Ellyn, IIl., never decorates a 
window unless some jewelry with teen appeal is 
included. “Window displays are the best media 
for this group,” he says, noting that his windows 
always stress a theme—seasonal, holiday or fad. 

At the Glen Ellyn store Rystrom attributes 15 
per cent of his business to teenagers, even though 
he does not have teen charge accounts. 

Best-selling items include tiny jewelry for girls, 
and signet rings to males. Chunky charm brace- 
lets are also popular with girl teeners, along with 
slip-on bracelets to wear over sweaters. Huge 
silver or gold plate initial pendants on chain neck- 
laces are also popular sweater jewelry. 

One of the growing band of jewelers who are 
coming to the conclusion that teenagers can be 
good credit risks is C. P. Coats of Batesville, Ark. 
He mailed credit cards to students in Batesville 











Originally established 1866 


DIAMONDS 


608 Fifth Avenue, New York 20, N. Y. 


Formerly 
L. & M. Kahn & Co. 
and 
Jacobson Bros. Diamond Corp. 


Telephone CIrcle 5-4313 
32/34 Holborn Viaduct, London 
Cable Address: “Redlace’’ New York 
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.... An Open Letter 








mperial | Lae Syndicate, . = 


New York Chicago Detroit Los Angeles 
681 Fifth Ave. 5 North Wabash Ave. 928 Michigan Theatre Bldg. 607 Hill St. 


Tokyo 


Hong Kong 45, Ahasaka, Shimsakamachi Hawaii 
1203 Chartered Bank Bidg. iinafe.ten 850 Kapiolani Bivd. 


December 1, 1960 
Office of the President 
To America’s Progressive Jewelers: 


1960 has proven to be another record setting year for Imperial. A new record 
has been reached in advertising and publicity, at both the national and local 
level. This has paid-off in a record number of jewelers featuring Imperial 
Cultured Pearls throughout the country—and a new record for Imperial 
sales across the entire United States . . . proof positive that Imperial’s policy 
of only selling through legitimate retailers is best for everybody concerned. 


Today, more than ever before, the name “Imperial” has become synonymous 


with “Cultured Pearls.” 


What does all this mean in the coming year? It means that the stage has 
now been set for an even greater sales volume and a larger profit for you. 
More people than ever before know of and want Imperial Cultured Pearls— 
this in addition to our plans for increased promotion during the year just 
ahead, gives us every reason to expect to achieve a new, greater record next 
year 
For your interest and cooperation in this achievement, we at Imperial are 
deeply grateful. 
Our warmest. most sincere wishes to you for a happy and prosperous 
New Year. 

Cordially, 


IMPERIAL PEARL SYNDICATE, INC. 


Sid Weiss, Hans Clapper 


Herman Goldberg 


























IM PP FR i A | —the world’s most wanted cultured pearls.... 
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Checklist for Teen Merchandising 


@ Inventory merchandise in teenagers 
price range, noting current local fads. 


@ Treat teenager customers as you 
would adults. Show them respect and re- 
member they have a mind of their own. 


® Don’t sell cheap or shoddy merchan- 
dise to this group. They may not buy; if 
they do, they won’t be back. 


@ Start a teenage credit plan. Their 
credit is usually good, will increase sales. 


® Don’t hesitate to target advertising 
to this group. School publications, portions 
of newspaper ads and ‘‘music and news” 
radio stations are all excellent media. 


@ In selling the teen market, remember 
they have a tremendous influence on their 
families’ purchases. One teen customer can 
convince mother, father and other relatives 
to shop your store. 


SSS SSS SS SS SSS SSS SETS SSS SEK EBB ERR eee Be eee ee eee 
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High School allowing them to charge up to $20 
on a 50¢ down and 50¢ weekly basis. 


Of the.290 who received cards, 34 took advan- 
tage of this offer within three months’ time. Of 
the 34, only six fell behind in their payments. 
Out of those only one failed to pay out. 

“As a rule, children follow in the footsteps of 
their parents,” he says. “‘Where the parents are 
prompt in paying bills, their children prove to be 
the same. When parents are not good credit 
risks, neither are their children, generally speak- 
ing.” 

When one of these young persons falls behind 
two or three weeks, Coats sends him a reminder; 
with the one exception mentioned, this has 
brought tardy payers back on schedule. If he gets 
no reply after several weeks, Coats will there- 
after refuse credit to that student. 

“IT have tried to impress on the students that 
if they abuse their credit accounts it will be a 
mark against them,” Coats says. “Should they 
try to establish credit anywhere else, they would 
not be able to do so.” 

Merchandise most popular with teen customers, 
these jewelers conclude, are medium-priced items 
with quality features. “They’re not as bargain- 
conscious as their elders,’’ George Finley, Jr., con- 
cludes, “but they do want value for their purchas- 
ing power. Give that to them and you'll have a 
rich lode of customers whose income increases 
yearly.” Zan 
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The Original... 
One-And-Only 
In The Popular 
Price Range 


ADJUSTABLE END 
Adjustable Length 


aL 


Watchband 


Ask your wholesaler to show 
you the NEW complete Bristol 
Line of low priced watchbands 
from $1.70 up (Keystone). 
Manufactured by Foster Metal 
Products. Order through your 
wholesaler. 


100% AMERICAN MADE 
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Follow the Stars 


to increased sales 


These handsome 14K white gold rings feature 
famous Linde synthetic star sapphires, and two of 
them dre set with diamonds as well. The simple 
elegance of all three will be. recognized by your 
customers as typical of the well-known 
CHURCH Craftsmanship. 


| 
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CHURCH & COMPANY  wanutacturing Jewelers 
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*FOSTER-MATIC PLUS 


Zehictahicte. 


ADJUSTABLE! 
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Fits Every Watch 
BOTH WAYS! 





Fits Every 
Wrist 


Just 
Press In 


The Ends 








We know for a fact that = 
essex House Beautiful’s readers 

not only see but 

Duy the Lenox advertised 


Writes Mr. Robert J. Sullivan, Vice-President, Lenox, Inc.: 


“House Beautiful’s editorial authority and quality format 
provide an ideal environment for our expanded 1960-1961 
giftware advertising campaign. 


“The 900,000 upper-income families that get the message 
with every insertion are excellent prospects for our giftware. 
We know for a fact that House Beautiful’s readers not only 
see but buy the Lenox advertised. 


“Other powerful plusses are House Beautiful’s high rating 
with the trade and its effective merchandising at the re- 
tail level. 


“Just as our retail distribution is through top quality deal- 
ers, so our national advertising is placed in top quality 
magazines such as House Beautiful.” 


So many advertisers, like Lenox China, have discovered 

that House Beautiful’s “Authority” really sells . . . that 

they have given us the most powerful vote of confidence 

possible — their advertising dollars. For 14 years in a 
ADVERTISER: LENOX INC. row now, House Beautiful has lead all consumer month- 
AGENCY: D’ARCY ADVERTISING CO. lies in China, Glass and Pottery advertising. * 


Sells Both Sides Of The Counter 


House beautiful 


572 MADISON AVENUE, NEW YORK 22, 
*SOURCE: P.1.B ONE OF 13 KEY HEARST SELECTIVE MARKET MAGAZINES 
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TABLE TOP FASHIONS 


Eight matching Scanada glasses in Holme- 
gaard crystal are available in either clear or 
smoke. Priced so cordials retail at $15 per dozen 
and go to $30 a dozen for the goblets. From 
Svend Jensen of Denmark, Inc., 1010 Boston 
Post Road, Rye, N. Y. 


Maren raanit 


Spode’s “Ardsley” on the Chelsea shape has 
a delicate wreath of vine, leaves and berries in 
brown, painted with yellow, accented with tur- 
quoise. Five-piece place setting, $23.70. Cope- 
land & Thompson, Inc., 206 Fifth Ave., N.Y.C. 


Enriched gold and white “Athena” has a 
rich, classic beauty, almost contemporary in its 
geometric pattern. The new Minton bone china 
retails for $49.25, 5-piece place setting. From 
Meakin & Ridgway, Inc., 11 East 26th St., N.Y.C. 
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Soft grey flowers, touched with turquoise, 
black and beige are linked with taupe leaves. 
English bone china, edged with gold, is “Au- 
tumn Mist” by Coalport. Five-piece place set- 
ting, $20. From Camden Hall, Inc., 49 West 
23rd St., New York. 


Deep cuttings enhance the elegance of the 
“Capri,” Italian cut crystal stemware pattern 
which comes in every size, including 6, 9 and 12- 
ounce juice glasses. Retail is about $3.00 each. 
Geo. Borgfeldt Corp., 1107 Broadway, N.Y.C. 





Beautifully balanced “Beloved” has a dis- 
creetly applied band of platinum on the rim that 
accents the crystal stemware. Each hand-made 
goblet retails at $3.25. From Fostoria Glass Co., 
Moundsville, W. Va. 





NEW “SPICE” FOR YOUR SALES 
NEW “SPICE” FOR YOUR PROFITS 
SEE IT AT THE SPRING SHOWS 
NEW “SPICE” IN BEST SELLING 


ranciscan earthenware 





NEW PATTERN SHOWN: “SPICE”... BY GLADDING)| 
CREATORS OF FRANCISCAN, THE BEAUTIFUL BEST IN'® 
... 2901 LOS FELIZ BOULEVARD, LOS ANGELES 39, © 
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TABLE FOP FASS 


The square-footed Swedish Hans stemware 
is made of clear crystal with a polished square 
foot and puntied bottom that complements mod- 
ern or traditional table tops. Retail is $36 a 
doz. Bertson House, Ltd., 212 Fifth Ave., N.Y.C. 


A gold band rims a taupe shoulder and center 
design of a golden apple with black leaves. 
Five-piece place setting for “Pomme D’Or” by 
Susie Cooper is $27.50. From Fondeville & Co., 
149 Fifth Ave., New York. 
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New “Minuet” glass introduced to coordinate 
with five Franconia China patterns—Silver 
Dream, Golden Gem, Corinne, Franconia White 
and Isabelle. Hand-cut lead “Companion Crys- 
tal,” it comes in 7 sizes, retails at $2.25 per 
glass. From Herman C. Kupper, Inc., 39 W. 23rd 
St., New York. 
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A rose in a soft pink unfolds on the Royal 
Doulton coupe shape in the very new “Pillar 
Rose” pattern. Crafted in the English Trans- 
lucent China, retail for 5-piece place setting, 
$9.95. Doulton & Co., 11 E. 26th St., N.Y.C. 


Two blue roses, yellow-green and gray 
leaves combine strikingly to create “Ice Rose” 
on the Savoy coupe, in Wedgwood bone china. 
Five-piece place setting, $17. From Josiah 
Wedgwood & Sons, Inc., 24 East 54th St., N.Y.C. 


New “Oxford” by Pasco Bavarian China (Lo- 
renz Hutschenreuther) has pale green and yel- 
low scroll; plate, cup and cup handle have bur- 
nished gold trim. Retail 5-piece place setting, 
$18. From Paul & Straub & Co., Inc., 19 E. 26th 
St., N.Y.C. 





OT laa ela Ciel lacie lle me Cllacs 


by Jerry Gewirtz 
JC-K Fashion and Gifts Editor 


Jewelers 


Get Bigger Slice 


Ot the Table T op 
Sales Cake 


® AN INFORMAL SPOTCHECK among china and 
glass companies has disclosed an astonishing in- 
crease in sales through retail jewelry stores in 
the iast five years. 

Leading manufacturers and importers told us 
that the increase ranged from 25 to 50 per cent; 
that jewelers represent in some cases the major 
outlet for their wares. 

Not too many years ago, retailers were com- 
plaining about shortage of display space. In- 
genious units, greater imagination on the part 
of the merchant and a realization that table top 
fashions belong in the jewelry store all worked to 
diminish this basic gripe. 

Despite this encouraging rise in business, the 
jeweler has just scratched the surface of the po- 
tential sales he could be making. Home enter- 
taining in both urban and suburban areas is 
much more widespread than it was in the late 
Thirties or the Forties. The home has become the 
focal point of social life. Pride in the home has 
been the impetus for the upswing in purchases 
of home accessories that beautify. 

some weeks back, The New York Times ran 
a feature article in the magazine section dealing 
with the renewed interest in collectors’ pieces. 
There was a two-page spread illustrating the 
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comeback of what the editor described as “The 
Curio Cabinet.” 

We quote from the article: 

“The urge to collect is rampant again. Driven 
underground in the recent era of the bare, modern 
interior, collecting is returning now that the 
philosophy of clutter—a kind of controlled clut- 
ter, of course—influences the look of home set- 
ee oa 

Illustrated were curio cabinets displaying 
china, pottery, ceramics, pewter, etc.—almost 
every single collector’s item was a jewelry store 
product. 

What can the jeweler do to capitalize on this 
trend to “controlled clutter”? 

For one thing, he might take this copy of the 
magazine section and display it in his window, 
then imitate the layout of the page with a similar 
arrangement of giftware items he has in stock. 

Not all of the collector’s items are objects of 
art. Some of those described in the feature story 
are of negligible value. But a figurine, a small 
vase, even a paperweight can be the beginning of 
a collection. This can be communicated to the 
customer through an attractive display of units 
that are priced as low as $10, $5 or $2 retail. 

If some jewelers have been able to increase traf- 
fic and subsequently sales by including gift cards 
in the line, certainly the idea of showing and mer- 
chandising giftwares that are normally in the 
store should encourage the retailer to promote 
these items by integrated display and more 
thoughtful arrangement. 

The jeweler still has the edge on other outlets 
for china and glass objects of art. He cannot 
afford to lose it. 


HE ALL-IMPORTANT, trend-setting Atlantic 

City China & Glass Show, Inc., will be held 
at Convention Hall, Atlantic City, Jan. 8 through 
13. George Little Management, 220 Fifth Ave., 
New York City, which runs the show expects a 
record-breaking 5,000 attendance because of phys- 
ical alterations to the Hall. 

Convention Hall has had a gigantic face lifting 
job, with the newest addition an escalator system 
direct from the main lobby up to the ballroom 
level. This change means the display facilities 
of the ballroom, used in 1959, once again become 
a prime exhibit area. Direct escalator connec- 
tions make show coverage more effortless for 
both floors. 

Atlantic City Convention Bureau will have its 
housing bureau handle all room reservations in 
hotels and motor inns throughout the city. The 
guaranteed rates of $9 single and $13.50 for twin 
bedded rooms still prevail. Transportation to At- 

(please turn to page 86) 
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NATIONALLY ADVERTISED 


FRANCONIA CHINA 
Wad Uélitu Cb; > a One of Europes Finest 


A dinner service is many things...the more 
uses suggested...the more pieces you sell! 


Silver. Dream’ 


Success pattern of 1960! 


Graceful new Minuet shape, with precious 
Platinum decoration on delicate embossing 
and edge of pure white translucent china. 
Now with added attraction of ‘Minuet’ 
Companion Crystal in 7 sizes. 


Serve up “Silver Dream” three ways for 
increased sales: 


BREAKFAST _ 


5-pe. Place Setting: $15.50 
retail. Companion Crystal 
~$2.25 per glass. (Prices 
slightly higher South and 
West.) 


To be nationally adver- 
tised: Seventeen, February. 


Write for Price List of open 
-stock pieces. 


ANNOUNCEMENT OF PRICE CHANGES 


Effective January 1, 1961, the prices of some 
FRANCONIA CHINA and H.C.K. COMPANION 
CRYSTAL patterns will increase in varying percentages, 
according to pattern. 

On November 1, 1960, we mailed our customers a new 
Master Price List giving the new price scales on all 
current FRANCONIA patterns. 

Illustrated price pamphlets for the various patterns will 
be available January 1. Please write for a supply to 
replace present pamphlets, which should be destroyed 
on January 1, as should counter cards with discontinued 
prices on 


See “Silver Dream” and all our other exciting China and 
Crystal patterns at Atlantic City China & Glass Show, Booths eo 
366, 368, 370, 372, Convention Hall, January 8-13, 1961. Edmond Dewan Linen 


herman c. kupper, inc. e 39 west 23rd street e newyork 10, n.-y. 


JEWELERS’ CIRCULAR-KEYSTONE, DECEMBER 1960 





. 


Ramee gmnet 
* 
tm 
£ PAROOO NOTRE 
SRR | sero. 
ose A Sage 


 -——ew 


Greet G4 
Fe eS 


ee pe 
yal 
a 


le— | -— 


se res 

Se 

SS e 
a 


wes > 


|e —b-— 


— 
RR ~~ 
ee t 
* — 


2 Semen 
Sl oe 
J 
te nacelle 
PR, Prven» 

ne > 
ee tere 

. 


1. 
2 le 


> oe 


= 
ey Se a 
et aR 
Re ieee 
I oe + 
te 
5 RRS, 2 
Re ° ~ae 


= 
[] e-~ Je 


equ 


+ 
as 
Stee 


~ : 
a ik 
he 
“> age 


@ ». ii = te 


Fe fe 
- +. 
a s 


Eye-appeal of Elliot Jewelry Co.’s unique pull-out dis- 
play cabinets for sterling flatware is brought out in 
these photos. Top row of bins is devoted to older, 

“ie slow-moving patterns. Close-up at left shows plywood 
= construction of drawers, nylon clips which hold sample 
ge patterns, and hard surface satin covering of fronts. 


NM ove] They hold more, prevent mixing 
Ster] NG DINS patterns, and 


solve storage) «=» 
D iO dD | i, ry) excellent flatware displays 


specialized in selling the bridai market for years, 
into display space, or vice versa. But it’s a pretty shooting for an average of $300 in sales volume 
neat trick to make the same physical area serve from every bride who registers her patterns in 
both purposes and do an outstanding job in each the store. 


instance. 
Elliott Jewelry Co., Biloxi, Miss., has pulled it From Far and Near 

off with great success in its flatware department, To enhance the store’s appeal to brides in Biloxi 

under the spur of business necessity. and to draw them in from the nearby communities 


Paul DeF rank, manager of the Elliot store, has (please turn to page 84) 


® ITS NO GREAT FEAT to convert storage space 
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BEAUTIFUL 


Whole 


uy. My 
SEE 


ANOTHER AMERICAN ORIGINAL...FROM GYRACI \ | aca 
VUNG : 


fle ( CITY 
: SHOW 





hollowware 
designs 
for 
today 


Youth 


comes up 


with some 


winners 


Third place. This functional sterling 


The Winnah! First prize in the Guild com- 
pitcher substitutes a “‘grasping area’’ for 


petition went to this sleek combination 


tea and coffee server, which reflects its 
designer's intent to keep the server in 
harmony with the liquid it contains. 


a handle. Judges called it: ‘A good com- 
bination of classic simplicity and modern 
elegance, imaginative form and shape.’’ 


Second place. This free flow- 
ing fruit bow! design evolved 
from a study of fruit forms. 
The base of the bowl is com- 
parable to the form of an 
apple, which gradually ex: 
pands from three base points. 


@® A YOUNG PRATT INSTITUTE design student has 
won the $500 first prize in the 1960 Sterling To- 
day Student Design Competition sponsored by the 
Sterling Silversmiths Guild of America. 

He is Richard P. Bruning, of Millburn, N. J., 
and he earned the award for designing a combi- 
nation tea and coffee server described by Guild 
judges as: 

“A new and very creative approach to the use 
of the metal ... with flowing lines ... a well- 
worked interplay of forms in the design, such as 
the contrast of the spout and handle . . . with 
even the open spaces adding interest.” 
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Now in its fourth year, the “Sterling Today” 
competition is intended to encourage imagina- 
tion in designing sterling hollowware pieces use- 
ful in the home. It is open to all students study- 
ing design in schools throughout the country. 

There were four other winners by this year’s 
competition. Stephen Parisi, who is also a stu- 
dent at Pratt Institute, won second prize of $250 
for a free-form fruit bowl. Robert W. Downs 
of Jonesboro, Ark., a student at the University 
of Illinois, took third prize ($150) for a handle- 
less pitcher. And Jack Pink of Detroit, who is 
studying at Cleveland Institute of Art, won fourth 


DECEMBER 1960 











Nationally Advertised 
PASCO Bavarian China 


by LORENZ HUTSCHENREUTHER and TIRSCHENREUTH 
Dienarware ATLANTIC CITY 
Stemware CHINA & GLASS SHOW 
Figurines Booths 206-208-210 
China & Glass Accessories Convention Hall 


All merchandise shipped from one source, F.O.B., N. Y. C. 


rane A. STRAUS @ CO), ime. 


19 EAST 26th STREET NEW YORK 10, N. Y. 
on Los Angeles Showroom: Brack Shops, 527 W. 7th St. 


% 
™ 








prize ($75) for a creamer and sugar bowl. 
Bruning, Paresi and Downs also received the 
Sterling Silversmiths Guild Medal. 
Honorable mention $50 went to the following: 
Mrs. Lynda R. Ames of Baltimore, Md. (Car- 


Fourth place. “. . . an unusual shape of a beveled design 

. with good feet and a successful combining of materials 
in a contemporary manner.’’ Thus did the judges describe 
this triangular sugar and cream set by Jack Pink. 


negie Institute of Technology), for a goblet; Ed- 
ward A. Irelan of Amarillo, Tex. (Cleveland In- 
stitute of Art), for a chalice-shaped coffee ser- 
vice; Frank E. Peteroy of Staten Island, N. Y. 
(Pratt Institute), for a water pitcher; and 
Blanche Vanis of Cleveland (Cleveland Institute 
of Art), for a candelabra. 


....the first new-shape sh 
Arzberg china in 10 years: a . oe 
The Arzberg 2025 Collection, “3 i me 


bringing you new coordination "Sg ae™ 
ideas in color, shape and pattern. © =m 
Don’t miss the addition in Lauffer ® 
Stainless Steel... plus the great modern 
classics: Fairwood and Arzberg china; 
Heritage and Design 1 and 2 stainless. Allthis ~~ 
unexpected excitement brought ; 


to you by H.E. LAUFFER CO., Inc. “4 aR 
230 Fifth Ave., New York 1, N. Y. ie 


nied x 





The Guild honored Henry P. Mcllhenny, cura- 
tor of decorative arts, Philadelphia Museum of 
Art, with the Guild’s 1960 Cultural Leadership 
Award. Presented to MclIlhenny by Denham C. 
Lunt, Jr., president of the Guild, the award 
honors “consistent and dedicated leadership in 
support of the creative arts in the United States.” 

The Guild’s ceremonies this year were held in 
New York’s Museum of Contemporary Crafts. A 
total of 145 sterling hollowware designs were 
submitted by students in 19 design schools from 
coast to coast. 

Judges were: David R. Campbell, president of 
the American Craftsmen’s Council; John S. Gris- 
wold of Griswold, Heckel & Keiser Associates, 
industrial designers; and Austin Homer, presi- 
dent of J. E. Caldwell & Co., Philadelphia. BMS @ 


STERLING BINS 


(continued from page 80) 


of Ocean Springs, Gulfport and Mississippi City, 
he has found it necessary to carry a wide range 
of sterling flatware patterns, some 60 in all. 
DeFrank explains: “We not only feel it wise 
to display a huge inventory of different flatware 
patterns; we also feel we must be able to get any 
piece the wedding customer wants into her hands 


wie 3 


ATLANTIC CITY, Jan. 8-13, Convention Hall, Booths 102-108 # ATLANTA, Ga., Jan. 15-18, Henry Grady Hotel, Variety Room 
LOS ANGELES, Jan. 22-27, Ambassador Hotel, Room 320 # CHICAGO, Feb. 5-12, La Salle Hotel, Room 345 & the Merchandise 
Mart, Room 15-121 # DALLAS, Feb.18-24, Trade Mart Bildg., Room 1119 # NEW YORK, Feb.26-Mar. 3, Hotel New Yorker, Room 942. 
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instantly, without searching in the stock room for 
the right pattern or otherwise delaying the sale. 
In short, we feel flatware profit lies in our main- 
taining a large stock, with every pattern avail- 
able for immediate delivery.” 

Storage space for all these flatware patterns 
was a considerable problem for several years. The 
inventory was kept in 24 standard drawers which 
pulled out from a cabinet directly below the wall 
cases. 

With limited drawer space, drawers had to be 
compartmented with divider strips. Even so, space 
was so limited that a full backup stock could not 
be maintained, and often patterns were returned 
te the wrong drawer subdivision. 

When a customer asked for a particular pat- 
tern, this might entail considerable fumbling in 
the cramped, shallow drawers. 

Then De Frank had an idea. He ripped out all 
the shelving from one wall case and installed in 
its place five horizontal rows of plywood bins, for 
a total of 50 bins in all. Sliding on hardwood 
guides, each bin is 18 inches deep, nine inches 
across and nine inches high, large enough to hold 
12 or more pieces of everything stocked. 

De Frank padded the plywood face of each bin 
and covered it with hard-surface gray satin, 
stapling the latter in place. To this he attached 
nylon clips to hold three samples—spoon, knife 
and fork—of the pattern inside. The front of each 
bin thus was converted into a nine inch by nine 
inch display panel for the pattern contained 
within. 

Many advantages have come from De Frank’s 
idea and the mere $50 investment it required. 

It has virtually done away with the possibility 
of a pattern mix-up. “Our girls pull open only 
one drawer at a time,” De Frank says. “They 
get out knife, fork, spoon or accessory pieces as 
the customer wishes, each in a plastic envelope, 
hand them to the customer for inspection, then 
replace them without closing the bin. If the cus- 
tomer wants to see another pattern, the first bin 
is pushed back into place and the next one opened. 
All our people have been schooled against having 
two or more drawers open simultaneously.” 

The visual impact of serried ranks of sterling 
marching across a wall at eye level is another 
plus for the pull-out bins. ‘“‘People who never 
before paid the least attention to our flatware 
department when the merchandise was under 
shiny, reflecting glass, now stop and go over to 
have a look at the open panel display.” 

Finally, the combined display-storage space does 
away with the need for a sit-down counter for flat- 
ware, and the absence of the latter provides badly 
needed traffic space. 

In light of these considerations, one might say 
that, at $50 for the lot, De Frank’s pull-out bins 
were a worthwhile investment. Zeaa 


JEWELERS' CIRCULAR-KEYSTONE, DECEMBER 196¢ 








Spon 


FINE ENGLISH 
DINNERWARE «peauty 1 


ince I 
>  — 
Lone | 

‘ 
[ rnsive 








“SINGOLA 








mm, a] 


A ROYAL SWEDISH CREATION 
FOR INFORMAL LIVING 





A Swedish modern design 
in stainiess steel with a 
satin hand finish, forged 
from rods. An unbreakable 
boil-proof nylon handle is 
available in several dec- 
orator colors. Knife has 
wavered cutting edge. 


Five piece place set- 
ting $12.50 Key- 
stone. 





BY NILS-JOHAN 
Write for details A= 





SWEDISH METALCRAFT, INC. 


696-698 Palisade Ave. 
Teaneck, N.J., Phone TE 6-8980 


SUPPLIER TO SWEDISH 
ROYAL COURT 
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Burgundy... English Translucent China 


AMERICA IS TAKING TO 
ROYAL DOULTON 
IN EVERY WAY! 


The enthusiastic reception for Royal 
Doulton’s new English Translucent 
China has been overwhelming! Its pop- 
ular price appeal plus its exceptional 


i hh hahaa TT TCC CSCS CCC CCC CSCSCCSCSCOSCSCOCSCCCOCCOCOCCCCCe TT OO 


qualities give you the benefits of a 
volume as well as a prestige line. 

Be sure to see /96/ Royal Doulton pre- 
tested patterns in: 

English Bone China 
English Translucent China 
also 
New Figurines & Character Jugs 


Complete line will be presented at the 
following shows: 

Atlantic City China & Glass Show— 
Jan. 8-13—Booths 801-805 + Atlanta 
Gift Show—Jan. 15-18—Henry Grady 
Hotel «+ California Gift Show, Los 
Angeles—Jan. 22-27—Biltmore Hotel 
Room 3303 + Chicago Gift Show— 
Feb. 5-12—The Palmer House, Room 
636 + Dallas Gift Show—Feb. 19-23— 
Baker Hotel Lounge « New York Gift 
Show—Feb. 26—Mar. 3—Trade Show 
Bldg., 544 & 545 
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Doulton and Co., Inc., 11 East 26th Street, New York 10, N.Y. 
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ATLANTIC CITY SHOW 
(continued from page 78) 


lantic City has also been improved by show man- 
agement, with special arrangements set up with 
the Salem Limousine Service from the Philadel- 
phia International Airport and midtown New 
York City direct to Atlantic City hotels. 

Early bird pre-registration used during the 
1960 show will be in effect again this January. 
Buyers arriving for the weekend may register in 
any of these three hotels: Haddon Hall, Shel- 
burne Hotel, or the Convention Hall lobby on 
Saturday, Jan. 7, between 9 a. m. and 6 p. m. and 
Sunday, Jan. 8, from 9 a. m. to noon. 


REND TALK: Tips on fashion directions to be 
T pointed up at the Atlantic City show turn up 
in the following comments heard around the 
market: Blue is still number one color, followed 
by taupe; colored stemware looks very promising 
for 61; there’s more decoration generally on 
dinnerware, though it is handled with constraint 
and discretion. 


HE strong desire to keep up with the Joneses 
insures world-wide business prosperity in 
the sixties,” stated E. Basil Green, chairman of 
the board of directors of Doulton & Co., Ltd., Lon- 
don, England, at a luncheon a few weeks ago 
given to the company’s United States business as- 


4 » ~~ 


sociates at the Manhattan Club in New York City. 
Mr. Green emphasized that the basic human drive 
to improve one’s scale of living is not solely an 
American characteristic; that the desire for bet- 
terment is evident throughout the world. 

William J. Carey, president of Doulton and 
Co., Inc., the American company, and Mr. Hugh 
F. Hinckley, vice president, reported that sales 
of Royal Doulton products in the United States 
are hitting new all-time highs. 

Pictured at the luncheon are, left to right: Wil- 
liam J. Carey, president, Doulton and Co., Inc.., 
New York; J. K. Warrington, managing director, 
Doulton Fine China, Ltd., Burslem, Staffordshire, 
England; Hugh F. Hinckley, vice president, Doul- 
ton and Co., Inc., New York; and E. Basil Green, 
chairman, Doulton & Co., Ltd., London. 
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NEW LINE in fine china, “Silhouette,” will be 

unveiled by the Syracuse China Co., Syra- 
cuse, N. Y., at the upcoming Atlantic City show. 
The company declares that the new line repre- 
sents a completely new concept in fine china, 
combining the best features of American and for- 
elgn chinas. 

Fostoria Glass Co., 225 Fifth Ave., New York, 
and Moundsville, W. Va., will introduce this all 
glass and light display unit at the Atlantic City 
China and Glass Show in January. A permanent 


display, the unit is literally a piece of furniture 
with a walnut base, satin white risers and shelf 
frames and a soft blue header. Engineered to give 
completely trouble-free service (only the light 
bulbs and fluorescent tubes need ever be replaced) 
the unit displays many pieces of Fostoria crystal 
in just nine square feet of floor space. 


ORTHERN INDUSTRIAL Chemical Co., Inc., Bos- 

ton, has purchased the Lifetime melamine 
dinnerware operation of the Watertown Manu- 
facturing Co., Watertown, Conn., according to a 
joint announcement by Albert S. Bower. 

The new owner plans to transfer all dinner- 
ware operations, including both production and 
sales, to Boston. The Lifetime line will be organ- 
ized as a separate division under the parent com- 
pany, and its operations will definitely be inte- 
grated with those of the Russel Wright line of 
melamine dinnerware which the company pro- 
duces. George N. Wilcox, director of marketing 
at Watertown, will continue as sales manager 
of the new division. 


NEW wholly-owned Mexican subsidiary for 
the purpose of manufacturing melamine din- 
nerware and allied products in Mexico has been 
formed by Lenox, Inc., Trenton, N. J., it was 
announced by John M. Tassle, president. The 
company’s long-range plans call for the further 

















COMPUTING STATE AND 
LOCAL SALES TAXES 
IS TOUGH 


Divide the FTI price by 1/11th; 
Subtract that 1/11th from the 
FTI price; 

Then multiply that figure 

by 1% 

1.5% 

2% 

2.5% 

3% 

3.5% 


or 4% 
for the state or local tax! 


BUT IT'S NO TROUBLE AT ALL 
WITH JC-K TAX TABLES! 


These quick reference charts 
show state and local taxes for all 
commonly used FTI prices, be- 
tween $1.00 and $100.00. (Exam- 
ple: What’s the 3.5% state tax on 
an item selling for $24.75 FTI? 
Answer: 79¢.) 


Wouldn’t these tax tables help 
your salespeople? Printed clearly 
on one side of glossy stock, they 
are available at $1 per set of 
four sheets from 








Jewelers Circular-Keystone 
Chestnut & 56th Streets 
Philadelphia 39, Pa. 


Write for your set today! 











development of Central and Latin American plas- NCLUDED IN the display of sculpture at Black, 

tic dinnerware markets. Starr & Gorham in New York by Doris Lindner 

of Royal Worcester is the pictured protrait in 
ELMAC DINNERWARE steps across the Iron 
Curtain this year in a government-sponsored 
exchange of ideas. First in a series of three travel- 
ing displays planned to tour Russia will be Plas- 
tics—U. S. A., a capsule coverage of the manu- 
jacture and use of plastics. Plain white for table 
and kitchen was the choice of designers Latham, 
Tyler and Jensen in Chicago. Winter Song din- 
nerware by Oneida Ltd. will be partnered with 


china of the famous Foxhunter and Lt. Col. H. M. 
Llewellyn. The model is to be produced in a 
limited edition of 500. 


AMES IN the news: Frank Williams & Son, 
tall tumblers from Lenox Plastics. Illustrated is Charlotte, N. C., was named sales representa- 
the Winter Song WRAY “rity pattern in Com- tive for Royal Netherland full lead crystal, Myott’s 
munity stainless. English Staffordshire dinnerware, Sadler’s Eng- 








ATTENTION WHOLESALE JEWELERS 


ONE OF THE LARGEST SWISS MANUFACTURERS 
OF LOW PRICED WATCHES 


known the world over but only partially introduced in 
the U. S. A. 


offers exclusive territorial franchise to wholesale 
jewelers. 


Manufacturers will help distributors to import within 
their means and needs, at lowest possible cost. Adver- 
tising and marketing support will be furnished. 


Factory representative in the U.S. A. will establish this 
new Sales plan. 


WRITE BOX NO. 'H, 6255~ 
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lish Teapots and Grosvenor Bone China Teaware, 
it was announced by Justin Tharaud & Son, Inc., 
129 Fifth Ave., New York. : . 
Frank Williams will represent Tharaud in the About This Month's Stylist 
states of Florida, Georgia, South Carolina, North 
Carolina and Virginia. iis. : Thirty-one years of 
William B. Rose has been appointed vice presi- a. free lance designing in 
dent of sales of Lenox Plastics, Inec., St. Louis 3 a jewelry and other fields 
Mo. Mr. Rose was formerly vice president in ~e are the background be- 
charge of marketing for Bissell, Inc. —— hind the designs on page 
y= 60 by this month’s styl- 
MALOX, A/S, Oslo, Norway, has announced ap- ' ig ist, A. D’Alessandro. 
pointment of Millard-Norman Co., Cincinnati 
DOING, _ Gistributors in his country Tor their plied Design from the Mechanics Institute 
line of enameled aluminum bowls, platters and ma ; 
: ; . . ; in New York and later studied lettering at 
chip-and-dip sets. Millard Norman is U. S. dis- aaa ee sas 
; the New York Trade School. His skill has 
tributor for Hadeland crystal. Michelsen and won him many commissions from firms and 
Thaysen stainless and Denby stoneware.. individuals both in the U. S. and abroad. 


Mr. D’Alessandro was graduated in Ap- 


As instructor in jewelry designing at 
Mechanics [nstitute, Mr. D’Alessandro also 
gives private instruction and acts as a con- 
sultant in designing. He has worked from 
the same address—74 West 46th St., New 
York—since he went into business three 


Loess GIFT SHOW Change: Due to a 
conflict with the presidential inauguration, 
the date of the Washington Gift Show has been 
changed to Jan. 29 through Feb. 1. 


b bse IMPORTS, INC., has announced the ap- 
pointment of Emanuel Matthews to represent 
the company in its new department of industrial 


decades ago. 








accounts. 


Sretroducing the NEW 
STEAMASTER 


Portable - Automatic - High Pressure Steam 
Cleaner with Foot Pedal and Low Water Cut Off 


for PLATERS « POLISHERS * 


MANUFACTURING * CASTING 
operations in the JEWELRY TRADE... 


From their very introduction to the Jewelry industry 
STEAMASTER Electric Machines have been 
“Performance Proved.” . . 


NO GAS! NO HEAT! NO ODORS! 


STEAMASTER Electric Machines are 
e Fully Insulated ¢ Sturdy « Durable 
e Compact « Does Not Radiate Heat! 
MODEL SHOWN I!S 


FOR DEMONSTRATION Call PEwnsvann 6-7662 ppg 
orwrite STEAMASTER CO., INC. SALES AND SERVICE $715 
110 West 30th Street, New York, N. Y. F.0.B. Factory 


New York 
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U. S. ATTORNEY GENERAL'S OFFICE HAS FILED REPLY, IN "GELLMAN RULING" test case, but 


U. S. Court of Claims has not yet agreed to hear litigation initiated by 

R. D. Worrell Jewelry Co. of Mexico, Mo. Case would decide whether excise 
tax exemption granted to manufacturers and wholesalers on sales of items 
used aS awards and prizes would be extended to retailers. Procedure calls 
for pre-trial conferences between court-appointed commissioner and litigants 
to determine if formal trial iS warranted. Case probably could not come 

to trial until some time next year, Court sources say. 


BUSINESSMEN'S REPORTS TO CENSUS BUREAU WILL REMAIN CONFIDENTIAL as a result of 


U. S. Supreme Court's action in declining to review a lower court decision 
barring the Federal Trade Commission from inspecting such a report as 
part of an investigation. 


PRICE OF GOLD ON LONDON MARKET RETURNED TO NEAR OFFICIAL U. S. TREASURY PRICE in 
mid-November, as firm statements by U. S. officials denying dollar devalua- 
tion rumors apparently halted gold speculation. Price had gone as high as 
$41 per fine ounce in October, way above U. S. price of $35. 


GENERAL 


TIME CORP. HAS WON FAIR TRADE LEGAL ACTIONS against four firms for selling 
Westclox products at less than stipulated minimum retail prices in 
Tennessee, Illinois and Pennsylvania. 


IN ANOTHER FAIR TRADE ACTION, the U. S. Supreme Court has agreed to review 
a New Jersey Supreme Court ruling which bars out-of-state firms from 
Seeking the state courts’ aid in policing fair trade practices. If high 
court upholds the ruling it could have adverse effect on fair trade efforts 
of firms engaged in interstate commerce. Outcome of case could influence 
Shape and support of proposals for federal fair trade legislation in 

the next Congress. 





ADVERTISED BARGAIN PRICES MUST BE BASED ON GOING TRADE AREA PRICES, not manufac- 


turers’ suggested retail prices, the Federal Trade Commission told 
District of Columbia area merchants at a meeting to encourage voluntary 
compliance with trade practice rules. Manufacturer's or distributor's 
Suggested retail prices should be used only for identification 

purposes, unless they happen to be the same aS going area prices, 

the Commission spokesmen said. 


A DISCOUNT HOUSE WAS FOUND GUILTY OF DECEPTIVELY ADVERTISING A WATCH in Fond du Lac, 


Wis. Case was based on a complaint from B. W. Heald, Milwaukee, executive 
secretary of the Wisconsin Retail Jewelers AsSociation, that the store 
had advertised a certain watch for $25.90 which had a "retail jeweler 
price" of $48.50. Local jewelers testified that the watch was not sold in 
their stores and no retail jeweler price for it existed in Fond du Lac. 
Defense claimed it followed a manufacturer price list as a guide. 


HOW COMPANIES ARE DOING--Hamilton Watch Co. reported a net income for the quarter 


ended Oct. 31 of $471,396 on net sales of $11,672,586 compared to income 
of $479,850 on sales of $8,948,440 during the corresponding period of 1959 
- Zale Jewelery Co. net income for the six months ended Sept. 30 
slipped to $944,519 from $1,093,187 for a similar period last year, although 
net sales increased from $22.2 million to $23.9 million . .. Bulova 
Watch Co. also reported a drop in net income for the 26 weeks ended Oct. 
2, from $1,089,845 a year ago to $945,291, despite a 12.7 per cent increase 
in net sales to $35.6 million . . . Taylor Instrument had net income of 
$1.9 million for the year ended July 3l, compared with $824,088 in 1959 
- « e Magnavox Co., for the quarter ended Sept. 30, had net income of 
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A New Year! A New Show! A New Convention Hall! 
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3rd ANNUAL ATLANTIC CITY CHINA ¢ GLASS 
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As the first major show in 1961, the china and glass industry goes all 
out for this most important market yet. 


Show headquarters, the famed Atlantic City Convention Hall has a new 
modern Boardwalk front with uncluttered entrances; a redesigned main 
lobby for speedier registration; escalators and all-weather drive-ways. 


Every major source of tableware will be on display. This is the most #7: yg WV bale 
thorough market coverage available anywhere. CITY 


Convention 


TRANSPORTATION: 
Hall 


Use our special express connections direct from Philadelphia and New 
York airports. 


Sponsored by: CHINA, GLASS AND POTTERY ASSOCIATION OF AMERICA, INC. 
Directed by: GEORGE LITTLE MANAGEMENT, INC. 
220 Fifth Avenue, New York 1, New York 











Briefly - 


$1.7 million . .. Net income of International Silver Co. for the 
quarter ended Sept. 30 was $615,168, compared with $581,328 for the 

Same quarter last year .. . Handy & Harman net income for the nine 
months ended Sept. 30 slipped from $947,921 a year ago to $809,652 .. .- 
General Time Corp. incurred a net loss of $6,143 for the 17 weeks ended 
Oct. 8 . . . Smith-Corona-Marchant's net income for the quarter ended 
Sept. 30 was $196,358 .. . Bell & Howell Co. reported net earnings 

for the nine months ended Sept. 30 were a record $3.5 million. 


FTC HAS DECIDED AGAINST TERM, "CHATHAM CREATED EMERALDS." This reverses its action 
of July 25 which permitted Chatham Research Laboratories to use the 
expression. Earlier, FTC had forbidden Chatham to call his product 
"cultured emeralds." Jewelers Vigilance Committee, battling for the word 
"Synthetic," led the fight against both "cultured" and "created" 
as applied to the product. 


RETAIL JEWELERS OF AMERICA, INC., HEADQUARTERS will continue in Washington, D. C., 
for some time to come. When on Nov. 1 James C. Lucas succeeded Bernard 
N. Burnstine as executive vice-president, it had been hoped to move the 
main office back to 551 Fifth Ave., New York. Transfer had been expected 
within weeks or a few months at most. However, the Washington lease 
has two years to run; cannot be broken. 


LARGER SPACE IS FACTOR IN FAVOR OF WASHINGTON OFFICE. Staff and equipment 
could not have been accommodated soon at 551 Fifth Ave., where space is 
at a premium. Washington quarters are three times as large as those used 
for RJA Show office in New York. 


BUILDING A STAFF IS LUCAS'S FIRST ORDER OF BUSINESS. In Washington, he 
interviewed candidates for an assistant to himself and three secretarial 
positions. 








ALL CAPITAL STOCK OF HADLEY CORP. HAS BEEN SOLD TO KALBE CO., watchband manufac- 
turers at 43 W. 24th St., New York, by Jack R. Storti, Hadley president. 
Kalbe plans to expand the 1961 Hadley watchband line. Storti, one time 
vice-president in charge of sales for Flex-Let Corp. which he founded 
16 years ago, has not announced his future plans. 


LUXURY BUYING LAGS IN SOME AREAS, SPURTS IN OTHERS, according to a Wall Street 
Journal report. One major supplier, according to the newspaper, reports 
orders from jewelers are about 20 per cent less than last year, blames 
pre-election uncertainty. Jewelry sales in Philadelphia lag by as much as 
12 per cent in some instances, but New York's Tiffany & Co. says "costlier 
items are going well," the Journal reports. The newSpaper adds that "most 
Shopkeepers look for Christmas business this year to be every bit as good, 
if not better than 1959... ." 











PERSONAL INCOME IN OCTOBER AGAIN REACHES RECORD HIGH, the eighth consecutive month 
in which the income rate established a record. The income Americans received 
increased to an annual rate of $409.6 billion, despite a sharp upturn 
in unemployment figures, which climbed 191,000. Normal seasonal develop- 
ments should have caused unemployment to drop by 200,000. 


REPRESENTATIVES OF THE AMERICAN RETAIL FEDERATION told President Eisen- 
hower that "1960 will be the greatest year in history for retailing," 
during a recent visit to the White House. 





FBI AGAIN WARNS BUSINESSMEN TO KEEP A SHARP EYE OUT FOR BAD CHECK PASSERS during 
the holiday buying season. Director J. Edgar Hoover advised that “these 
callous scavengers [are] poised at this time of year to move in and 
intensify their alarmingly simple robbery of merchants throughout the 
country." Bad check artists are now bilking merchants out of funds at a 
rate of $1000 a minute. 


RETAIL JEWELRY STORE SALES IN SEPTEMBER WERE DOWN 1 per cent from September, 
1959, up l per cent from August, 1960, U.S. Department of Commerce reported. 
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Promotion by Watchmakers of Switzerland 
is designed to stimulate store-wide traffic 


Replicas of five historic time- 
keeping devices form the nucleus of 
a new store merchandising promo- 
tion available to retailers from the 
Watchmakers of Switzerland. 

The “Cavalcade of Time” promo- 
tion was tested successfully in Oc- 
tober by a leading West Coast 
jeweler, the Watchmakers said in 
announcing the offer. 

Designed for a two-week promo- 
tion, the “Cavalcade of Time” pack- 
age includes models of a sundial, 
an hour glass, a candle clock, an 
oil-lamp clock and the first weight- 
driven pendulum device. Booklets 
for customer distribution, related 
display items, newspaper releases 
and publicity photos are _ also 
furnished. 

The Watchmakers’ announcement 
said the promotion attempts to 
stimulate store traffic two ways: 
through customer interest in the 
display itself; and special tie-in 
activity by the store, through local 
ads, mailings, a contest or other 
“interest-creating” efforts. 

The models of timekeeping de- 
vices of the past are actual repro- 
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TESTS NEW WATCHMAKERS O 

PROMOTION: J. Jessop & Sons in San Diego, Cal., the 
first to use the Watchmakers of Switzerland’s new display 
items, reported that “Cavalcade of Time” proved to be 


JEWELERS’ CIRCULAR-KEYSTONE, DECEMBER 1960 


SWITZERLAND 


ductions of authentic originals. 
Realistically antiqued, they range 
in size from 10 to 15 inches high. 
A brief history of each piece and 
its period of use are noted on ac- 
companying copy plaques. 

J. Jessop & Sons, San Diego, 
Cal., jewelers, provided the first 
trial use of the new promotion 
Oct. 16-29. “In the first week alone 
2500 people came in to register 
[for prizes of watches and per- 
fume|,” a store spokesman said, 
“and both our watch sales and 
watch service business had a con- 
siderable boost during this period.” 


Bolstered Display 


Jessop’s added to the “Caval- 
cade” display other unusual exhibit 
pieces obtained from suppliers and 
the latest style quality timepieces 
carried by the store. 

Local publicity efforts included 
12,000 direct mail announcements, 
eight newspaper ads beginning on 
the opening day of the promotion, 
guest interviews on local TV shows 
and letters sent to all high school 
principals in the area. 


Jessop window 


Retailers interested in a “Caval- 
cade of Time” display may write 
the Watchmakers of Switzerland, 
c/o Suite 1105, 730 Fifth Ave., 
New York 19, N. Y. In setting up 
the promotion a member of the 
Watchmakers’ field merchandising 
staff will work with the individual 
store well in advance of the sched- 
uled dates for the promotion. 

“Cavaleade” is one of several 
new promotions which they have 
created, the Watchmakers said. 
Others are the “Swiss Watch Fair” 
for individual stores and a com- 
munity-wide “Know Your Jeweler” 
group promotion. 

The announcement noted that 
each of these programs has a lim- 
ited availability because material 
prepared for them is “of such spe- 
cial nature that only a certain num- 
ber of each can be scheduled over 
a given period.” 

The Watchmakers also empha- 
sized that much of the success of a 
promotion using the “Cavalcade” 
display depends on local effort and 
the tie-in achieved with the jewel- 
er’s stock. 


Electric Watch Info Coming 
Another Watchmakers of Swit- 

zerland project—supplying techni- 

cal data to the trade on the Swiss 


one of the store’s most successful promotions. The sun- 
dial, hour glass and pendulum device are used in this 
with antique 
watches, and other time pieces, both old and modern. 


17th and 18th century 
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AVAILABLE FOR DISPLAY: Here 
are three of five display pieces, repre- 
senting stages in the history of tell- 
ing time, which are the basis for the 
Watchmakers of Switzerland’s new 
“Cavalcade of Time” promotion. In 
addition to the sundial, candle clock 
and oil-lamp clock shown here, an 
hour glass and an early pendulum 
device are also available. Each 
model, ranging in size from 11 to 15 
inches, comes with a copy plaque 
giving its history. 


electric watch will be in full swing 
by the end of the year. 

The two-fold project includes the 
distribution of an official technical 
bulletin and the scheduling of re- 
gional information sessions. 

Printing of the bulletin began in 
Switzerland following a visit in 
October by Jean P. Savary, Watch- 
makers’ technical director, to head- 
quarters of Ebauches, S. A., de- 
velopers of the 
watch. 

The bulletin, a 12-page brochure, 
will illustrate all parts of the 
watch, describing the function and 
nomenclature of each. It will cover 
step-by-step disassembly, new 
methods of oiling, cleaning and 
regulation and methods of checking 
and servicing all elements of the 
watch’s electric and mechanical 
systems. 

For the regional sessions a slide 
film presentation is being prepared 
“comprising a capsule course on 
the Swiss electric. .. .” 

The slide kits will be furnished 
to watchmaker groups throughout 
the country and will be offered to 
horological schools for use in the 
establishment of courses in the 
electric watch. 

The Watchmakers of Switzer- 
land are also readying a plan for 
distribution of electric watch spare 
parts “in the same manner as that 
for other genuine material in of- 
ficial factory packages.” 


Swiss electric 
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Ackley, Tschudin head 
WMDAA 1961 convention 


Everett Ackley of Gemex Pre- 
cision Metals Inc. and Paul Tschu- 
din, director of the Watchmakers 
of Switzerland, have been ap- 
pointed associate co-chairmen for 
the 1961 convention of the Watch 
Material Distributors Association 
of America. 

Ike Ashendorf, WMDAA presi- 
dent, who announced the appoint- 
ments, also named Edward End- 
man of Pacific Jewelers Supply Co. 
as ‘West Coast Host” chairman for 
the Las Vegas convention. Gene 
Roderick of Gemex and Bob West- 
over of the Watchmakers of 
Switzerland will assist Endman. 

Other members of the “West 
Coast Host” committee are: Dave 
Fried of Fried and Field, San 
Francisco; Betty Saunders of Wil- 
liams and Peterson, San Francisco; 
Otto Frei of Otto Frei, Oakland, 
Cal.; Herman Gale of Jewelry Dis- 
tributing Co., Los Angeles; Sidney 
Goldstein of Janmar Co., San 
Diego; Harry Brockway of L. A. 
Clark Co., Seattle; and Pierre 
LeBourdais of Joseph Schwartz, 
Ltd., Honolulu. 

Stanley G. House, WMDAA’s 
executive director, met with most 
of the committee during a recent 
trip to Los Angeles and Las Vegas 
to organize convention details. 

Ashendorf will preside at the an- 
nual meeting of the WMDAA’s 
board of directors, Jan. 16-17, at 
the Essex House in New York. 

The board will discuss’ the 
agenda for the Las Vegas conven- 
tion and the progress to date on the 
Association’s What Makes It Tick 
film and decal program. 

House will outline a new nation- 
wide consumer promotion aimed at 
combining the interests of the 
wholesale material distributor and 
the retail jeweler. 


Jewelry leaders plan 
testimonial to Morris 


More than thirty jewelry indus- 
try leaders lunched together in 
New York Nov. 2 to plan the 
Brandeis University testimonial 
dinner for Norman M. Morris of 
Omega Watch Co. 

Some 500 guests are expected to 
attend the dinner Jan. 12 at the 
Waldorf-Astoria Hotel in New 


York. Benjamin Lazrus of Benrus 
Watch Co. is chairman of the com- 
mittee planning the dinner. Mor- 
ris will be honored for his philan- 
thropic and industry achievements. 

Dr. Abram L. Sachar, president 
of Brandeis University, and Dr. 
Max Lerner, who occupies the Uni- 
versity’s Max Richter Chair in 
American Civilization, will be guest 
speakers at the dinner. 


New company formed 
to make butane lighters 


The Bentley Lighter Corp., 
headed by Paul G. Garrity, has been 
formed to manufacture and dis- 
tribute butane cigarette lighters. 

Offices and showroom will be at 
15 W. 38th St., New York. 

Garrity, who recently resigned 
as vice-president of marketing for 
Landers, Frary and Clark, was 
vice-president of sales at Schick 
Inc. when Schick introduced its bu- 
tane lighter three years ago. 

Garrity said the Bentley Butane 
is the same lighter that was suc- 
cessful for Schick. It has a re- 
placeable fuel tank with adjustable 
flame. The Bentley product is ex- 
pected to be on the market this fall. 
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MUSIC TO DINE BY: “Singola,” a 
newly-created stainless steel place 
setting from Swedish Metal Craft, 
Inc., of Teaneck, N. J., is superim- 
posed on sheet music for “Symphony 
in Black,” a composition which “Sing- 
ola” inspired. Mignon Bozorth of the 
Philadelphia Conservatory of Music 
composed the symphony, the first time 
a table setting has inspired such a 
musical composition, according to the 
manufacturer. 
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Employees group purchases Gemex Corp.; 
names Everett L. Ackley new president 


A group of employees—with the 
assistance of a small business in- 
vestment corporation — have pur- 
chased Gemex Corp. from Vander- 
bilt Tire and Rubber Corp. 

The watchband manufacturing 
firm has been reorganized under 
the name of Gemex Precision 
Metals Inc. Everett L. Ackley, di- 
rector of operations at Gemex, 
heads the firm under its new or- 
ganization, as president. 

The employees group consists of 
personne! from all segments of the 
business, including manufacturing, 
financial and sales. Some of the 
shareholders have over 40 years 
experience with the firm. 

The new owners acquired the as- 
sets, patents and Gemex name, with 
financial assistance coming from 
Techno Fund Inc., which will have 
manager ownership of the com- 
pany. Techno Fund will have three 
representatives on the board of di- 
rectors. Dr. L. Kermit Herndon, 
second vice-president of Techno 
Fund, has been named chairman of 
the Gemex board. The employees 
who own the balance of the stock 
will be represented on the board by 
two or more directors. 

Dr. Herndon said the new name 
for the company emphasizes plans 
for continued growth in high qual- 
ity precision-made jewelry products 
as well as some diversification in 
other fields of precious metals 
manufacturing and precision metal 
products development. 

“Gemex is a distinguished name 
in the watchband field,” Dr. Hern- 
don said. “Using its excellent pre- 
cision skills in watch attachments 
and other areas of manufacture as 
a base, we expect to continue and 
intensify production and service to 
the jewelry trade.” 

Other officers of the firm are 
John Elder, vice-president, and 
Lillian Kalisky, long head of the 
Gemex accounting department, 
treasurer. 

Executive posts will be filled as 
needed from within their organiza- 
tion, the new officers said. No per- 
sonnel changes are anticipated, ac- 
cording to Ackley, other than pro- 
motions from within the employee 
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Everett L. Ackley 


named Gemex president 


group to fill positions formerly 
held by Vanderbilt Tire officials. 

New tooling is being expedited 
for early introduction of the al- 
ready designed spring line. In ad- 
dition to distributing through 
wholesalers, Gemex also styles for 
and distributes to most of the 
major watch companies. 


Beaded lines in spotlight 
at United Jewelry Show 


Domestic jewelry manufacturers 
are striking back in the current 


war against imported beaded 
jewelry. 

This was clearly evident at the 
United Jewelry Show, Oct. 28-Nov. 
4, at the Sheraton-Biltmore Hotel 
in Providence, where spring jewel- 
ry lines are unveiled for whole- 
salers. 

Many of the 300 manufacturing 
exhibitors had beaded goods to 
offer, in an attempt to convince 
wholesalers that domestic lines— 
even of beaded jewelry—have some 
definite advantages over their 
foreign competition. 

Their offerings attracted atten- 
tion because of the ingenuity of 
design, quality and brightness of 
color. 

The prospect of early delivery is 
another factor encouraging buying 
from domestic sources. In buying 
abroad commitments must often be 
made well in advance of expected 
delivery. With color a critical fac- 
tor, a long-standing order carries 
with it the danger of a shift in 
color popularity that could render 
the shipment less salable. 

Noted at the show was a shift 
to beads and a combination of 
beads and metal by manufacturers 
who previously carried no beaded 
goods. 

Attendance was on a par with 
former November presentations of 
spring lines. The total of 722 buy- 
ers compares with 718 a year ago 
and 708 in 1958. The 300 exhibitors 
showed their wares in 168 of the 
hotel’s rooms. 

Charles C. Bulkley, manager of 





JOINS GORDON’S: A. S. Gordon, center, vice-president of Gordon’s Jewelers, 
welcomes managers of Miller Jewelers of Houston, Sam Trifon, right, and 


Conrad Weil, to Gordon organization. 





the United Show, reported buyers 
made a number of inquiries for 
certain types of jewelry which have 
become scarce because of the heavy 
emphasis on beaded lines. 

3eads were listed as the best 
selling item by 39 respondents to 
a questionnaire circulated by the 
show management. The survey 
covered 145 exhibiting agents rep- 
resenting over 300 manufacturers. 
An 84 per cent response was re- 
ceived in the survey, with 122 ques- 
tionnaires being filled out and re- 
turned, 

Other answers received to the 
question, “What was your best sell- 
ing item?” were: bracelets, 16; 
necklaces and pendants, 13; and 
"ate. ie. 

Color preference reported was: 
amethyst (including lilac, plum, 
violet), 37; gold, 15; multi-color, 
14; beige, 9; and pearl, 8. 

Forty questionnaires said volume 
at this year’s show was “similar’”’ 
to that received last year; in- 
creases in volume, averaging 23 
per cent, were reported by 50; and 
30 answered that volume had de- 
creased, by an average of 28.5 per 
cent. 

Dates for the United Jewelry 
Fall Show have been set for April 
28 through May 5, 1961. 


Actress 


A STAR FOR A STAR: 
Juliet Prowse wears a necklace high- 
lighted by a large Linde White Star. 
Designed by Sol Kaufman, the neck- 
lace is called “The White Rajah.” 


Combining yellow karat gold and 
piatinum in its setting, it includes 161 
cultured pearls, 23 round rubies and 
31 full-faceted diamends, in addition 
to the 26.58 carat star in the pendant 
and a 5.64 carat star in the clasp. 
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Bulova pension payouts 
total nearly $2 million 


Bulova Watch Co.’s employees’ 
retirement plan has made pension 
and insurance payments of nearly 
$2 million since its start 15 years 
ago. Sharing in the payments have 
been 189 retired employees and 
surviving families of 127 former 
members. 

Emmanuel Hochman, vice-presi- 
dent for sales, has been named 
chairman of the plan’s retirement 
committee, succeeding Abraham 
Carnow, who has retired from the 
pension group. Frank B. Shein- 
berg, corporate treasurer, is now 
filling the vice-chairman position 
formerly held by Hochman. 

Hochman, in a summary of the 
plan’s activities, said Bulova had 
contributed nearly $12 million to 
the plan. Investments of the fund 
now have a market value of more 
than $25 million. 

The program is operated at no 
cost to the employee, Hochman said. 
In addition to pension and insur- 
ance benefits, the plan provides 
free lifetime medical service be- 
ginning at the time of retirement. 


AGS replaces RJ sign 
with new emblem choice 


Members of the American Gem 
Society now have a choice of three 
emblems to indicate their associa- 
tion with the organization. 

The new insignia is designed to 
replace the old “Registered 
Jeweler” sign. The basic design of 
the three emblems now available is 
a quadrangle of semi-circles en- 
closing the initials, AGS. A draw- 
ing of a diamond is above the letter 
G. 

In one emblem the diamond is 
faceted. Another has only a dia- 
mond outline. The third uses the 
faceted diamond and the words, 
““Member, American Gem Society.” 
AGS suggests that the same word- 
ing be used with the other two 
emblems also. 

“Of course, we do not expect to 
change our national advertising 
overnight,” Alfred Woodhill, AGS 
executive director, said. Woodhill 
expressed the hope that AGS mem- 
bers would start making the change 
soon. 

“Naturally, the more the Society 
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MEMBERS’ CHOICE: Any of these 
three new American Gem Society em- 
blems may be used by members to re- 
place the “Registered Jeweler” sign. 


uses Member, American Gem So- 
ciety in its pamphlets and national 
advertising and publicity, the more 
it will be to your advantage to use 
the form, too,” he advised AGS 
members. 


Morton Sarett to study 
World’s Fair project 


Morton R. Sarett, who recently 
resigned as editor of National 
Jeweler, has been retained by the 
Jewelry Industry Council to sur- 
vey possible industry participation 
in the New York World’s Fair of 
1964-65. 

Sarett, serving JIC on a part- 
time basis as a special consultant. 
will conduct an “exploratory survey 
in depth,” as outlined by A. E. 
Haase, Council president. 

“Sentiment of the industry seems 
to favor going into the World’s 
Fair on some basis,” Oscar Kind, 
Jr., JIC chairman, said. “Encour- 
aged by this fact, we believe the 
time has arrived to find out the ex- 
act nature and extent of such par- 
ticipation. 


“We have already met with 
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spokesmen for various trade asso- 
ciations as well as with leaders of 
numerous manufacturing and dis- 
tributing organizations. They have 
all expressed considerable interest, 
and, to show their good faith, have 
pledged funds to explore the possi- 
bilities of an industry-wide venture 
of this nature.” 

Sarett will contact industry lead- 
ers in conducting his survey. His 
headquarters will be the JIC office 
at 608 Fifth Ave., New York. 

“We are pleased to have been 
able to obtain the services of Mr. 
Sarett to gather the information 
needed for a final decision,’ Kind 
said. 

He pointed out that, “while the 
Jewelry Industry Council is glad to 
lend its help and guidance to this 
particular study, the final details 
and conclusions must be resolved by 
the industry itself.” 


Pittsburghers score a hit 
with ‘diamond’ of gems 


When the Pittsburgh Pirates 
won the National League baseball 
pennant this year for the first time 
in 33 seasons, more than one Pitts- 
burgh merchant joined in the re- 
sulting community frenzy with a 
“tie-in’’ promotion. 

Hardy & Hayes, jewelers on 
Wood St. in downtown Pittsburgh, 
saluted the team with a six-inch 
display containing gems worth a 
quarter of a million dollars. (See 
Photo Page for a report on another 
Pirate promotion by a jeweler.) 

In the Hardy & Hayes display 
the baseball diamond took on a 
literal jeweler’s meaning. Forbes 
Field, the Pirates’ ballpark, was 
portrayed with more than 200 dia- 
monds, 80 golden sapphires, 98 
square emeralds and two oriental 
pearls. 

A Pirate player added to the dis- 
play was a combination of 102 dia- 
monds, one oriental pearl] (for the 
head) and jeweler’s wax in ap- 
propriate Pirate colors. The dis- 
play was made by the firm’s major 
supplier of precious stones and 
jewelry in New York. 

“Our New “York association 
wasn’t sure of the colors and the 
exact uniform until an obliging 
youngster came up with a penny 
bubble gum card,” Martin S. Mor- 
row, president of the firm, said. 
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Watch Inspection Month planning started; 
Robbins heads industry-wide committee 


Preparations have begun for the 
nationwide promotion of Watch 
Inspection Month, with the ap- 
pointment of Richard A. Robbins 
of Conklin, N. Y., as general chair- 
man of the 1961 WIM committee. 

The committee, which includes 
representatives of trade associa- 
tions, the trade press and watch 
manufacturers, began planning the 
March, 1961, promotion at an 
initial meeting in New York. 

John M. Farrell, president of the 
American Watchmakers Institute, 
which is sponsoring Watch Inspec- 
tion Month, announced Robbins’ ap- 
pointment. 

The Retail Jewelers of America, 
the Watch Material Distributors 
Association of America and the 
Jewelry Industry Council have 
agreed to cooperate in the program. 

The WIM committee includes 
representatives from: the AWI, 
RJA, WMDAA, JIC, the national 
jewelry trade press, Bulova, Lon- 
gines-Wittnauer, Greiner, Hamil- 
ton, Elgin, American Time Prod- 
ucts, Benrus, Joseph Waldman & 
Sons and the Watchmakers of 
Switzerland. 

Objective of Watch Inspection 
Month is to call attention to the 
benefit of owning a quality watch 
and servicing it properly. 


“Emphasis will be on free watch 
inspection for the month of March 
in those stores which display the 
official insignia,’ Robbins said. 

General plans call for enlisting 
the support of jewelers and watch- 
makers through a general package 
mailing. Some 30,000 of these mail- 
ings will be sent, each containing 
newspaper, radio and TV ads and 
announcements for local use, direct 
mail ideas, window display hints 
and display cards. 

“Resolutions urging state and 
city officials to endorse WIM and 
general publicity releases will be 
part of the campaign,” Robbins 
said. 

Carl G. Sedan, executive director 
of AWI, is acting as secretary of 
the WIM committee. 


Scott Means, Jr., heads 


Kentucky jewelers again 


Scott Means, Jr., of Hopkinsville, 
Ky., was re-elected president of the 
Kentucky Retail Jewelers Associa- 
tion at its annual meeting in Louis- 
ville. 

Other officers elected were: 
George Corder of Somerset, vice- 
president; Don Merkley of Louis- 
ville, re-elected secretary-trea- 
surer. 


HEADS COMMITTEE: Richard A. Robbins, right, of Conklin, N. Y., has been 
named to head the Watch Inspection Month Committee by John M. Farrell, 
center, president of the American Watchmakers Institute, sponsors of the 
promotion. Carl G. Sedan, left, executive director of AWI, will serve as secre- 
tary of the Watch Inspection Month Committee. 
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BON voy AGE: Guests gather at shop of Francis Guyot for bon voyage toast 
to Russian Premier Khrushchev, whose departure inspired the celebration. 


Soviets’ departure calls for red carpet, 
champagne, as jeweler celebrates in style 


Many New Yorkers were happy 
Russian Premier’ Nikita 
Khrushchev and his Red delegation 
to the October UN meeting packed 
their-bags and headed home. 
Perhaps no one breathed a big- 
relief than jeweler 


when 


ger sigh of 
Francis Guyot whose shop is at 
oo EK. 68th St. For Guyot’s address 
was too close for comfort—and for 
business—to Park Ave. and 68th 
St., site of the Russian Embassy 
visiting were 

during New 


Reds 
their 


where the 
bedded down 
York visit. 


BUSINESS AS USUAL: Jeweler 
Francis Guyot has model Shannon 
Robinson show television star and 
columnist Dorothy Kilgallen one of 
his latest jewelry creations. 
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The Soviets and their satellite 
stooges arrived at the same time 
that Guyot planned to display a new 
line of gems. His customers found 
the police barricades in the area 
such a tough hurdle that the jew- 
eler was forced to postpone the 
showing. 

Guyot was so happy about 
Khrushchev’s departure, in fact, 
that he decided it was worth cele- 
brating with a party. 

Celebrate he did, in high style, 
with a red plush carpet laid from 
his door to the corner of Madison 
Ave., some 50 feet away. 

The guests numbered over 70, as 
neighbors and fellow shopkeepers, 
as well as television and press per- 
sonalities, dropped in to lift a cham- 
pagne toast in an enthusiastic 
goodby to an unwelcome departing 
guest. 


Six wholesale salesmen 
win Westclox contest 


Westclox has named six whole- 
sale jewelry salesmen as regional 
grand prize winners in the com- 
pany’s “Time Men of the Year” 
contest. More than 1200 timepiece 
salesmen competed. 

The winners, announced by H. T. 
Millikin, Westclox manager of 
marketing, were: A. Gandel of 


Sobel Bros., Washington, D. C.; 
F. Heller of The Ball Co., Chicago; 
M. Kanin of S-K-L Co., Inc., New 
York; M. Morgan of I. Lehrhoff, 
Newark, N. J.; W. Schuster of 
Simon Golub & Sons, Seattle, 
Wash.; and W. E. Singer of Gor- 
don’s Jewelers, Houston, Tex. 


NRMA campaign seeks 
to retain exemption 


A 58-day countdown campaign is 
currently being waged by the Na- 
tional Retail Merchants Association 
to convince the nation’s lawmakers 
to retain the retail exemption in all 
future wage-hour legislation. 

The NRMA seeks to have its 
members utilize the 58-day period 
between election day and Jan. 4, 
when the 87th Congress convenes, 
to contact their ‘“home-district”’ 
senators and congressmen in re- 
gard to this issue. 

The NRMA is particularly con- 
cerned with the “‘seriousness of the 
loss of the retail exemption to de- 
partment and specialty stores.” 

The Association is also preparing 
a follow-up long-range program for 
when Congress is in session. This 
will include a special top manage- 
ment session for retail executives 
Jan. 10 during the NRMA’s con- 
vention in New York. Arizona’s 
Republican Senator Barry Gold- 
water will be keynote speaker at 
the meeting. 

The NRMA employee relations 
committee will meet in January to 
analyze any proposed wage-hour 
legislation introduced in Congress, 
acting as a “watch-dog” committee. 


New Ring Guild display 
features all birthstones 


A new lighted display showing 
birthstones and some of their al- 
ternates for each month of the 
year has been created by the Ring 
Guild of America, Inc. 

In full color, the display carries 
the sales message: “Your Birth- 
stone is Here... wear it in a fine 
ring for beauty and charm.” 

The display comes in a sturdy 
limed oak shadow box frame and 
is made with a metal back that 
can stand or hang horizontally or 
vertically. Required electrical ac- 
cessories are included. 
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BIRTHSTONE 
iS HERE... 


Ring Guild’s new display 
tells the birthstone story 


Monthly display card 
a new twist suggested 


The lighted shadow box and new 
transparency are available from 
the Guild, at 608 Fifth Ave., New 
York 20, N. Y., at the production 
cost of $9.30. The transparency 
alone can be obtained for $3.25 by 
jewelers who bought the Guild’s 
first shadow box display. 

The Guild reports that jewelers 
in many parts of the country have 
given a new twist to another Guild 
offering. 

This is a special series of 12 
easeled display cards, picturing the 
birthstone for each month in full 
color. In its original offering the 
Guild suggested that rings contain- 
ing the birthstone featured in any 
particular card be grouped around 
that card. 

Some of the jewelers receiving 
the cards have gone a step further, 
however, inserting a ring through 
a slot cut in the card. 

Because this feature has proved 
successful, the Guild is now includ- 
ing a special diagram with all new 
shipments of display cards showing 
jewelers how to put the new idea 
to work. 
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Hoyt Snyder re-elected 
lowa watchmakers’ head 


The Horological Association of 
Iowa, meeting at the Hotel Roose- 
velt in Cedar Rapids, Sept. 17-18, 
re-elected Hoyt D. Snyder of 
Humeston as its president. 

Curt F. Glessner of Waterloo was 
named vice-president and Willa 
Dickens of Iowa City is secretary- 
treasurer. 

Snyder reported at the Associa- 
tion’s business meeting on the 
charter convention of the American 
Watchmakers Institute. The Iowa 
group voted unanimously to become 
a chapter of the AWI. 

John M. Farrell, AWI president, 
spoke at the convention’s morning 
session. Farrell appointed Lloyd 
Hambleton of Fort Dodge to the 
AWI’s national chapter committee. 


Mass.-R. |. jewelers 
re-elect McCaffrey 


Quentin W. McCaffrey of Quen- 
tin McCaffrey, Jeweler, North 
Quincy, Mass., was re-elected pres- 
ident of the Massachusetts and 
Rhode Island Retail Jewelers As- 
sociation Oct. 9. 

Other officers chosen at the 
group’s 45th annual convention in 
3oston were: John H. Grecoe of 
Andover, Mass., re-elected first 
vice-president; Joseph Gurney of 
Brockton, Mass., vice-president; 
and William H. Thurber and George 
Gray of Providence, and David 
Rough of Newport, R. I., directors. 

Highlights of the convention at 
the Somerset Hotel were a Retail 
Jewelry Store Clinic and Idea Ex- 
change and a sales promotion and 
merchandising panel. 

Participating in the clinic were 
Thurber of Tilden & Thurber Co., 
Providence; Mathew Brown of 
Scott Jewelry Co., Lowell, Mass.; 
and Richard Ware of G. R. Ware 
Co., Newton, Mass. 


MJ&SA studies means 
to influence fashion 


Efforts to influence the direction 
of jewelry fashion and its ac- 
ceptance by the public are under 
consideration by the Manufactur- 
ing Jewelers and Silversmiths of 
America Inc. 


George R. Frankovich, executive 
secretary of MJ&SA, disclosed the 
possibility of cooperative industry 
action along these lines at the Asso- 
clation’s annual meeting in Provi- 
dence Oct. 20. 

Frankovich pointed out that “no 
clothing or hair fashion has only 
one acceptable jewelry fashion 
answer.” He suggested that “an 
appealing, compatible type of 
American jewelry” be developed 
and stressed as each new style 
evolves. Another consideration, he 
said, is that “more highly concen- 
trated exposure . can influence 
sales of a product. Proper organi- 
zation can result in mass concen- 
tration. 

“Talks have already been held 
with the Fashion Coordination In- 
stitute to explore the possibilities 
of unified activity of this type,” 
Frankovich added. 

In addition to Frankovich’s an- 
nual report to the stockholders, the 
300 guests heard remarks from Ed- 
son W. Sawyer, MJ&SA president, 
and Dr. B. G. Gross, guest speaker 
of the evening. 

In annual elections, William E. 
Smith of Irons & Russell Co. was 
re-elected first vice-president. Other 
officers named were: Max Jacoby of 
Jacoby-Bender, Inc., second vice- 
president; Vito Scola of Vargas 
Mfg. Co., third vice-president; S. 
M. Stone, Jr., of Swank, Inc., re- 
elected secretary; and William A. 
Carroll of the Lorac Co., re-elected 
treasurer. 








FAIREST: Robin 


MARYLAND'S 
Davis, Miss Maryland 1960, receives 
a Columbia Tru-Fit Diamond Ring 
from William Fleischer of Fleischer 


Jewelers in Mt. Rainier, Md., as 
Joseph Salkin, Columbia sales repre- 
sentative, looks on. 





; 


% : 7 % i 


WORLD SERIES PAYOFF: Lewis 
L. Silberman, president of Wilkens 
Jewelers, eight-store Pittsburgh area 
chain, offered a $295 30-jewel Bulova 
watch to each Pittsburgh Pirate hit- 
ting a home run and to each winning 
Pirate pitcher in the World Series. 
Ten watches were awarded, including 
special awards to relief pitcher Elroy 
Face and Manager Danny Murtaugh, 
and three ladies’ models given to play- 
ers whose performance earned them 
a second watch. Silverman spent 
more than $6000 in advertising the 
promotion. At the presentation are, 
from left: Bill Mazeroski, Harvey 
Haddix, Silberman, Murtaugh, Vern 
Law and Face. 


MAIL FOR A MERMAID: At the 

bottom of a lake at Weeki Wachee 

Springs, Fla., Vicki Sharpe, who 

seems quite at home under water, 

pauses at a convenient mailbox to 

collect her mail. W. A. Sheaffer Pen 

Co. says Vicki is able to read her 

letter at the lake bottom because it 

was written with the company’s 

Skrip Dokumental 303 ballpoint writ- ; us 4 

ing fluid, which won't fade or run, . 

even after lengthy submersion. In FINK’S OPENS NEW LOCATION: W. J. Roche, vice-president of Fink’s 
addition, the company promises that Jewelers, seven-store Virginia chain, and manager of the Harrisonburg, Va., 
the new fluid will net be affected by store, and Mayor Frank Switzer of Harrisonburg assist Cathy Birch, Miss Vir- 
intense light or by chemical reaction. ginia of 1960, at opening of new Harrisonburg location at 16 S. Main St. 
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State of the Jewelry Business 


Jewelry sales are up—or down—depending on choice of figures 








IMPORTS 
Sept. 
1960 
WATCH MOVEMENTS (units) 
0-1 jewel 720,026 
2-7 jewels 113,101 
8-15 jewels 10,073 
16, 17 jewels 661,830 
over 17 jewels 1,916 
all movements 1,506,946 


DIAMONDS 
uncut, by carats 
uncut, by value 
cut, by carats 
cut, by value 


CULTURED PEARLS 
IMITATION STONES 


102,632 
$8,342,296 
73,652 
$7,397,925 


$938,579 
$466,649 


EXCISE TAXES 


1960 


AMOUNT COLLECTED $38,668 


(add 000) 


VITAL STATISTICS 
Sept. 
1960 
145,000 
385,000 


MARRIAGES 
BIRTHS 


FAILURES 


CASH JEWELERS 
INSTALLMENT JEWELERS 
WATCH REPAIRERS 
WHOLESALERS 
MANUFACTURERS 


WHOLESALE JEWELERS’ 
SALES 
SEPTEMBER 1960 

% change % change 


from from 
Sept. 1959 Aug. 1960 


SALES —7 +13 
INVENTORY +2 --2 


(troy ounce, large lots) 
Mid-Oct. 
1960 
$.91 3/8 
$82 
$24 
$75 


SILVER 
PLATINUM 
PALLADIUM 
IRIDIUM 





July-Sept. 


%% change 
from Jan.- 
Sept. 1959 


% change 
from 
Sept. 1959 


Jan.-Sept. 
1960 


4+5.5 
— 13.3 
—3.9 
+ 8.7 
—4.9 
+49 


4,647,820 
836,216 
37,067 
4,412,864 
11,283 
9,945,250 


—1.8 
—27.9 
+29.6 

—2.1 
+49.9 

—4.3 


—19.0 
—7.2 
—8.4 
—8.4 


+13.8 
— 51.1 


940,942 
$64,586,120 
620,066 
$59,662,264 
$10,942,563 


$4,165,843 


—22.8 
+ 62.2 
—27.1 
— 20.8 


4+2.6 
— 46.9 


% change 
from Jan.- 
Sept. 1959 


+6.5 


% change 
from July- 
Sept. 1959 


+6.0 


Jan.-Sept. 
1960 


$135,052 


o% change 

from Jan.- 

Sept. 1959 
+2.4 
—0.7 


% change 
from Sept. 
1959 


+1.4 
+3.5 


Jan.-Sept. 
1960 
1,157,000 
3,165,000 


% change 
from Jan.- 
1960 Oct. 1959 
106 —9.4 
32 —I11.1 
1 —75.0 
17 —45.0 
22 0.0 


% change 
from 
Oct. 1959 


Jan.-Oct. 


SEPTEMBER 1960 
% change % change 
from from Jan.- 
Sept. 1959 Sept. 1959 


FINE JEWELRY, 

WATCHES 0 +3 
SILVERWARE, 
CLOCKS A 
COSTUME 


JEWELRY +11 +7 


One Year 

Ago % change 
$.91 3/8 0.0 
$77 +6.5 
$22 4+9,.1 
$75 0.0 








JEWELERS’ CIRC KEYSTONE, DECEMBER 1960 


What statistics provide the most 
accurate barometer of economic 
conditions? This is a question pro- 
ducing wide disagreement at the 
moment. According to one esti- 
mate, some 800 different statistical 
series are now in use. 

One of these—the Internal Rev- 
enue Service figures on collections 
of excise taxes—can be studied for 
a rough indication of retail jewelry 
store sales patterns. 

Figures released in November 
show retailers’ excise taxes on jew- 
elry collected in the quarter ending 
Sept. 30 amounted to $38,668,000, 
a 6 per cent increase over the same 
quarter in 1959. However, total 
excise taxes collected in the quarter 
(including luggage, furs and toilet 
preparations as well as jewelry) 
ran nearly 10 per cent better than 
last year, indicating, perhaps, that 
jewelry failed to gain its proper 
share of “luxury item” sales. 

During the preceding quarter, 
jewelry made a better showing 
compared to its competitors, run- 
ning 4 per cent above collections 
for the similar period of 1959, 
while total excise taxes rose only 
1.3 per cent. 

How closely do excise figures 
reflect retail jewelry store sales? 
Not all items sold by jewelers are 
taxable and items which are tax- 
able as jewelry are sold in many 
outlets other than jewelry stores. 

A study of retail sales figures 
provided monthly by the Depart- 
ment of Commerce might lead to 
the conclusion that the 6 per cent 
rise in jewelry excise tax collections 
does not, in fact, accurately reflect 
retail jewelry store sales. 

In comparison with the same 
months of 1959, retail jewelry store 
sales in July, August and Septem- 
ber of this year were down 1, 3 and 
1 per cent, respectively. 

If these two sets of conflicting 
statistics tend to confuse rather 
than clarify, some solace can be 
gleaned from the observation that 
the nation’s top economists arrive 
at equally divergent conclusions 
about U. S. business conditions for 
exactly the same reason—mayjor in- 
dicators at times trend in opposite 
directions. 





EAST 


» George Cogley, Tarentum, Pa., jew- 
eler, has moved his store from 313 to 
315 Fifth Ave., expanding his stock 
and display space in the enlarged 
quarters. 

« Bernard Landau, importer of gems 
and precious stones at 608 Fifth Ave., 
New York, has returned from a seven- 
week visit to the gem markets of 
Europe. 

2» A 700-year-old image of a Tibetan 
Buddha brought back from an around- 
the-world trip by Douglas Cooper has 
been used by F. J. Cooper, Inc., jew- 
elers on Chestnut St. in Philadelphia, 
as a window display and in the store’s 
advertisements. The Buddha image, 
which Cooper calls “priceless,” is not 
for sale. 

» Koons Jewelers in Atlantic City, 
N. J., has merged with Lippman’s of 
Trenton, N. J., and the Atlantic City 
store is now operating at 1700 Atlan- 
tic Ave. under the name of Koons- 
Lippman’s Jewelers. The Lippman’s 
operation in Trenton is unchanged. 

» M. Feinberg has assumed the man- 
agership of Walker’s Jewelry on W. 
Front St., Berwick, Pa. 

» Henry R. Melun, formerly manager 


| 
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of Altman and Green Jewelry in 
Massena, N. Y., has opened a jewelry 
store at 305 State St., Carthage, 
N. Y., known as Crescent Jewelers. 

» Nat’s Jewelers has opened at its 
new location in Long Branch, N. J., 
at Broadway and Third Ave. A new 
trophy store is featured on the Third 
Ave. side of the building. The firm 
operates another store in Red Bank, 
N..d. 

» B. G. Rudolph of Rudolph Bros., 
Syracuse, N. Y., based jewelry chain, 
has accepted the chairmanship of the 
Syracuse Sponsors Committee for the 
National Jewish Hospital at Denver. 
Two new appointments have been 
made at Rudolph’s Albany store. Ger- 
ald B. Arones has been transferred 
from the Schenectady, N. Y., store to 
become manager and Samuel C. Fis- 
coff will be optometrist in charge. 

x Consolidated Retail Jewelers of 
New York and New Jersey, Inc., held 
their third annual banquet Oct. 23 at 
the Hotel Plaza in New York. 

» Klahr’s Jewelry marked its 75th 
year of business in Middletown, Pa., 
re-opening recently after extensive re- 
modeling. 





NEW REMINGTON RAND UNIT FORMED: Executives of the newly-formed 
portable typewriter division of Remington Rand review the company’s current 
line. 


Remington Rand forms 
new portable division 


Remington Rand _ Division of 
Sperry Rand Corp. has completed 
the organization of the Remington 
Rand portable typewriter division. 

D. L. Bibby, Remington Rand 
president, said the new division 
would emphasize service and profit 
for the dealer. It is gearing its 
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operations to making portable type- 
writers a demand item on the part 
of the consuming public—particu- 
larly the youth market, Bibby said. 

William N. Brown is vice-presi- 
dent and general manager of the 
new division. Brown was formerly 
marketing vice-president and a di- 
rector of Dictograph Products Inc. 
and before that was vice-president 
of Zenith Radio Corp. 


JEWELERS’ CIR 


=» Zenker Jewelers held a grand open- 
ing in their new location in Royers- 
ford, Pa. on the ninth anniversary of 
the business. The firm moved from 304 
to 340 Main St. 

=» Sandy’s Jewelers has opened a 
store in the Westmont shopping cen- 
ter in Johnstown, Pa. 

» Appel-Jeweler, Inc., Allentown, Pa., 
sponsored a display of unusual table 
arrangements by Allentown decora- 
tors Oct. 27-30 at the Americus Hotel. 
» William C. Dodds, head of Jewel 
Creations Inc., served as a vice-chair- 
man of the United Appeals drive of 
Newark, Irvington and West Hudson, 
N. J. 

» Gelula’s Jewelry in Atlantic City, 
N. J., completed extensive interior 
and exterior renovation in late Octo- 
ber to its building at 1532 Atlantic 
Ave. Included was the addition of 
three new display windows. Henry C. 
Gelula, owner of the firm, and a lieu- 
tenant colonel in the Air Force re- 
serve, has been named to command 
the 9327th Air Reserve Squadron. 

s Evelyn Ebersbach of Beck Jewelry 
Co., Paterson, N. J., gave an illus- 
trated talk on “Jewelry Through the 
Ages” at an October meeting of the 
Matawan, N. J., Junior Woman’s 
Club. 

» An authentic reproduction of the 
British Crown jewels is among the 
collections and exhibits carrying out 
the British theme in this year’s 
Christmas decorations at Bamberger’s 
seven New Jersey department stores. 
» Joseph Baumgold of Baumgold 
Bros., New York diamond cutting 
firm, was guest of honor at the jew- 
elry industry’s annual dinner on be- 
half of the Federation of Jewish Phil- 
anthropies of New York, Nov. 17, 
Baumgold was cited for his leader- 
ship in “Federation and other phil- 
anthropic endeavors” and for industry 
achievements. 

» Ralph D. Witkin, Inc., manufac- 
turer of platinum and gold ring 
mountings, has taken a long term 
lease on the entire seventh floor of the 
building at 56 W. 46th St., New York. 
s American Time Products, Inc., 
which moved its plant and general 
office to Woodside, Long Island, last 
April, maintains a display room in 
New York at 580 Fifth Ave. 

es Emil Leichter’ entertained 150 
members and guests of the Golden 
Circle Club of New York at a pic- 
nic on his farm in Pound Ridge, N. Y., 
in lieu of the regular September meet- 
ing of the club. The annual Christmas 
party Dec. 19 will be at the Picadilly 
Hotel, 277 W. 45th St. 

=» Jerome Glass, formerly president 
of Avon Watch Case Co., is now presi- 
dent of Jerome Glass Associates, Inc., 
145 W. 45th St., New York 36, N. Y. 
» Alan L. and James C. Silberman 
have been named vice-presidents of 
Wilkens Jewelers, an eight store jew- 
elry chain with headquarters in Pitts- 
burgh. The two brothers have been 
with the firm since completing their 
formal education several years ago. 
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=» Frederic B. Stevens, Inc., metal 
finishing, buffing and foundry supplies 
and equipment firm, has moved its 
plant from New Haven to Walling- 
ford, Conn. The move to the new loca- 
tion at 440 S. Colony St. permits ex- 
pansion of the company’s manufac- 
turing and warehousing facilities. 


Elgin observatory given 


to local school system 


Elgin National Watch Co. has 
turned over its 50-year-old observa- 
tory to the Elgin, Ill., school sys- 
tem. 

Originally built to provide time 
signals to regulate Elgin watches, 
the observatory has been used in 
recent years by the company’s re- 
search and development depart- 
ment. Time standards formerly 
supplied by the observatory were 
supplanted by radio time signals. 

In accepting the keys to the ob- 
servatory, Orrin G. Thompson, 
superintendent of schools, said it 
would open up an area of learning 
often difficult to explore. Students 
from all 30 schools in Elgin will 
be able to use the facilities. 

The watch firm also announced 
that more than 100 jewelers and 
watchmakers attended two tech- 
nical symposiums which it con- 
ducted in Birmingham and Mont- 
gomery, Ala., this fall. 

Donald W. Leverenz, manager of 
watch appraisal, conducted the 
symposiums with Fred W. Board, 
regional sales manager, Raymond 
Drexmit, district sales representa- 
tive, and Dwight E. Massey, as- 
sistant research engineer. 

The meetings reviewed principles 
of Elgin’s new models, using visual 
aids such as a 20-inch transparent 
plastic working model of the firm’s 
automatic movement, built at a cost 
of more than $3000. 

Leverenz, who is secretary of the 
American Watchmakers Institute, 
also gave a report on AWI’s objec- 
tives and activities. 

Elgin has presented more than 
20 of these symposiums to jeweler 
and watchmaker groups this year. 
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ENGLAND 


» Irving Wattman has retired from 
W. & W. Jewelry Co., Providence, 
R. I., manufacturer of rhinestone jew- 
elry, and dissolved his partnership 
with Edwin Z. Wattman, who will con- 
tinue to conduct the business. 

=» Sproul & Vose, Lincoln, Me., has 
expanded its jewelry and gift sections. 
» William Littlejohn, formerly with 
Bishops Jewelers in Holyoke, Mass., 
has opened Littlejohn’s Jewelry at 716 
Chicopee St., Willimansett, Mass. 

»s Hugh Allen and Marvin Belkin of 
Trifari, Krussman & Fishel, Provi- 
dence, R. I., jewelry manufacturers, 
gave an illustrated talk on the manu- 
facture and styling of costume jew- 
elry at a meeting of the American 
Society for Metals Oct. 10 in P2oria, 
Ill. 

=» A seventh Rogers Jewelry in the 
Greater Boston area was opened in 
downtown Boston at 469 Washington 
St. The store is the 14th unit in the 
Rogers chain. 

=» Elias Demosthenes has purchased 
Vinton’s Jewelry in Dover, N. H., 
from Henry C. Vinton and will op- 
erate the store at 103 Washington St. 
as Eli Jewelers. 

» A newly remodeled and expanded 
Savitt Inc., jewelry store reopened at 
35 Asylum St., Hartford, Conn., Oct. 
18, featuring a new front of imported 
green marble and mosaic stone. The 
store, which employs 55, gained 1500 
feet of floor space. 

e Cobro Jewelry Co., a division of 
Coro, opened a sub-assembly plant in 
North Attleboro, Mass., Nov. 1. The 
concern, located on the first floor of 
the Hillman Building on Elm St., em- 
ployed about 30 persons initially, 
hopes to increase gradually to about 
100 employees. 

« Brian Bernayie of Time Hall Jew- 
elers of Simsbury, Conn., has produced 
the first in a series of commemorative 
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» Fry Jewelers in LeMars, Iowa, has 
opened at its new location at 26 Cen- 
tral Ave., in a completely remodeled 
building. A feature of the new store 
is the addition of a bride’s room. 
»s Goodman Jewelers, with head- 
quarters in St. Paul, Minn., has open- 
ed a new store in St. Cloud, Minn., 
the sixth store in the chain. 

» Tom Waldron has opened a watch 
repair service in The Jewel Box, 609 
S. Joseph St., Rapid City, S. D., 


plates depicting scenes once familiar 
in New England. The plates will be 
fine china and called “Americana De- 
signs on Porcelain.” The first in the 
series pictures a New England cov- 
ered bridge. Bernayie has made four 
television appearances and_ given 
nearly 100 lectures on chinaware. 

=» Sebastian Jewelry has leased space 
in the Five City shopping center, 
scheduled to open next summer at 
Corbin’s Corner in West Hartford, 
Conn. 

=» Keystone Camera Co. displayed new 
lines and discussed future promotions 
at a showing at the Statler Hotel in 
Hartford, Conn., in October. 

» Two employees of the Daniel Low 
Co. in Salem, Mass., Lawrence Eaton, 
diamond buyer, and Marion Little, 
buyer of gold jewelry, have together 
been with the firm for a total of 100 
years. 

» Former Hartford, Conn., jeweler, 
Louis Gundlach, observed his 102nd 
birthday Oct. 3. 

=» Barney Kahn, head of Malden Jew- 
elry in Malden, Mass., served as 
chairman of the retail division of the 
United Fund drive in that city. 

» Almy’s in Beverly, Mass., has en- 
larged its jewelry department and 
now terms it, “a jewelry store within 
a store.” 

» Oscar Zaff of Smith & Zaff in Bos- 
ton has been elected president of the 
Diamond Peacock Club for the coming 
year. Other officers elected are: 
Reginald J. White of J. J. White of 
Providence, vice-president; Frederick 
H. Brown of Scott Jewelers, trea- 
surer; and Angelo DelSesto of Van 
Dell Co. of Providence, secretary. 

»s Walter Mutz, treasurer of Chelsea 
Clock Co., was elected president of 
the Boston Jewelers Club at a meeting 
Nov. 4. Elliot Gordon, president of 
Towle Silversmiths, is a new director 
of the Club. Other officers remain un- 
changed. 

s The design division of Boston’s In- 
stitute of Contemporary Art, in coop- 
eration with Reed & Barton Silver- 
smiths, presented an exhibit, “Silver 
Design Competition in Italy,” at the 
Metropolitan Boston Arts Center Oct. 


14-Nov. 9. 


operating independently of the store. 
» John W. Redick, Jr., has purchased 
controlling interest in the C. B. Brown 
Co., Omaha, Neb., jewelry store, from 
O. C. Hohman, who will continue in 
an advisory capacity. Redick has been 
connected with the Brown store for 14 
years. 

» Theresa Brennan has retired after 
50 years employment with Elgin Na- 
tional Watch Co.’s Trade Material 
Division. She is the first, and only, 
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woman to be employed 50 years by 
Elgin. Her longevity record promises 
to stand unchallenged, since employ- 
ees now joining Elgin must be at 
least 18 and must retire at age 65. 
» Kay Jewelers has a store in the 
new Tech Plaza shopping center in 
Warren, Mich., which opened Oct. 27. 
=» Joseph’s Jewelers has appointed 
Dan C. Fewel as silverware depart- 
ment manager and buyer at the firm’s 
downtown Des Moines, lowa, store. 
Fewel was formerly manager of the 
jewelry department at Davidson’s 
in Des Moines. 

=» Three firms have been elected to 
membership in the Chicago Jewelers’ 
Association. They are: Harvey & 
Otis, Inc., of Providence, R. I., whose 
midwest representative is T. O. 
Wright; Helbros Watch Co. of New 
York; and Simon Bros., operators of 
a wholesale jewelry business and 
trade repair shop at 5 S. Wabash 
Ave., Chicago. 

=» Charles A. Schoenheider, Jr., and 
his wife, Doris, have taken over the 
former Fueger Jewelry Store in down- 
town Peoria, IIl. 

» Leonard Riefman, a partner in G. 
& W. Diamond Cutters of New York, 
Chicago and Los Angeles, and Mar- 
shall Finkelman, son of M. Y. Finkel- 
man, Chicago diamond merchant, 
have been elected to the Chicago Jew- 
elers Club. 

=» George J. and Blanche E. Mrazek 
have opened Westchester Jewelers at 
1913 Manheim Road, Westchester, III. 
» The Jewelers’ Association of Great- 
er Chicago discussed Christmas ad- 
vertising plans and promotions at its 
November meeting at the Bismarck 
Hotel. 

x The annual formal dinner dance 
of the Golden Roosters of Chicago will 
be Feb. 25 at the Drake Hotel. 

» A buffet dinner is scheduled for 
the annual Chicago Jewelers’ Club 
Christmas Party at the club rooms 
Dec. 22. 

» Ten members of the Chicago Jew- 
elers’ Association attended the annual 
Chicago Better Business Bureau’s 
meeting and dinner at the Palmer 
House Nov. 7. 

» Anton E. Michaelson, retail jewel- 
er in Zumbrota, Minn., since 1915, 
has retired at the age of 83. 

» Attendance of 111 was recorded at 
the Nebraska Retail Jewelers Associ- 
ation’s first Educational and Sales 
Clinic in Norfolk, Neb., Oct. 16. Seven 
speakers were featured at the clinic. 
=m Gus Halbeck, former partner in 
Ross-Beck Wholesale Jewelers of 
Kansas City and Oklahoma City, has 
joined Harold Oppenheim & Associ- 
ates, jewelry store consultants of 
Wichita. 

» Kehl Jewelry Store, under the own- 
ership of John M. Pierce since 1944, 
celebrated its 100th anniversary in 
Connersville, Ind., Nov. 28 through 
Dec. 3. 

» Irwin Lorber and Bill Rosen have 
opened L. R. Jewel Center in Royal 
Oak, Mich., at 317 S. Washington St. 


» Jacobs Jewelers in South Bend, 
Ind., has added a private diamond 
room as part of a general remodeling 
of the business at 121 W. Washing- 
ton Ave. 

» The Jewel Box has opened a cos- 
tume jewelry store at 403 Fourth 
St., Sioux City, Iowa, managed by 
Hugh Hines. 

» William E. Blueford has opened a 
fourth Blueferd jewelry store, in 
Ionia, Mich., managed by James 
Greenan. 

» Everson’s Jewelry in Coeur 
D’ Alene, Idaho, will award two wrist 
watches as grand prizes in a 10-week 
football winner selection contest. 

a Albert H. Oehlers, jeweler in Wis- 
consin Dells, Wis., for more than 30 
years, closed his store Nov. 1 and 
has retired. 

» Lewell Jewelry in Painesville, Ohio, 
has completed a $20,000 expansion 
and remodeling program. The store’s 
interior space was doubled and a new 
front was installed. 

=» Beck’s Watch & Diamond shop in 
Pittsburg, Kans., has moved from 
309 N. Locust St. to new and larger 
quarters at 804 N. Broadway. 

» The Jewel Box in Urbana, Ohio, 
has moved from 126 N. Main St. to 
new quarters on the west side of 
the first floor at Uhlman’s. 

a Light’s Jewelry in Monmouth, IIl., 
featured a display of diamonds worth 
a quarter of a million dollars, Oct. 
28, believed to be the largest group 
of diamonds ever shown in the city. 
» Helzberg’s Diamond Shop chain 
opened its 15th store Dec. 1 in the 
Mission shopping center in Mission, 
Kans., a suburb of Kansas City, Mo. 
The eighth Helzberg unit in the 
greater Kansas City area, the store’s 
front features plate glass and emer- 
ald pearl granite. Another new store 
was opened in late November at 8th 
and Kansas Ave. in Topeka, Kans. 
The Kansas City, Mo., headquarters 
of the chain will be moved about 
March 1 when remodeling is complet- 
ed on a three-level building leased 
at 16th St. and Baltimore Ave. 

» Ludwig Fischel has opened Time 
Light, a jewelry and lighting fixture 
business, at Galbraith and Daly Roads 
in Finneytown, Cincinnati, Ohio. 

» Bohm-Allen Jewelry Co. in Denver 
brought the $4% million Crown of 
the Andes to Denver to be the fea- 
tured exhibit at a Jewel Ball staged 
at the Denver Country Club, Oct. 8. 
» Landstrom’s Jewelry has reopened 
its renovated and expanded store at 
620 St. Joe st., Rapid City, S. D., 
which now includes a second floor 
china, crystal and_ sterling silver 
department. 

» Hopf’s Jewelers in Cheyenne, Wyo., 
have moved from 119 E. 17th St. to 
102 W. 17th St. The new store almost 
triples the former quarters in size. 
» Irvin Leva has been appointed 
manager of Zale Jewelry Co.’s store 
at 1 N. Illinois St., Indianapolis, 
Ind., and district manager of all Zale’s 
Indiana outlets, succeeding Ed Braun- 
stein, who has resigned. 
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» W. W. Walk Jewelry has leased 
space in the Belle Meade Plaza shop- 
ping center now under construction 
in Nashville, Tenn. 

s George T. Brodnax, Inc., jewelers 
of Nashville, Tenn., have purchased 
the 92-year-old firm, T. C. Delvaux, 
Jeweler, in Glasgow, Ky. 

» Stephens Jewelers in Dillon, S. C., 
has moved to 208 W. Main St., across 
the street from their former location. 
» Roy’s Jewelers, an associate store 
of Saslow’s of Greensboro, N. C., has 
opened in Salisbury, N. C., at 204 S. 
Main St. Roy Redden is manager. 
« Z. Witt Jewelers of Havre de Grace, 
Md., has opened a second store in 
Aberdeen, Md., on Rogers St. 

=» Green’s Jewelry has opened on 
West court in Dyersburg, Tenn., un- 
der the management of Bill Green 
and Ladye Vivian. 

a QO. C. Little and his wife have pur- 
chased the jewelry store of A. P. 
Miller on W. Main St. in Mt. Sterling, 
Ky. 

»s Mayor’s Jewelers has opened in 
a new addition to the 163rd Street 
shopping center in Miami, Fla. 

se L. H. DeLoach & Co., jewelry 
store in Savannah, Ga., has moved 
from 104 to 108 W. Broughton St. 
« Crosby Jewelers has opened a store 
in Cutler Ridge regional shopping 
center near Miami, Fla. 

« Nolen Jewelry Co., a new jewelry 
store, has been opened at 608 second 
Ave. SW in Decatur, Ala., by Rus- 
sell Nolen. 

» Gordon’s Jewelers has opened its 
second Jackson, Miss., store in West- 
land Plaza shopping center. Mahlon 
Tullar is manager of the new Gordon 
unit. 

» Milton Kohler and sons, an 85-year- 
old jewelry store in Hagerstown, 
Md., has gone out of business because 
of the decision of its owners, J. Earl 
and Harry Kohler, sons of the original 
founders, to retire. 

« Smith’s Jewelry has opened in 
Jackson, Miss. at 429 E. Capitol St. 
« Hawkins Jewelry in Paducah, Ky., 
has moved from 113 S. Fourth St. to 
an enlarged store at 107 S. Fourth St. 
» Alfred E. Smith, a Charlotte, N. C., 
jeweler for 37 years and a past pres- 
ident of the North Carolina Jewelers 
Association, has left the jewelry 
business and opened a firm to deal 
in industrial locations and business 
brokerage. Smith sold M. B. Smith 
Jewelers Inc. to Saunders Inc., headed 
by Frank Saunders. 

« Trapp Jewelers have renovated 
their public square location in Lafay- 
ette, Tenn., adding new equipment 
and fixtures. 

» Lloyd McCall, formerly with Field 
Jewelers in Charlotte, N. C., has 
joined Brownlee Jewelers in Char- 
lotte. 
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» William J. Williams has purchased 
the Little Gem Jewelry in Columbus, 
Miss. 

» Wilson Wholesale and Distributors, 
Baton Rouge, La., dealers in watches, 
diamonds, jewelry and other merchan- 
dise, have opened a location at 166- 
168 E. Capitol St., Jackson, Miss. 
» Allen W. Aven, formerly an ex- 
ecutive with George T. Brodnax, Inc. 
of Memphis, Tenn., has opened Allen 
W. Aven Jewelers in the Commerce 
Title Building in Memphis. Aven was 
with the Brodnax firm for 19 years. 
=» Benny Goldsmith is manager of 
Brand Jewelers which has opened at 
102 S. Tryon St. in Charlotte, N. C. 
Goldsmith was formerly associated 
with M. B. Smith Jewelers. 

» Clifford Q. Tritchler has_ been 
appointed executive vice-president and 
general manager of Maier & Berkele, 
Atlanta, Ga., jewelers. He has been 
with the firm since 1938. 


a New officers of the Central Flor- | 


ida Watchmakers Guild installed 
at the Florida State Watchmakers 
Association convention are: Leonard 
A. Dunn of Lakeland, president; 
Merle Towne of Winter Haven, vice- 
president; W. E. Bricker of Bartow, 
secretary; and E. Ray Glass of Lake- 
land, treasurer. 


=» Stanley Jewelers in Savannah, Ga., | 


have announced two appointments. 


L. D. Saunders has been named vice- | 
president and general manager and | 


C. Roy Linzer is credit manager. 
» Leonard Casella held 
opening in October of his new jewelry 
shop at 755 Broad St., Augusta, Ga. 
» Kropp’s Jewelers, 1116 Taylor St., 
Columbia, S. C., has been enlarged 
to twice its former size. 


» Hamilton Jewelers at St. Andrew’s | 


center in Charleston, S. C. has added 
1000 square feet of floor space in 
an expansion project. 

» Holshouser’s, oldest jewelry firm 


in Salisbury, N. C., has gone out of | 


business. The stock and fixtures were 
sold to settle the estate of the late 
Re 


tensive remodeling, giving the store 
a modernistic front of inlaid marble 
with a front overhang extending 
eight feet over the sidewalk. 

» Desbouillons, at 126 E. Broughton 
St., Savannah, Ga., is celebrating its 
90th anniversary this year. The jew- 
elry store is still owned by descend- 
ants of the store’s founder. 

» George Bernstein, a gem and dia- 
mond style consultant, has joined 
Rogers Jewelry Co. of Hagerstown, 
Md. Bernstein is vice-president in 
charge of operations for the firm, 
which is affiliated with 
Meyer group of stores. 
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=» L. Fred Jewelry of Waco, Tex., 
has opened a second store in the 
Westview Village shopping center. 

» Zale Jewelry Co.’s store at 2236 
Guadalupe St., Austin, Tex., has made 
its annual award of two $500 scholar- 
ships to University of Texas students. 
The two recipients, Walter Dick and 
Ken Yarborough, joined Zale’s man- 
agement trainee program and will be 
employed throughout the school year. 
» John Wimberly is the new man- 
ager of Drake Jewelry and Gift 
store in Ponca City, Okla., succeed- 
ing Joe Blum. Wimberly was form- 
erly assistant manager of another 
store owned by the firm in Lubbock, 
Tex. 

» Bill Asper has opened a watch 
repair and jewelry shop at 424 Chick- 
asha Ave., Chickasha, Okla. 

»s Armstrong’s Jewelers in Waco, 
Tex., have put a new front on their 
store on Austin Ave. and redeco- 
rated the interior. 


|= Scottsdale Jewelry, Inc. has moved 


from 41 W. Main St. to 436 N. Scotts- 


dale Road in Scottsdale, Ariz. 


» Fogg’s Jewelry Store at the Win- 
rock shopping center in Albuquerque, 


| N.M., has undergone remodeling at 
a cost of more than $36,000. 


=» Preston Parker, owner of a jew- 
elry store in Ennis, Tex., has opened 


_a second store in Waxahachie, Tex., 


on the north side of the square, 
known as Parker Jewelry and Record 
Shop. 


m= A necklace of oriental pearls with 


a diamond sunburst pendant was do- 
nated by Joe Koen & Son Jewelers 
Austin, Tex., as a prize at a “Jewel 
Ball” staged to support the Austin 
Symphony Orchestra. 

» Hertzberg Jewelry Co. of San An- 
tonio, Tex., conducted an estate sale 
of more than $1 million worth of 
precious stones and antique jewelry, 
termed the largest collection of pre- 
cious stones ever shown in San An- 
tonio. 

» Corrigan’s Jewelers of Houston 
has signed a 15-year lease for space 
in the Sharpstown center, scheduled 
for completion next summer. The 
store will be Corrigan’s fifth in the 
Houston area. 

» The 14th annual show of the Okla- 
homa Gem and Mineral Society Oct. 
15-16 in Oklahoma City featured 
156 member exhibits and demon- 
strations of faceting, cabochon cut- 
ting, polishing and jewelry making. 
=» Charles Messer, Jeweler, 1812 Uti- 
ca Square, Tulsa, Okla., exhibited 
a collection of china dinnerware ser- 
vices of presidents, kings, governors 
and ambassadors, Oct. 24-Nov. 1. 
The services were samples of china 
designed on special order by Lennox, 
Inc., of Trenton, N. J. 
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» Telsa Blackwell, Pharr, Tex., 
watchmaker, has been presented with 
a $500 diamond as the holder of the 
winning ticket in a raffle sponsored 
by the American Watchmakers In- 
stitute to raise money for the AWI’s 
convention last summer. 

s The Sabine Area Guild of the Tex- 
as Watchmakers Association sponsor- 
ed a 10-hour course offered by the 
University of Texas on public rela- 
tions. The course was given in Port 
Arthur, Tex., on the evenings of 
Oct. 31, Nov. 1 and Nov. 2. 

= Texas Watchmakers of Houston 
saw a film on karat gold at their 
first fall meeting in September. 

sm Members of the Dallas Watch- 
makers Guild and their families were 
guests of the Guild president, Ernest 
Seitzler, and his wife at a chicken 
fry. 

» Texas Watchmakers Association 
has received a request for donations 
of old watches, tools and equipment 
for the watchmaking department of 
the Piney Woods Country Life School, 
a trade school for Negro boys in 
Piney Woods, Miss. 

=» Silver’s Diamond Shop in Bris- 
tow, Okla., has remodeled its store 
front. 

» Dell Sheftall of Sheftall Jewelry 
in Austin, Tex., and immediate past 
president of the Texas Jewelers As- 
sociation, has been named executive 
director of the Association. 

» Zale Jewelry Co. has leased space 
in the Seminary South shopping cen- 
ter to be constructed soon in Fort 
Worth. 

» Shaw Jewelry Co. has opened a 
new store in Wynnewood, in the Dal- 
las area. Tom Collins, with Shaw’s 
downtown Dallas store for 13 years, 
is manager of the new unit. Douglas 
Furlow formerly with Shaw’s Hous- 
ton store, has been named manager 
of the firm’s outlet in Corpus Christi, 
Tex. 

=» Earl Hodges has been appointed 
manager of Everts Jewelers High- 
land Branch store in Dallas. With 
Everts since 1946, Hodges has been 
the firm’s buyer of watches. 

» Herfort’s Jewelers, Texas’ first 
diamond and jewelry factory, has 
been completed in Rosenberg, Tex., at 
2306 Ave. H. Herfort’s owned by 
John Herfort, manufactures jewelry 
for sale on a retail and wholesale 
basis. 

=» Supervisors from the Gordon’s 
Jewelers chain met in Houston in late 
October to discuss merchandising 
plans for the Christmas season. 

» Ed Grush has returned to Dallas 
as manager of the Busch & Sons 
jewelry store at 1707 Main St. after 
completing arrangements for a new 
store for the firm in Lubbock, Tex. 
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=» George C. Houston, Los Angeles 
importer and cutter of colored stones, 
was featured speaker at the Oct. 
18 dinner meeting of the Southern 
California Guild of the American Gem 
Society. Ingeborg Schierholz, an as- 
sociate of Houston’s, and Rajnikant 
Mehta, a visiting retail jeweler from 
India, also spoke. 

=» Michael Schaftel, West Coast sales 
representative, has added a line of 
14 karat jeweled, dimensional and 
motion charms from Palliser Jew- 
elry Co. of New York. 

a Gensler-Lee, California chain of 
diamond stores, opened its 25th store 
in November in Fairfield, Cal. The 
Fresno, Cal., store has moved to a 
new location at 1035 Fulton St. 

»s George C. Houston, Los Angeles 
gem dealer, has acquired the Krueger 
Stone House & Lapidary and con- 
solidated his inventories in the for- 
mer Krueger quarters, Suite 601, 
Pershing Square Building, Los An- 
geles. Houston was employed by the 
Krueger firm prior to establishing 
his own business in 1947. 

» Members of the board of direc- 
tors of the California Retail Jewelers 
Association discussed a group in- 
surance plan at a Nov. 6 meeting 
at the Villa Hotel in San Mateo. 

s Martin Ehrmann, Los Angeles gem 
dealer, was guest speaker at two re- 
cent trade group meetings. Ehrmann 
spoke to the Santa Barbara Watch- 
makers and Jewelers Guild, meeting 
jointly with the Central Coast Guild, 
Oct. 26, and at the dinner meeting of 
the Northern California Guild of the 
American Gem Society in September. 
» New officers of the Northern Cali- 
fornia Guild of the American Gem 
Society are: Arthur Gleim of Gleim 
Jewelers, Palo Alto, president; Walter 
Genuit of Arthur Glick Jewelers, 
Stockton, vice-president; and Allan 
Flood of E. R. Sawyer Jewelers, 
Santa Rosa, secretary-treasurer. 

es A film, Eternal Gems, was shown 
at the Nov. 1 meeting of the Contra- 
Costa Watchmakers and Jewelers 
Guild. 

=» More than 25 members were 
present at a board of directors meet- 
ing of the Leading Jewelers Associa- 
tion, Inc., Sept. 19-20 in San Fran- 
cisco. 

=» Art Michaels, a past president of 
The Jewelers 24 Karat Club of South- 
ern California, has left the jewelry 
business for the field of real estate. 
=» The firm of Philip Klein, 519 Grant 
Ave., San Francisco, has opened a 
second store at 277 Post St. 

» Carleton P. Adams, former adver- 
tising and public relations manager 
for Gladding, McBean & Co. in Los 
Angeles, has been named western 
regional sales manager for the firm’s 
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Franciscan division, dealers in din- 
nerware. 

=» Marathon Jewelry and Appliance 
Co. has opened its new store at 12732 


Sherman Way, North Hollywood, Cal. | 


=» Davidson & Licht Jewelry Co. has 


moved from 986 B St. to 22461 Foot- | 


hill Blvd., Hayward, Cal. 


» Raymond Brown has opened Pla- | 
centia Jewelers & Silversmiths at 107 | 


N. Bradford Ave., Placentia, Cal. 

» Norman Powell has been appointed 
manager of Rupert Jewelers at 106 E. 
Fourth St., Santa Ana, Cal. 


» A. L. Jacobs & Sons, San Diego, | 


Cal., jewelry store, has moved from 
1165 Fifth Ave. to 702 C St. 

=» Golden Shield Corp. has appointed 
David Wagner, 
West Coest chain of Crescent Jewel- 


ers, to service Northern California, | 


Orevon and Washington. 


=» Hanauer’s Jewelry in McMinnville, | 
Ore., has opened in its new location 


at 310 Third St. 


=» Representatives of the Oregon and | 
Washington State Jewelers Associa- | 
tions met in Seattle Oct. 29 to plan | 
Pacific Northwest Retail | 
scheduled for | 
March 18-20 at the Olympic Hotel in | 


the 1961 
Jewelers convention, 
Seattle. Sidney Thal of Fox Gem 
Shops in Seattle has been appointed 
general convention chairman. 

s Weisfield’s, Inc., opened its third 
store in Portland, Ore., Oct. 27 at 
the Eastport Plaza shopping center. 
» William and Naomi Borden have 
moved Borden’s Jewelry in Portland, 
Ore., to 7840 Southwest Capitol High- 
wav. 

s Edwin Doede has opened a new 
jewelry store at 720 Northwest 21st 
Ave. in Portland, Ore. 

» Roamine Danielson has purchased 
Clime’s Credit Jewelers, Inc., 227 
S.W. 152nd St., Burien, Seattle. 

»s Frank A. Silvia has moved his 
Super Valu Jewelry to new and 
larger quarters in the Super Valu 
shopping center, Longview, Wash. 
» Milens Jewelers have opened a 
store in San Francisco at 831 Market 
St.. manned by 75 employees. 

»s Robert C. Butke, manufacturing 
jeweler in San Bernadino, Cal., has 
moved his business to the Platt Build- 
ing, 491 W. Fifth St. after 11 years 
in the Fleming Building. 

s Virgil Luke and John F. Vondey 
have established Luke & Vondey Jew- 
elers at 309 N. E. St., San Bernadino, 
Cal. 

=» Clarence Tisher, Sacramento, Cal., 
jewelry store operator, has opened 
a second store, Manor Jewelers, in 
Woodland, Cal., at 521 Main St. 

=» Delmas and Delmas, designers and 
merchants of fine jewelry, opened 
their new store, Nov. 1 at 182 Geary 
St. in San Francisco. 
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HASTINGS Quality 
ALL-NYLON 
WATCH BRACELET CORDS 
NYLON — DACRON — SILK BEAD CORDS 


Your Assurance of the Finest 
Bie).) | 4.) 2. fam. | 
BROCKTON, MASS 


MFGRS. DIRECT 
5S! MARKET ST 


' since he 


| duties 
September of this year. 








Executive Appointments 








Burrill M. Getman, vice-president 
for marketing of Gorham Manu- 
facturing Co., has been elected 
president of the Eaton Paper Corp. 
of Pittsfield, Mass., a Gorham sub- 
sidiary. Harry C. Dutton, who is 
retiring as president, will be 
Eaton’s board chairman. Both 
changes will be effective Jan. 1. 
With Gorham for 33 years, Get- 
man became a director of the 


Getman Thomas 

company in 1959. Dutton, also a 
Gorham board member, was pres- 
ident of White & Wyckoff Manu- 
facturing Co. in Holyoke, Mass., 
before coming to Eaton in 1949. 


J. Warren Thomas, assistant trea- 


surer of Gorham Manufacturing 
Co., has been named to member- 
ship on the board of directors of 
the Jewelers Board of Trade. 
Thomas was elected at a directors’ 
meeting Oct. 21. With Gorham 
was graduated from 
Brown University with a Master’s 


_ degree in 1950, Thomas was ap- 


pointed general credit manager of 
the firm in 1959 and added the 
of assistant treasurer in 


| Frederic W. Kilduff, former execu- 


tive vice-president of Gruen Watch 
Co., joined J. J. Sugarman Asso- 
cilates in Los Angeles Nov. 1, as 
director of reorganizations, ac- 
quisitions and mergers. 


George J. Daly, Jr., has resigned 
as executive vice-president and 


treasurer and a member of the 
| board of directors of Elgin Na- 
tional Watch Co. The board of 
| directors also announced the res- 


ignation of Sylvester D. Moor- 


| Mman, vice-president and general 


manager of the company’s watch 
division, and LeRoy A. Mote, sec- 
retary. Richard G. Silliman, E}- 
gin’s assistant secretary since 
1954, was elected to succeed Mote. 
Daly had been Elgin’s chief ex- 
ecutive officer since the resigna- 
tion of James G. Shennan as pres- 
ident in September. 


Robert L. Shaw has been named 
executive vice president in charge 
of sales, merchandising and ad- 
vertising by Emerson Radio & 
Phonograph Corp. 


Howard E. Kessinger has been 
elected a vice president of Parker 
Pen Co. 


New minimum RJA dues 
set for multi-unit stores 


New minimum dues of $10 per 
unit have been established for 
chain stores by the board of direc- 
tors of the Retail Jewelers of 
America. 

The new chain store provision 
reads: “‘Where there exists more 
than one outlet of common owner- 
ship all stores must be members. 
Minimum dues for multi - unit 
stores is $10 per outlet. After 
checking employee complement for 
all stores on Schedule ‘A’ and in- 
dicated dues does not equal mini- 
mum of $10 per outlet dues must 
be computed under a new class ‘W’ 
—Number of outlets X $10.” 

RJA also announced that 65 
firms had submitted applications to 
participate in the RJA Group Life 
Insurance Plan. The applications 
covered 155 lives for a total of $1,- 
250,000 in insurance. 

Applications for insurance on 
1000 lives, totaling $3 million in 
coverage, must be received before 
the plan becomes effective. 

RJA is preparing another bro- 
chure on the insurance plan to an- 
swer the “great many” inquiries 
received. RJA says the plan has 
spurred several jewelers wishing 
to participate in group insurance 
to apply for RJA membership in 
order to become eligibie for cover- 
age. 
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COMING EVENTS 


JANUARY 


7—Chicago Jewelers Association 
annual banquet, Conrad Hilton Hotel. 

8-13 — Atlantic City China and 
Glass Show, Convention Hall, Atlan- 
tic City, N. J. 

14—Jewelers 24 Karat Club of New 
York annual banquet, Waldorf As- 
toria Hotel. 

15-19—Parker House January Gift 
Show, Parker House, Boston, Mass. 

15-20—New York Lamp and Home 
Furnishing Accessories Show, Hotel 
New Yorker and Trade Show Build- 
ing, New York. 

22-25 — Washington Gift Show, 
Willard Hotel, Washington D. C. 

22- 27—52nd California Gift Show, 
Ambassador and Biltmore Hotels, 
Brack Shops, Merchandise Mart, Los 
Angeles. 

29-Feb. 1—Carolina Jewelry Mart, 
Radio Center, 3229 S. Blvd., Charlotte, 
Ss hn 


- . 


FEBRUARY 


4— Boston Jewelers Club annual 
banquet, Statler Hilton Hotel. 

5-8—San Francisco Gift Show, San 
Francisco, Cal. 

5-12—Chicago Gift Show, Palmer 
House and LaSalle Hotels, Chicago. 

12-15—Portland Gift Show, Port- 
land, Ore. 

18-20—Washington Retail Jewelers 
Association annual convention, Olym- 
pic Hotel, Seattle, Wash. 

19-22—Seattle Gift Show, Seattle, 


Wash. 
Gift Show, Baker 


19-23—Dallas 
Hotel, Merchandise Mart, Dallas, 
Allied Gift and 


Tex. 
19-23 — Spring 
Jewelry Show, Hotel Adolphus, Dal- 
las, Tex. 
26—Illinois Retail Jewelers Asso- 
ciation annual convention, Peoria. 
26-Mar. 1—Ohio State Gift Show, 
Hotel Deshler-Hilton, Columbus. 
26-Mar. 3—New York Gift Show, 
Hotel New Yorker and Trade Show 
Building, New York. 


MARCH 


5-9—Boston Gift Show, Hotel Stat- 
ler and First Corps Cadet Armory. 

5-¢ it Hotels 
Statler Hilton and Sheraton Cadillac, 
Detroit, Mich. 

11-12—Kansas State Retail Jewel- 
ers Association annual convention, 
Hotel Lassen, Wichita, Kans. 

17-2i—-American Gem Society an- 
nual conclave, Sheraton Towers Ho- 
tel, Chicago. 

18 — Manufacturing Jewelers and 
Silversmiths of America, Inc., annual 
banquet, Statler Hotel, Boston. 

18-2 1 Pacific Northwest Re- 
tail Jewelers Convention, Olympic 
Hotel, Seattle, Wash. 

19-21—Indianapolis Gift Show, Ho- 
tel Claypool, Indianapolis, Ind. 
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19-22—Philadelphia Gift Show, Ho- 
tel Benjamin Franklin, Philadelphia. 


APRIL 


15-25—45th Swiss Industries Fair, 
Basle, Switzerland. 

17-May 7— Tokyo International 
Trade Fair, Tokyo, Japan. 

19-21—-Manufacturing Jewelers and 
Silversmiths of America, Inc., con- 
vention and_ industrial 


'28-May 


idence, a 
30-May 9—German Industries Fair, 
Hanover, Germany. 


MA Y 


3-13 — Fifth annual U. S. World 
Trade Fair, Coliseum, New York. 
New York Stationery Show, 
Hotel New Yorker, New York. 


JUNE 


6-7—Educational Jewelry Manufac- 
turers Association annual meeting, 
Drake Hotel, Chicago. 

18-19—-Vermont Retail Jewelers As- 
sociation annual convention, Basin 
Harbor Club, Basin Harbor, Vt. 

25-27 — New Hampshire Retail 
Jewelers Association annual conven- 
tion, Farragut Hotel, Rye, N. 


Ultrasonic Industries 
opens West Coast office 


Ultrasonic Industries Inc. of Al- 
bertson, Long Island, N. Y., has 
opened a Western Regional Sales 


and Service Office at 4959 Weeks | 


Ave., San Diego, Cal. 

The firm, which manufactures 
the diSONtegrator ultrasonic 
cleaner, appointed Calvin Edmonds 


as western regional sales manager | 
Edmonds | 
was formerly with Acoustica As- | 


to head the new office. 


sociates, Inc. 
According to a UI announce- 


ment, the new facility will enable | 
the company to provide West Coast | 
dealers and customers with prompt | 
delivery from inventory as well as | 
technical assistance and other con- | 


veniences. 

More than 3000 diSONtegrators 
have been installed since the prod- 
uct was placed on the market, many 
located in the 11 western states. 





exposition, | 
1. em Biltmore Hotel, Providence, | 


5— United Jewelry Fall | 
Show, Sheraton-Biltmore Hotel, Prov- | 








Get The MOST 
Out of Your Sales 


If you want to run a cash-raising 
sale—or sell out your store for any 
reason—let us advise you without ob- 
ligation! The RIGHT decision may 
mean thousands of extra dollars to you. 


We will not accept your sole unless 
we are certain that it will be most suc- 
cessful. Our 35 years of experience and 
reputation is our guarantee. 


Write * Wire * Phone Collect 


No Obligation © In Strictest Confidence 


BRILL & COLMES 


end Associates, Inc. 
Auctioneers and Sales Specialisis 
45 West 45th St., N. Y. 36, JU 6-2334 





Members Jewelers Board of Trade j 














PRESTIGE ADVERTISING 
Via the Practical Medium... . 
Priced Low! 


_——— STYLE KEY CHAINS 


Are Jewelry Finished 
ideal for Everyone 


©@ OPEN NEW ACCOUNTS 

@® REVIVE OLD ACCOUNTS 

@ HOLIDAY REMEMBRANCE 

e AID TO COLLECTIONS 

Only 27¢ in Gross lots (500's— 
26¢) ineluding your message on 
disk. Shipped oro if check ae- 
companies order. jewelers add 
sales tax). ey ras mat 
for your promotion. App. 4” long 
overall; tag is 1%” in ay t 
ehain 1%” long; ring 1” in di- 
ameter. Write for free sample. 


Disk colors—White, Red, Black and 
Assorted. Gold or silver color chains, 
matching advertisements. 


Wohl « Box 765 « Lancaster, Pa. 











JET STREAM SERVICE 


Newly designed Certified 
Wedding Rings are being 
produced on new efficient 
machines which guarantee 
quick service with no in- 
crease in price. 18K for export. 


CERTIFIED metas co. |) SAso4 























VELVET 


for 
Drapes, Showcases, Windows 
wide—Crush Resistant 
LOW, LOW PRICES 
Write for samples 
CAROL VELVET COMPANY 
P. O. Box 404 GREENSBORO, N. C. 
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GOING OUT OF BUSINESS 
SALES 





by Manny Silverman 


WE ARE NOW CONDUCTING 
10 SALES IN 10 STATES 


New York, Wisconsin, Montana, Texas, | 


North Carolina, lowa, Michigan, Ohio, 
Pennsylvania, California 


Two Stores have been in business over 
100 years. ... 

Three stores... over 50 years 

Two stores .... over 30 years 

One Store. ...over 20 years, and 
One a mere baby of |5 years 


Four are Credit Stores 


Five are High Class—Hallmark Stores 


These Stores are in Cities with popula- | 
tions of from 8,000 to 300,000 people. | 


WE EXPECT TO DO BETWEEN 
$500,000 and $1,000,000 IN VOL- 


UME IN THESE 10 STORES IN| 
NOVEMBER AND DECEMBER. 


AND EXPECT THAT THESE 10 


JEWELERS WILL REALIZE $ FOR | 
$ OR BETTER FOR THEIR ASSETS | 


. .. AFTER ALL EXPENSES! 





WE KNOW THIS WILL BE THE | 


RESULT BECAUSE WE HAVE AC- 
COMPLISHED THIS FOR OVER 


1000 JEWELERS IN THE PAST 10° 


YEARS. 


YOU KNOW, WE JUST MIGHT 
BE ABLE TO DO THIS FOR YOU | 
IN JANUARY, FEBRUARY OR | 
WHY NOT AT LEAST 
LET US ANALYZE YOUR STORE | 


| years. 


MARCH. 
AT OUR EXPENSE! 


WRITE! WIRE! CALL COLLECT! 
SILVERMAN SALES ENTERPRISES 


580 Fifth Avenue, N. Y. 36, N. Y. 
Telephone: Plaza 7-4692-3 











News of Personnel 








Hamilton Beach, Division of Sco- 
vill Manufacturing Co., has made 
these changes in its sales force: 

William A. Howe has been appoint- 
ed central regional sales manager 
with headquarters in the offices of 


William A. Howe R. ©. Rasmussen 


its Racine, Wis., plant. He was form- 
erly Hamilton Beach’s district sales 
manager for the Florida territory. 

Raymond C. Rasmussen takes over 
Mr. Howe’s Florida territory. He will 
make his headquarters in Tampa. He 
joins the company from the Toastmas- 
ter Division of McGraw Edison Co. 


Bernard Mitchell 
manager for 


is new district 
Toastmaster domestic 


| appliances in Georgia, Alabama, and 


part of eastern Tennessee. 


Mickey Teeman has been appointed 
Feleo’s West Coast sales represent- 
ative. 


Wayne F. Richards has been named 
national sales manager for Adco, Inc., 
parent company of Dahnken’s Inc. 
He will service the 19 stores of the 
wholesale jewelry firm which operates 
in California, Oregon, Washington, 
Texas, Arizona, Hawaii and Utah. 


for 
and ac- 


New merchandise 
handbags, jewelry, gloves 
New York’s’ Franklin 
Simon is Louis Goldstein. He was 
formerly merchandise manager for 
Winkelman’s in Detroit. 


manager 


cessories at 


Ira Berman is new West Coast 
sales representative for Bridal Ring 
Co., Inc. He succeeds the late Maurice 
W. Goldstein, who represented the 
firm in California, Washington, Ore- 
gon, Nevada, Utah and Idaho for 16 


Norman C. Zatsky has been ap- 
pointed director of the research and 


| development division of U. S. Time 


Corp. The division, at Irvington-on- 


_the-Hudson, N. Y., carries on devel- 
_ opmental work in the field of guid- 
| ance 


system packages, including 


accelerometers, gyroscopes, inertial 
components and precision instrumen- 
tation. Mr. Zatsky was _ formerly 
chief of components engineering for 
Reeves Instrument Corp. 

Sheldon Waldow, who formerly 
headed the division, has been ap- 
pointed staff consultant to the com- 
pany’s president. 


Hamilton Watch Co. has made 
these appointments to the wholesale 
division of its subsidiary, Wallace 
Silversmiths, Inc.: 

Raymond T. Cleeland, formerly 
district manager of the Great Lakes 


Raymond T. Cleeland Malcolm W. Quigley 


area, has been named assistant direc- 
tor of sales. 

Malcolm W. Quigley, formerly 
sales manager for the housewares di- 
vision of H. Leff Electric Co., Cleve- 
land, takes over as district manager 
of the Great Lakes area. 


Gordon’s Jewelers add 
two new Texas stores 


Two long-established jewelry 
stores in Texas—one in Houston 
and another in Galveston—have 
been added to the Gordon’s Jewel- 
ers chain. 

The new additions were Miller’s 
Jewelry at 416 Main St., Houston, 
one of the largest jewelry stores in 
the downtown area, and Melcer’s 
Jewelry at 2111 Market St., Gal- 
veston. Melcer’s, one of Galveston 
Island’s oldest jewelry stores, has 
been in operation since 1910. The 
names of both stores became Gor- 
don’s Jewelers. 

The chain had opened 16 new 
stores in 1960 by mid-October and 
planned to open five more in the 
month following the two Texas 
openings. 

At that time the chain totaled 81 
stores, located in nine states and 
Puerto Rico. Plans call for an in- 
crease to at least 108 stores by the 
end of 1961. 


JEWELERS’ CIRCULAR-KEYSTONE, DECEMBER 1960 





BENRUS 


EXPANDING 
SEEKS QUALIFIED SALESMEN 


Benrus is growing. To keep pace with this 
srowth, Benrus is adding still more strength to 
its topflight sales organization. 


If you are... 
ea really good salesman 
e who understands how to sell quality mer- 


chandise 

e who is interested in superior earnings 

e and who Is willing to relocate to an opportu- 
nity assignment... 


Call or write: Director of Personnel 
Benrus Watch Company, Inc. 
50 West 44th Street 
New York 36, New York 


All communications will be held in the strict- 
est confidence. Benrus people, already part of 
the growth program, have been asked to co- 
operate by recommending qualified candidates. 
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SAVES ON 
INVENTORY 


e Makes rings 
larger or 
smaller 

@ Expanding mandrel 


accepts rings from 
sizes 1 to 15. 


@ No scratching. 
No marring. 


@ Reducing die with om 
16 sizing holes permits 

the greatest range of only 99 50 
reductions. Time Payments 


Contact your wholesaler or 
write for literature to: _ 


new hermes 
154 West 14th Street, New York 11, N. Y. 

















a a 


guarantees 


BALDWIN BRACELET CORP. 








Obituaries 








Harry H. Taub, Bulova Watch 
Co.’s West Coast regional sales 
manager and sales consultant 
since his retirement in 1957 as a 
Bulova salesman, died Oct. 16. 
Well known as a master of cere- 
monies in the jewelry industry, 
Taub served as emcee at Bulova’s 
annual employees’ dinners for 
nearly 20 years. Bulova credits 
Taub with “opening” the New 
York territory for the firm in the 
1920’s. 

Thomas G. Bowker, 52, New Eng- 
land sales representative for J. R. 
Wood & Sons, Inc., died Oct. 8 in 
Portland, Me. With J. R. Wood 
for 12 years, he had previously 
been Artcarved representative in 
Delaware, Maryland and Virginia. 
Emma B. Buckminster, 69, a part- 
ner in the firm of C. A. Buckmin- 
ster and Son Jewelers in Ilion, 
N. Y., died Oct. 18. 

Louis S. Fried, 58, senior sales 
representative for Benrus Watch 
Co., died recently. Starting in 
business with the concern of 
Henry Ginnel of New York, Fried 
was later associated with Buss- 
Linthicum, Thorsen, Waltham and 
Longines prior to joining Benrus 
10 years ago. 

Rudolf Freund, 82, designer of 
the Silver Star, the Legion of 
Merit and other medals died Oct. 
27. Freund did many noted pieces 
of work for Bailey, Banks & Bid- 
dle, Philadelphia jewelers. 
Magnus Fritze, a jewelry maker 
and diamond setter who owned a 
jewelry shop in Albany, N. Y.., 
died Oct. 11. 

William W. Shuey, 65, owner of 
a jewelry store in Shamokin, Pa., 
died Oct. 22. 

Samuel Bellar, 79, a jeweler in the 
Boston area for more than 60 
vears, died Oct. 13. 

Russell F. Gaudette, 55, owner of 
Gaudette Jewelry Store, Leomin- 
ster, Mass., died Oct. 22. 

Robert H. Browning, 38, owner of 
Bob’s Jewelry in Louisville, Ky., 
was found dead Oct. 1 in a Louis- 
ville parking lot. 

Albert O. Oksanen, owner of Al 
Oskanen’s Jewelry store in Sacra- 
mento, Cal., died in September. 
Joseph K, Fodor, 71, a jeweler in 
Aurora, Ill, since 1920, died 
Oct. 21. 


Walter L. Heath, 65, former pres- 
ident of William Anderson Co., 
Providence jewelry manufacturing 
company, died Oct. 10. 

Louis G. Buss, 77, one-time part- 
ner in Buss, Linthicum & Thorsen, 
wholesale watch déalers, and a 
former president of the Chicago 
Jewelers’ Association, died Oct. 28. 
Abraham Burnett of Burnett & 
Sons, Tacoma, Wash., died in Sep- 
tember. 

xeorge Storaasli, Tacoma, Wash., 
jeweler, died in September. 
David S. Lockhart of Lockhart’s 
Jewelers, Millbrae, Cal., died in 
September. 

Morris Eisendorfer, 87, owner and 
operator of a jewelry manufactur- 
ing firm in Denver for 42 years 
until his retirement this year, died 
Nov. 2. 

Charley H. North, 75, Ballard, 
Wash., jeweler, died Oct. 9. 
George E. Clegg, 82, who was en- 
gaged in the manufacture of 
jewelry in Denver from 1920 un- 
til shortly before his death, died 
Oct. 23. 

Lester Chinn, 42, a jewelry store 
owner in Seattle, Wash., died 
Oct. 24. 

Joseph A. Gogerty, 58, originator 
of jewelry promoting Presidential] 
candidates, died Nov. 4. 

Jesse H. Bailey, 60, a jewelry re- 
pairman in Washington, D. C., 
died Oct. 7. 

Tonie Oliver Leigh, 68, former 
jewelry store owner in Marshall, 
Tex., died Oct. 24. 

Charles F. McCarvel, 71, owner of 
a jewelry store in Elyria, Ohio, 
for 50 years, died Oct. 18. 

Dr. Charles Ross Campbell, 75, 
owner of Campbell’s Jewelry Co. 
in Atlanta, Ga., died Nov. 3. 
Joseph Joel, 78, co-owner of the 
Virginia Jewelry Store in Rich- 
mond, Va., died recently. 

Eddie L. Hill, 66, operator of a 
jewelry store in Atoka, Okla., for 
the past 19 years, died Oct. 8. 
Lon F. Suder, 51, owner of Suder’s 
Jewelry Store in College Park, Ga., 
died Oct. 8. 

Margaret Schucraft Sies, former 
operator of Sies Jewelry Co. of 
Rossville, Ga., and a past president 
of the Georgia Retail Jewelers As- 
sociation, died in Ormond Beach, 
Fla., Oct. 24. 

Jacob Abramson, 73, president of 
the Marks & Abramson jewelry 
business in Rochester, N. Y., died 
Oct. 30. 
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El Morocco’s Champagne Room 
gets ‘Avanti!’ sterling flatware 


New York’s El Morocco Club has 
chosen “Avanti!” by Celsa for the 
sterling silver flatware in its Cham- 
pagne Room. 

All pieces in the “Avanti!” series 
have specially shaped ends with open 
handles. 

El Morocco, in claiming to be the 
first night club to “pamper its exclu- 
sive clientele with sterling silver set- 
tings,” has also tried to solve some of 


9? 


the problems which beset waiters in 


accounting for’ silverware. Each 
waiter doubles as a plain-clothesman 
—he must count the silver pieces after 
every serving, and each night all of it 
is counted before being put into a 
vault. 


Golden Shield sets up sales 
symposiums for credit jewelers 


A team of retail jewelry experts, 
headed by Norman Gladney, vice pres- 
ident and general sales manager of 
Golden Shield Corp., are touring the 
country conducting a series of store 
meetings with credit jewelers and 
their sales staffs. 

All facets of store merchandising 
are being covered in the sales sym- 
posiums by the Golden Shield experts. 
The range of their topics includes 
display, catalogs, newspaper and 
broadcast advertising, and use of 
Golden Shield’s exclusive closed cir- 
cuit TV _ traffic-promotion program. 

The symposiums are offered without 
charge. Expenses for the program are 
borne by Golden Shield. For further 
information, contact J. Schaefer, 
Golden Shield Corp., Great Neck, 
N. Y. 
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Westclox introduces transistor 
clock radio on limited basis 


Westclox’s new “Travelaire” trans- 
istor clock radio was introduced re- 
cently in two models—“his” and 
“hers.” 

It has a 32-hour keywound clock 
that does not drain the battery. 

They are $44.95, and with a genuine 
cowhide carrying case, they retail at 
$49.95. 

The “Travelaire” is 3% inches 
high, 5% inches wide and 1% inches 
deep. It has a shock resistant case, 
an earphone for private listening, 
and is backed by a 90-day factory 
guarantee. 

While both models have luminous 
dials, the “his”? model comes in oxford 
gray with ivory trim and “hers” is 
turquoise with ivory trim. Carrying 
cases are gray for the man’s model 
and light tan for the woman’s. 


Artcarved's two page ad lets 
readers “try on" wedding bands 


A pair of scissors is all the readers 
of Modern Bride and Bride’s Maga- 
zine need to “try on” rings from the 
Artearved Division of J. R. Wood & 
Sons. 

The full-color, two-page spread has 
full size illustrations of wedding 
bands with instructions for cutting 
them out so they may be “tried on.” 

Thirty-nine women’s wedding 
bands, and 10 sets of matching men’s 
and women’s bands, are shown. Yel- 
low and white rings, and some with 
diamonds, appear. 

Also included in the ad is a coupon 
for the Artcarved Wedding Guide 
booklet and the name of the nearest 
Artcarved dealer. 


Sheaffer will again sponsor 
high school writing contest 


W. A. Sheaffer Pen Co. will again 
sponsor “the world’s largest literary 
competition for secondary school stu- 
dents.” 

The contest—the Scholastic Writing 


Awards conducted by Scholastic Mag- 
azines, Inc.—has cash prizes totaling 
$4,710. Other ewards include Sheaf- 
fer pens and gold keys for national 
winners. 

Nearly 150,000 students last year 
submitted manuscripts for judging by 
a panel of authors and educators. 

Students enrolled in grades six to 
12 in any public or parochial school 
in the U. S., its possessions, and 
Canada are eligible to enter. 

The contest is divided into senior 
and junior high schoo! divisions. 
Classifications include short story, 
short-short story, poetry, essay, ex- 
pository article, and dramatic script. 

For a rule booklet, write Sheaffer 
Pen Co., Fort Madison, Ia. 


Flex-Let suggests ‘cathedral’ 
theme for ‘Classics in Medals’ 


Flex-Let’s “Classics in Medals” 
collection of religious mementoes has 
been given a new holiday and year- 
round display unit. 

Polished yellow wire is shaped to 
suggest cathedral windows for the 

















display holding five boxed medals and 
one loose one. 

Contact Flex-Let Corp., 580 Fifth 
Ave., New York. 


Davidson & Sons publishes new 
catalog of over 800 items 


Davidson & Sons Jewelry Co., Inc., 
is offering Jewelers a free copy of its 
new catalog of stone rings, pearls, 
necklaces, brooches, earrings and wed- 
ding rings. 

The four-color publication shows 
over 800 items from the company’s 
line. It shows retail prices with the 
items, and it is accompanied with an 
eight-page dealer’s cost list. Included 
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Proved! In every section of the country. 
The most reliable, most important hand- 
book of its kind ever put at the service 
of the jewelry irtdustry. It is filled with 
information the industry needs but can’t 
find through any other single source. 
It is 100% verified; every fact supplied 
by a responsible individual at every 
company listed. The nature of its con- 
tent makes the JC-K Jewelers’ Directory 
Issue a year-long, day-after-day working 
tool for every jewelry industry member. 


Advertisers are assured of a great and 
alert audience of active buyers. The 
circulation of over 22,000, like the data 
in the Directory sections, is also veri- 
fied! The day-after-day traffic through 
this_issue offers not merely billboard 
advertising; but buying traffic from 
people actively in search of merchan- 
dise needed to satisfy customers. 


Over 22,000 buyers throughout the in- 
dustry have come to depend on the 
JC-K Jewelers’ Directory Issue to sup- 
ply them with the buying information 
they need day in, day out — all year 
‘round. Be sure your sales message is 
placed before the eyes of those who 
will be using the 1961 edition. Closing 
date for space reservation is approach- 
ing. Get in touch with your nearest 
JC-K office now for full particulars. 


—JC-K JEWELERS’ DIRECTORY ISSUE 
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in the supplement are sales help ma- 
terials which the jeweler may order 
free. 

The catalog’s title is “The Dason 
Book of Jewelry Favorites” and it is 
the 14th such book the firm has pro- 
duced. 


Hamilton strives for identity 
with timekeeping of the future 


Hamilton Watch Co. is advertising 
a concept it calls “Continuous Time” 
as a means of publicizing its electric 
watches, and to give the company a 
head start in the market of the fu- 
ture. 

Hamilton says it assumes time- 
pieces of the future may be radically 
different from even the most ad- 
vanced mechanisms of today. So the 
company advertises not only products 


in the watch field, but also its place 
in the “time business.” 

The phrase, “Continuous time,” 
first appeared in Hamilton’s new cat- 
alog in August. It is now playing an 
important part in the company’s en- 
tire advertising and promotion pro- 
gram. 

Hamilton says it is looking for an 
identity as a company providing “ser- 
vice through accurate, carefree time- 
keeping” in the advertising program. 


Twelve retired Gorham patterns 
will be available year round 


Two groups of Gorham’s retired 
flatware patterns are now available 
on a 30-day delivery basis without a 
die charge at prices slightly higher 
than nationally advertised for current 
designs. 

The two groups include six recently 
retired patterns and six older ones in 
greatest demand today. 

The twelve patterns will be adver- 
tised as the “Encore Group” in an- 
nouncements in the January issue of 
House Beautiful magazine. 

The recently retired patterns are 
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“Etruscan,” “Lily of the Valley,” 
“Decor,” “Theme,” “English Gadroon”’ 
and “Willow.” 

Older retired patterns in the “En- 
core Group” are “King Albert,” 
“Madam Jumel,” “Louis XV,” “Hunt 
Club,” “Nocturne,” and “Versailles.” 

In addition to its new policies on 
these patterns, Gorham has also an- 
nounced its new ‘“Made-to-Order” 
program. Dealers may accept orders 
for over 200 other retired Gorham 
sterling patterns until March 1, 1961, 
for deliveries beginning next summer. 
All deliveries are scheduled to be 
completed by Oct. 15, 1961. 

Gorham’s “Made-to-Order” price 
list illustrates the 101 most popular 
patterns in the promotion and lists 
their retail prices (slightly higher 
than for current patterns). 


‘Feature Flex’ ring expands, 
contracts for perfect fit 


Feature Ring Company has mar- 
keted a new ring called “Feature 
Flex” which expands and contracts 
to slide easily over large knuckles. 

The ring has a feature the company 
ealls “Controlled-Expansion.” It al- 
lows the shank to become larger when 
it is being slipped on a finger, but it 
automatically contracts for a perfect 
fit on the smaller part of the finger. 

When on the finger the “Feature 
Flex” looks like a conventional ring. 
The “Controlled-Expansion” feature 
is at the two sides of the shank where 
they are hidden by the other fingers. 

American Testing Laboratories, 
Inc., tested the ring by flexing it over 
1.6 million times (the equivalent of 
500 years’ wear). 

The ring “cannot be pulled out of 
shape, nor can it be over-stretched,” 
the company says. It also assures 
comfort to the wearer because its con- 
traction is limited to the proper ring 
size for the small part of the finger. 

Jewelers may stock the “Flex Kit” 
which contains six interchangeable 
ring shanks from sizes 3% to 9. Each 


size shank expands up to three sizes. 

The company says it takes less than 
two minutes to reach a perfect fit. 
And ring guards are no longer neces- 
sary with “Feature Flex,” the com- 
pany adds. 

For further details, contact your 
distributor or write Feature Ring Co., 
Inc., 1830 W. 46th St., New York. 


Newall markets new cleaning 
product for pearls, jewelry 
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A new cleaning agent for pearls 
and other jewelry, which is said to 
“make even 20-year-old jewelry look 
sparkling new in seconds,” has been 
named “Pearl Care” by its maker, 
Newall Manufacturing Co. 

The manufacturer says it is a gentle 
cleaning agent which contains no 
ammonia or harmful solvents. 

It is being marketed in three sizes, 
starting at $1.50 retail. Contact your 
Newall distributor. 


U. S. Time wants to sponsor TV 
special on controversial drug 


U. S. Time Corp. hopes this season 
to sponsor a television special center- 
ing around Krebiozen, a controversial 
drug for the cure of cancer. The drug 
is not recognized by the American 
Medical Association or the American 
Cancer Society. 

U. S. Time says it would like to 
present the known facts on both sides, 
possibly to stimulate adequate re- 
search on the drug. 

Timex Division of U. S. Time is 
sponsoring a new NBC public affairs 
program called the “White Paper” 
series. Chet Huntley both narrates 
the action and acts as an on-the- 
scene reporter. The program ex- 
amines current trends and develop- 
ments which affect the country soon 
after they become evident. 

“The U-2 Affair” was presented 
Nov. 29 as the first of the series. 

Timex continues its sponsorship of 
the one-hour Red Skelton shows and 
the “Timex All-Star Circus Show.” 


Automatic movie screen lowers 
itself at flick of a button 


Radiant Manufacturing Corp. has 
marketed a small size home movie 
screen which lowers at the touch of a 
switch. 

Called the “Autolectric Compact,” 
it is produced in the 50 by 50 inch 
size. Retail price is $139.50. Other 
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automatic screens measure 60 by 60 
and 70 by 70 inches. 

All that is visible before it drops 
into view is the “hammerloid blue” 
extruded aluminum case and mounting 
brackets. It may be installed on walls 
or ceiling and operates from any 
standard electric outlet. 

The screen may be stopped at any 
point of extension for use as an ob- 
long screen for slide viewing. 

Contact your wholesaler. 


Jewelry stores can give globes 
in Remington Rand promotion 


Remington Rand Portable Type- 
writer Division is launching its first 
promotion designed specifically to 
meet the needs of retail jewelry out- 
lets. Jewelers will be able to give 
away 12-inch globes (with a retail 


value of $4.98) to buyers of the 
Remington “Travel-Riter” portables. 

Jewelers who take part in the pro- 
motion also will receive free display 
materials and free advertising mats. 

“We recognize the importance of 
jewelry outlets, and we plan to give 
them a full program of merchandising 
and promotion support,” Remington 
Rand said. 


Pearls by Deltah produces new 
opera length cultured necklace 


Pearls by Deltah has added an 
opera length cultured pearl necklace 
to its line. 

The high fashion jewelry is 20 
inches long and made up of 3 x 8 
mm gems. 

Each necklace is individually gift 
packaged. 

Contact your wholesaler. 


Hermes introduces engraving 
machine for ring bands 


Engraving machine by New Hermes 
is said to engrave any kind of wed- 
ding band or stone ring inside the 
band. 

Only a few minutes of practice are 
required to learn to operate it, the 
company says. 
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It has a self-centering chuck which 
automatically brings the desired en- 
graving to the center of the band. 
Spacing between letters is adjustable 
so full names, initials, dates or stock 


numbers can be engraved in full with- 
out difficulty. And it engraves either 
block letters or script type. 

The fully equipped machine is $179 
FOB, New York. 

From New Hermes Engraving Ma- 
chine Corp., 154 W. 14th St., New 
York. 


Rubber ‘Shock-Shield’ is said 
to prevent dust, shock damage 


A rubber cover for watches, called 
‘“*Shock-Shield” is said to protect all 
types of watches and timers from 
shock damage. 

They are made of impact-absorb- 
ing sponge rubber, and come in sizes 
to fit watch cases up to two inches 
in diameter. Only the face and 
crown are exposed with the cover 
installed. They retail at $1.75 each. 

From H-T Supply Co., 44 Adams 
Ave., Norwalk, Conn. 


Waltham watches commemorate 
centennial with new packaging 


Waltham Watch Co. of Chicago is 
commemorating the 100th year of 


Waltham watches with new presenta- 
tion cases for its products. 

The plastic box is shaped like an 
open book, revealing a large embossed 
eagle. The front suggests medals the 


watches have won, and on a shield 
appears this theme, “Waltham: Tim- 
ing America for over 100 years.” 

The interior of the case is lined 
with plasticized white cloth with gold, 
red, white and blue lettering describ- 
ing the centennial. 

The watch sits in a well of red sim- 
ulated velvet. 

The case was designed and executed 
by Buffalo Jewelry Case Co. 


Columbia Diamond Rings has 
lighted outdoor sign program 


The manufacturers of Columbia 
diamond rings has introduced a flex- 
ible outdoor sign program for their 
dealers. 

Three basic units are available. 
The first is a three-by-three foot unit 
which carries a large picture of a 
diamond. The second is a three-by- 
six foot sign featuring either the 
store name or the Columbia logo. 
The largest is four-by-six feet with 
the jeweler’s name and the Columbia 
logo. 

The signs are available either hor- 
izontal or vertical. All are lighted 
with four fluorescent lamps. 

Contact Advertising Department, 
Columbia Diamond Rings, 134-20 
Jamaica Ave., Jamaica 18, N. Y. 


Benrus compliments car makers 
for one year guarantee period 


Benrus Watch Co. recently congrat- 
ulated American car manufacturers 
for extending the warranty period on 
automobiles to 12 months. 

Benrus predicted the firms would 
“reap rich rewards from the 12-month 
warranty.” 

Benrus based its reassurance on 
“the enthusiastic response accorded 
Benrus when, two years ago, we in- 
troduced the most comprehensive un- 
conditional guarantee ever offered by 
a manufacturer of nationally adver- 
tised watches.” Benrus watches have 
a three year unconditional guarantee. 


Jacoby-Bender watchbands get 
"Multi-Width' adjusting ends 
Jacoby-Bender has added self-ad- 


justing ends to most of its watch- 
bands, a unit called “Multi-Width” 


ends. They fit watch cases from 
5, inch to % inch and may be at- 
tached without the use of tools. 

Ends—either straight or curved— 
automatically expand to their fullest 
width when compressed to fit any 
band. Hidden springs are the heart 
of the end construction. 


Powertron's new ultrasonic unit 
automatically adjusts to load 


Powertron’s integral feedback 
transducer makes sustained efficient 
cleaning possible in its new series of 
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ultrasonic cleaners. The manufac- 
turer says the machine adjusts auto- 
matically to reduced cleaning agent 
level and slow cleaning activity. 

It has only an off-on switch—no 
other adjustments are necessary, says 
Powertron. An untrained operator 
cannot harm the machine through 
neglect (even operation for a reason- 
able time with an empty tank), the 
company says. 

The feedback transducer measures 
the amount of ultrasonic activity and 
corrects output phase and frequency 
to keep it working efficiently. 

Contact Powertron Ultrasonics 
Corp., Garden City, N. Y. 


Community's "White Orchid” is 
offered in post holiday sale 


Community Division of Oneida Ltd. 
Silversmiths is offering two services 
of its “White Orchid” pattern at 
one-half the open stock price begin- 
ning Dec. 26. 

The sale will last through Jan. 14, 
1961. 

The Community Division says the 
sale is planned so the jeweler will not 
have a sales let-down after the Christ- 
mas shopping season. 

A 52-piece service for 8 will be 
priced at $49.95, and a 76-piece ser- 
vice for 12 will retail for $71.50. A 
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blond or mahogany finish chest is 
available for either service at $8.75 
retail. 

Contact your Community represent- 
ative or distributor. 


Anson's reindeer captures 
holiday theme for men's jewelry 


A reindeer with a knowing smile 
sets the holiday theme for Anson’s 
sterling silver men’s jewelry display. 

The deer’s antlers not only are 


decorated with Christmas tree orna- 
ments, they are used as display space 
for one of the sets of men’s acces- 
sories. 

Items on the display retail from 
$15 to $18.50. They consist of sets 
of cufflinks and tie clasps. All are 
hand-engraved. 

Contact your Anson distributor. 


Croton publishes technical 
and sports watch manual 


Croton Watch Co. has produced a 
16-page manual listing its products, 
ranging from special industrial time- 
keepers to skin divers’ watches with 
built-in depth gauge. 

Applications for the timers include 
aviation, skin diving, yachting, sci- 
ence, doctors, nurses, sports, research, 
industry, and special plain watches 
for nuns. 

For a free copy. write Croton 
Watch Co., 404 Park Ave. S., New 
York. 
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A. Cohen & Sons offers new 
catalog of 500 giftwares 


A. Cohen & Sons Corp. of New 
York, Atlanta and Los Angeles has 
published a new catalog of 500 gift- 
ware items as representative of its 
lines. 

Jewelers who would like a copy may 
write A. Cohen & Sons Corp., 27 W. 
23rd St., New York. 


Gem display shows customers 
a diamond-in-the-rough 


Jewelry store customers can see an 
uncut diamond ten times bigger than 
life-size in an educational display 
from Bob Sirratt. 

A five-point rough diamond is 
mounted under a 10-power magnifying 


glass on a clear plastic base in the 
display. 

A step-by-step diagram of how a 
diamond is cut is mounted with the 
rough stone display. 

It is offered for $12.50 with a money 
back guarantee “if it doesn’t help you 
sell diamonds.” 

Contact Bob Sirratt, 1107 Military, 
Baxter Springs, Kan. 


Palliser Jewelry Co. produces 
three page 14K charm folder 


Palliser Jewelry Co. has published 
a three-page color folder featuring its 
14K gold charms. 

More than 80 new styles are in- 
cluded within its pages. It contains 
full descriptions and price informa- 
tion with prices coded for customer 
use. 

Contact Palliser Jewelry 
W. 47th St., New York. 


Co., 10 


Getz Jewelers is honored 
by Columbia Diamond Rings 


Jack Getz, president of Getz Jewel- 
ers, an Ohio retail jewelry chain, was 
recently honored by the manufactur- 
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ers of Columbia Diamond Rings with 
the company’s “Award of Integrity.” 

Seymour P. Sadev, national sales 
manager for Axel Bros., Inc., made 
the presentation. The trophy was in 
commemoration of Columbia’s one 
millionth ring. 


International plans sale before 
retirement of two patterns 


International Sterling Division has 
announced a 30 per cent reduction 
sale on the retirement of two of its 
long-time designs—“‘Wild Rose” and 
“Blossom Time.” 

Five-piece place 


settings in the 


two patterns will be reduced from 
$30 to $21 FTI beginning Jan. 29. 
The sale ends Feb. 11. Other savings 
are planned for other open stock pur- 
chases. 

After the sale the patterns will 
be placed in International’s “special- 
to-order” price category. The most- 
used items will thereafter be avail- 
able for immediate shipment from 
the factory. 

Promotional material for the sale 
includes newspaper mats, television 
and radio spot announcements, con- 
sumer leaflets and a counter card 
on which is displayed pieces of the 
two designs. 

Contact your International repre- 
sentative. 


Ship Your Old Gold and 
Precious Metal Scrap 


Mn 


ANY 
SIZE 


Our refinery is equipped, staffed, 


and qualified (over 90 years) to recover 


every grain of gold, silver, platinum, 


etc., from your accumulations . . . accu- 


rately and economically. Old jewelry, 


optical scrap, sweeps, polishings, sink 


settlings, filings . 


. . you ship it in any 


form and any quantity. Our service as- 


sures prompt, dependable returns and 


checks that satisfy. 


Bie. 


¢ DIVISION OF NATIONAL LEAD CO. 


111 North Wabash Avenue .- 


Chicago 2, Illinois 





(the transistor-electro-magnetic 
coils, phase-sensing coils, capac- 
itor and resistor arrangement). 
This design will be explained in 
detail later in this article. 


Amplitude Variance 

While it might seem advan- 
tageous to keep the tines’ ampli- 
tude to exact limits, this would 


Figure 10. ‘‘Heart’’ of ‘‘Accutron”’ is 
tuning fork with its magnetic elements 
attached to tines. Below it is the revo- 
lutionary timepiece’s electronic system. 


BULOVA’S 
ELECTRONIC 
“ACCUTRON"” 


PART II 


By Henry B. Fried 


A built-in checks and balances sys- 


tem prevents this versatile time- 


piece’s gaining or losing seconds 


when power out-put from its mer- 


cury battery increases or decreases 


® In last month’s introduction 
to “Accutron,” Bulova’s revolu- 
tionary electronic ‘tuning fork 
wristwatch,’ we pointed out that 
each vibration of the tuning 
fork (Figure 10) moves the 
index wheel only one tooth. 

In an elementary example of 
the electro - magnetically acti- 
vated tuning fork (Figure 3), 
we also showed that if the volt- 
age increased, the tuning fork 
tines might vibrate with greater 
amplitude, and push the wheel a 
distance of more than one tooth. 
That would cause any timepiece 
connected to the mechanism to 
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gain. Conversely, if the voltage 
dropped, the amplitude might be 
insufficient to advance the index 
wheel even one tooth. 
Furthermore, a shock might 
increase or decrease the ampli- 
tude, causing erratic timekeep- 
ing. However, in Bulova’s “Ac- 
cutron,” the problem has been 
solved in two ways. First, by 
the design of the ratchet toothed 
index wheel and its index and 
pawl jewels; this arrangement 
allows reasonable variations of 
amplitude—and yet the tine in- 
dexes only one tooth at a time. 
Second, by the electronic design 


not be advisable. If the voltage 
dropped, a diminishing of the 
amplitude would cause a failure 
of the index jewel to advance 
the one tooth required. On the 
other hand. should the voltage 
rise, or the watch receive a 
shock, the amplitude would in- 
crease, causing the index jewel 
to register more than one tooth. 
The increase would result in the 
timepiece’s gaining time. 

The index wheel contains 300 
fine ratchet teeth. The diameter 
of this wheel is .095 inch, or 
2.40mm. In familiar fractional 
inches, it is closest to 3/32-inch. 
This means that each tooth is 
.001 inch (.025mm); in other 
words, there is 1/1250 of an 
inch between the tips of each 
tooth. If I were required to 
make an accurate drawing of 
this precise and important index 
wheel so that each tooth would 
be 14 inch from tip to tip, I 
would have to draw the wheel 
four feet in diameter! If a 12- 
tooth sector of such a large 
wheel were then to be shown, 
the arc of such a wheel would 
appear nearly straight. There- 
fore, it will be simpler to show 
the indexing action with a se- 
ries of enlarged teeth and index 
and pawl jewels on a straight 
line. (See Figure 11.) 


Purposes of Pawl Jewel 


The pawl jewel on the left is 
attached to the spring which in 
turn is attached to the plate. Its 
chief purpose is to prevent the 
index wheel from turning back- 


JEWELERS’ CIRCULAR-KEYSTONE, DECEMBER 1960 





ward when the indexing jewel 
moves back in the return direc- 
tion. Its second purpose is to 
draw the wheel backwards by 
the coincidence of its angle and 
pressure upon the inclined sur- 
face of the teeth. This works 
much in the manner of draw in 
a conventional lever escape- 
ment, keeping the fork against 
the banking pin. 

The index jewel (attached to 
a finger-spring which is at- 
tached to the left tine of the tun- 
ing fork) moves the index wheel 
counterclockwise. The pawl 
jewel and index jewel are in a 
position of rest in the first se- 
quence (panel A) in Figure 11. 
Notice that the pawl jewel is 
resting snug against the edge of 
tooth 1 and flat against the sur- 
face of tooth 2. However, the 
index and pawl are positioned 
about half a tooth apart, so that 
at rest one or the other (or 
both) will exert the “draw ef- 
fect” in the direction opposite 
from the normal movement. 

When the tines are electro- 
magnetically activated and the 
tine moves to the right on the 
return stroke (Sequence B), it 
moves just far enough to drop 
onto the front of tooth 7. There 


. 


Figure 11. Diagram shows possible 
variations in index finger’s ‘push’ regu- 
lated so ratchet toothed wheel always 
moves forward only one tooth’s width. 


it rests on the incline of tooth 8. 
In sequence C the forward 
stroke (of a one-tooth ampli- 
tude), will advance tooth 7 one 
full position. The pawl jewel 
will lock tooth 2 and prevent 
backlash. 

Although the tine amplitude 
has caused the indexing jewel to 
move the index wheel the equal 
of a two tooth movement (as 
shown in Sequence D, 2S), only 
one tooth will be advanced. Here 
the width of the return stroke 
of the index jewel’s motion is 
equal to two teeth. It moves for- 
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ward one half, and because of 
the “draw” pressure of the index 
springs, the index wheel moves 
backward to the position mid- 
way between teeth 7 and 8. 

On the forward stroke of the 
index finger and jewel with an 
amplitude equal to a width of 
two teeth (Sequence E), the 
index jewel has gathered up 
tooth 7 (see also Sequence D) 
and moved it to a point one-half 
tooth width beyond its position 
of rest. Notice that tooth 2 is 


the springs which contain the 
epoxy - bonded pawl and index 
jewels exerting a slight pressure 
in a near tangential direction. 
This would cause a recoil of the 
ratchet tooth. It is this allow- 
able recoil which permits the 
tines to move the index wheel a 
distance equal to a limit of al- 
most three teeth amplitude, and 
yet register only a one-tooth ad- 
vance. This gives a wide toler- 
ance in the tuning fork ampli- 
tude with no gain or loss of time. 





one half tooth width beyond the 
pawl jewel. 

When the indexing thrust of 
the indexing finger and jewel 
are returning as in Sequence F, 
the torque (draw-pressure) of 
both pawl and index jewels and 
fingers on the inclined surface 
of the index wheel teeth will 
cause that wheel to. recoil 
slightly until a tooth such as 
Number 2 in F, C, and A rests 
against the front edge of the 
pawl jewel. 

Figure 12 shows how this 
“draw” angle operates. Imagine 


However, should the ampli- 
tude of the tuning fork exceed 
these limits, for instance, equal 
to an amplitude of slightly over 
three teeth, then the arrange- 
ment just explained would be 
inoperative—and all three teeth 
would be gathered up. This is 
shown in Sequences G and H, 
Figure 11. Here the return 
stroke of the index jewel starts 
from a point of rest against 
tooth 5 and ends three teeth 
back in front of tooth 8. Notice 
that the same amplitude on the 
forward stroke would actually 
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Figure 12. The pawl jewel at left pre- 
vents index wheel from turning back 
as index jewel at right moves to start 
its next cycle of pushing the wheel. 


gather up the three teeth which 
will be “counted” by the dial 
train. This is shown at the left, 
at which point teeth 2, 3, and 4 
have been gathered and re- 
tained. 

Despite its small size, the 
physical principle and action of 
the index wheel and pawl and 
index jewel and springs are the 
same whether the wheel is 
1/10th of an inch or 4 feet in 
diameter. 


Bulova’s Explanation 

Here is how Bulova’s techni- 
cal manual on “Accutron” ex- 
plains the electronic checks and 
balances which prevent the in- 
dexing finger from moving the 
index wheel more than one tooth 
at a time: 


Amplitude Control, Electroni- 
cally — To safeguard against 
such extremes of amplitude in 
which more than one_ tooth 
would be counted with each vi- 
bration of the tuning fork, ‘“‘Ac- 
cutron” has provided a unique 
amplitude control system de- 
signed into the electronic circuit 
driving the tuning fork. 
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Interrelationship of the Elec- 
tro-Magnetic Elements—Before 
discussing the electronic circuit 
in “‘Accutron,” let us examine 
the interrelationship of the 
magnetic elements on the tuning 
fork tines and the coils of wire 
connected to the electronic cir- 
cuit. The cup-like part attached 
to each tuning fork tine (Fig- 
ure 13) is made of iron as it 
must be magnetic. Mounted in 
the center of each of these cups 
is a conical magnet. Between 
the cup and its central magnet 
is a strong magnetic field. The 
coils of wire wound on the plas- 
tic forms extend into the space 
between the respective magnets 
and cups and these coils there- 
fore lie within the magnetic 
field without touching the mov- 
ing parts attached to the tuning 
fork. These coils are supported 
by the pillar plate. 

If a current is passed through 
one of these coils of wire, this 
coil becomes an electro-magnet. 
It will then either attract or 
repel the associated magnet and 
cup assembly, depending upon 
the polarity of the voltage ap- 
plied. Conversely, if a magnet 


and cup assembly is moved 
within its associated coil, a volt- 
age is induced in this coil. The 
polarity of this voltage depends 
upon which direction the mag- 
net assembly is moved. This 
means that as the tuning fork 
vibrates, an alternating voltage 
is induced in the coils. This in- 
duced voltage is a direct mea- 
sure of the amplitude of the tun- 
ing fork. It is this voltage which 
permits the circuit to sense and 
control the amplitude of vibra- 
tion. 


Dual-Purpose Coil 


One other feature of the ar- 
rangement of the electro-mag- 
netic parts which can be ob- 
served on this photograph (Fig- 
ure 13) is that there are four 
wires leading from the coil on 
the left. This coil is in two sec- 
tions with one end of each sec- 
tion connected together. The re- 
sult is that while most of the 
turns of wire on the left hand 
coil are used to drive the tuning 
fork, approximately one quarter 
are used to form what is termed 
the “phase sensing coil.” It is 
this coil which initiates the 
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Figure 13. This drawing shows the 
timepiece’s ‘‘works”’ in greatly enlarged 
detail. Notice the cut-away magnetic 
cup assemblies at the tips of the tines. 


pulses of current into the driv- 
ing coils at the proper instant to 
maintain the oscillations of the 
tuning fork. 

The coils and associated mag- 
nets shown in this figure there- 
fore serve three functions: first, 
they convert pulses of electrical 
current into mechanical im- 
pulses which drive the tuning 
fork; second, they provide the 
means by which the electronic 
circuit may sense the tuning 
fork amplitude; third, they con- 
trol the instant in the tuning 
fork cycle during which the 
driving current pulse is de- 
livered. 


Operation of the Electronic 
Circuit—In the “Accutron,” the 
tuning fork is impulsed electro- 
magnetically once each cycle. To 
avoid sparking as in electric 
watches, the impulsing is ac- 
complished by an electronic cir- 
cuit. Hence the problems of 
make and break contacts are 
avoided. The function of the 
electric watches’ mechanically 
operated switch is accomplished 
in “Accutron” by the phase 
sensing coil which causes the 
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current in the tuning fork driv- 
ing coils to be turned on and off. 
The transistor is the electronic 
element which turns the current 
on and off under the control of 
the phase sensing coil. The tran- 
sistor in “Accutron” therefore 
functions as a switch. 


PHASE SENSING COIL 


oo - 
lend. 


RESISTOR 








= 
CAPACITOR 








The transistor in “Accutron” 
has three leads: the emitter, 
base, and collector respectively. 
The base to emitter leads must 
be supplied with a current in 
order to cause the emitter to 
collector circuit to be conduct- 
ing. In other words, the col- 
lector circuit can conduct only 
when there is current in the 
base circuit of the transistor. 

Figure 14 shows the sche- 
matic wiring diagram with the 
electrical connections between 
the various circuit elements. To 
repeat, the transistor functions 
as a switch, which can be caused 
to conduct or to be non-conduct- 
ing. The left hand side of this 
diagram contains all the ele- 
ments for turning the driving 
current on and off. First, let us 
examine the manner in which 
this occurs. 

The capacitor, shown on the 
left with a resistor across it, is 
the element which maintains the 
transistor in a non-conducting 
condition through most of the 
cycle of operation of the tuning 
fork. As explained previously, 
an alternating voltage is induced 
in the phase sensing coil by the 


(please turn to page 126) 


DRIVE COWL #1 


‘\ 


DRIVE COIL #2 


POWER CELL 


Figure 14. Electronic cir- 
cuit acts as an on-off 
switch, continuously im- 
parting driving impulses 
through drive coils to the 
cups at the tips of the 
fork’s tines. 











WORKSHOP 
QUESTIONS 
and ANSWERS 


UNACCUSTOMED AS I AM—I am 
slated to lecture on the history 
of time before a Rotary Club 
luncheon. Where can I obtain 
some literature to prepare my- 
self? Sampson Jewelers, To- 
ledo, O. 

Answer: Hamilton Watch Co. 
has a new film on this topic. 
And you may also refer to the 
books, Time and Timekeepers 
by Milham and Time and Its 
Measurement by Harrison 
Cowen. 

a eS 
STREET CLOCK—I would like to 
put a large clock in front of my 
remodeled store. The reason for 
the clock is to hide a post in front 
of the store without having to 
remove it. I would like the clock 
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to be lighted by fluorescent tubes. 
Can you tell us who can do this 
work ?—Melita’s Gemlab, Johns- 
town, N. Y. 

Answer: Contact Howard 
Clock & Sales Company, 132 W. 
Broadway, New York, which 
specializes in this type of work. 
However, I would first consult 
the city fathers. In most cities, 
now, they forbid the erection of 
sidewalk clocks, but will allow 
those already there. 


* * * 


A MATTER OF SECONDS—I have a 
synchronous electric clock that 
gains two-and-a-half minutes 
daily. I do not know the revolu- 
tion speed of the motor. It was 
made by the Edwards Co. of 
Norwalk, Conn. It has been dis- 
continued by the company for 
over 10 years. It operates off a 
transformer with 25V_ output. 
All electric connections have 
been tested and are okay. The 
fibre wheel has 100 teeth, the 
pinion eight leaves and the rotor 
pinion 12 leaves. An idler wheel 


between the sweep wheel and the 
the fibre gear has 44 teeth, and 


the pinion eight leaves. The 
sweep second wheel has 48 teeth 
and pinion eight leaves.—P. J. 
Murray, 74 Jefferson Ave., Dun- 
ellen, N. J. 

Answer: From your informa- 
tion, I calculate that your rotor 
must turn 275 revolutions a min- 
ute in order for the seconds hand 
to be accurate. Timing this for 
only a short interval with a stop 
watch will not reveal any errors 
because your second hand (if 
the clock gains two-and-a-half 
minutes daily) will only be 
1/576th off—too fine for your 
stop watch to discover. How- 
ever, if you compare this clock 
with radio time signals or time 
checks through your working 
day, you may find that the sec- 
onds hand is also off. If the sec- 
onds hand is accurate as a re- 
sult of such a check, but the rest 
of the clock hands are in error, 
then your error is in the gearing 
from the sweep second pinion up 
to the hour wheels, inclusive. 


However, I would still suspect 
the rotor. There may be one pole- 
piece which is not operative in 
the coil-magnet system. This 
may permit the clock to speed 
up just that much. 
*K K * 

TESTING BOOK — Where may I 
obtain a book that will list the 
various methods of testing 
metals, etc. ?—J. Lloyd, La Junta, 
Colo. 

Answer: Testing Precious 
Metals by C. M. Hoke will do. 
Also, the same author’s book Re- 
fining Precious Wastes should 
be equally useful. Both are avail- 
able from JC-K. 

x * 
LUG TROUBLE—I have been get- 
ting a lot of steel watch cases 
to resolder the lugs when broken 
off. What kind of solder and flux 
are used, and where can I buy 
it? M. R. Barnes, Jeweler, 
Cumberland, Md. 

Answer: Use silver solder 
with “Handy Flux” a product of 
Handy & Harman. 

* ok * 

SMALL GOLD REFINERY—Is there 
a machine on the market that 
will enable a jeweler to refine 
gold on a small scale? Also, how 
can one experiment on the refin- 
ing of gold with a limited amount 
of expense ?—D. Kroker, Fresno, 
Calif. 

Answer: We know of no small 
machine that will refine gold on 
a small scale. Jewelers Work- 
shop Practices by Leslie L. Lin- 
ick describes the various types 
of equipment, methods, and 
tricks of refining gold with or 
without elaborate equipment. 
You can get a copy from JC-K’s 
book department. 

* i * 
HOT RINGS—I have had half a 
dozen rings lately with mercury 
on them. I can polish the stains 
off on plain rings, but fancy 
rings present a problem. Is 
there a better solution ?—Fuller 
Jewelry, Rolla, Mo. 

Answer: To remove mercury 
from gold, heat the object over 
an alcohol flame. Heat brings 
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Choose from the 
full loupe line... the 


BAUSCH & LOMB LINE! 


Complete range of powers...complete range of styles 


If you’re like most of America’s watchmaker’s, 
you've been selecting Bausch & Lomb loupes as 
standard equipment for your work. Probably the 
reason you use the loupes with the famous B & L 
symbol is because you can be certain of getting 
the exact power and style of loupe you need. 
Eyeglass loupes, watchmaker’s loupes, the new 


Ray-Ban glare-eliminating loupe, come ina range 
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of powers from 3x to 18x! You know you’ re get- 
ting the finest optical quality in the world — 
Bausch & Lomb lens perfection is the result of over 
a century’s experience in supplying the watch- 
making industry. When you order your next new 
loupe, be sure you study the full Bausch & Lomb 
line and get the loupes that meet your exact 


requirements. Bausch & Lomb, Rochester 2, N.Y. 


BAUSCH & LOMB 


SINCE 


Makers of: Balomatic Projectors e CinemaScope Lenses 
Ray-Ban Sun Glasses « Binoculars « Microscopes 
Quality Eyewear « Rifle Sights » Scientific Instruments 











NEW! NEWALL 
FOILBACK 
ASSORTMENT 


Foil Back Stones 


No. 417—one gross A M C stones. 
crystal only, | to 5.4 mm sizes, 
12 bottle cabinet 

No. 419—one gross round colored 
A M C stones, | to 5.4 mm 
sizes, 12 bottle cabinet. .$2.50 

No. 42!—combines the No. 417 
and 419 in a 24 bottle cabinet 

$4.25 

No. 423—< ss round Aurora 
Borealis in a 12 bo#Hle cabinet 
| to 5.4 mm sizes 


ORDER FROM 
YOUR NEWALL JOBBER > 


me NEWALL wecco! 


_ ReNeO >, BA 








SINCE 1877 

BOWMAN 
7 =F TECHNICAL 
: uae 7 SCHOOL 
- Courses in Watch- 


making and repair- 
ing 


You can enter 
Cc. E. BOWMAN, Principal anytime 
INDIVIDUAL INSTRUCTION 


Our graduates passe certified master watch- 
maker tests and state examinations and are 
in great demand. 


Send for free Catalogue 


“Your Future & Our School’’ Bowman Bidg., Lancaster, Pa. 


We NEVER have enough men to supply 
the demand 


Courses Approved for 
Veterans & State Rehabilitation 














Walch, Case 


We repair all types of cases, chrono- 
graphs and stainless, ond make coil 
springs for cases. We also sell used 
replacement movements. 
Write fer Information 
BECKER-HECKMAN COMPANY 
29 Kast Madison Street Chicage 2, Illinois 
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HOROLUBE 9eC <2 
CLOCK LUBRICANT ° 

NOW AVAILABLE [J*"sc°% 

Y2 oz. Bottle 75¢ | 

AT WHOLESALERS OR DIRECT 


ats 


THE HOROLOVAR CO. BRONIVILLE. WY 


comes conducting the 


the mercury to the surface and 
vaporizes it out of the host metal. 
Repeat the operation a few 
times. After a while, you will 


| notice that the color of the gold 


doesn’t change with the contin- 
ued heating of the metal. This 
will inform you that the mer- 
cury is driven away. 


BULOVA’S ACCUTRON 
(continued from page 123) 
vibrations of the magnet asso- 
ciated with it. In combination 
with the emitter to base circuit 
of the transistor, which acts as 
a diode or rectifier, this voltage 
is added to the power cell volt- 
age to charge the capacitor. A 
capacitor functions as a storage 
tank for electricity. The resis- 
tor across the “Accutron” capac- 
itor causes a slight leak with the 
result that this capacitor will be 
re-charged slightly once each 
cycle by the peaks of the alter- 
nating voltage induced in the 
phase sensing coil. It is these 
recharging pulses of current 
which allow the transistor to 
conduct momentarily and cause 
current to flow in the driving 
coils to pulse the tuning fork 
and maintain its vibrations. 
The right hand side of this 
diagram contains all the ele- 
ments for delivering pulses of 
current to the tuning fork drive 
coils and for controlling the size 
of these current pulses so that 
proper tuning fork amplitude is 
maintained. The drive coils are 
connected in series with the 
power cell and the emitter to 
collector circuit to the transis- 
tor. The emitter to collector cir- 
cuit is caused to conduct at the 
instant when the voltage in- 
duced in the drive coils is about 
at its maximum instantaneous 
value and is opposite in polarity 
to power cell voltage. There- 
fore, if the amplitude of the tun- 
ing fork should be such that at 
the instant the transistor be- 
induced 
voltage in the drive coils exactly 
equals the power cell voltage, no 
current would flow since there 


would be no net voltage because 
the drive coil induced voltage 
“bucks” the power cell voltage. 

The magnet and coil system 
is so designed that at the proper 
amplitude of vibration for the 
tuning fork, the voltage induced 
in the drive coils has a peak 
value about 10 per cent less than 
power cell voltage. This is the 
key to the operation of the am- 
plitude control system. Because 
of this a 10 per cent increase in 
amplitude, resulting from a dis- 
turbance, would cause the driv- 
ing current pulses to be reduced 
to zero and the tuning fork 
would rapidly return to its 
proper amplitude. Furthermore, 
a 10 per cent decrease in the 
amplitude of the tuning fork 
would cause the driving current 
pulses to double and again re- 
turn the tuning fork very rap- 
idly to the proper amplitude. 

In principle, it has been shown 
that the tuning fork amplitude 
is controlled by converting it 
into a voltage, which is main- 
tained at a value about 10 per 
cent below power cell voltage. 
This cell is designed to provide 
a very constant voltage for ap- 
proximately 99 per cent of its 
useful life, hence the tuning 
fork amplitude remains at its 
proper value. I[f the amplitude 
changes due to a shock, it will 
return to the proper’ value 
within a very small fraction of 
a second because of the ampli- 
tude control circuit just de- 
scribed. se 


In the next installment on 
“Accutron,” the method of regu- 
lation, facts on shockproof, the 
setting mechanism, position tim- 
ing, temperature effects, the 
power cell details, the jewels, 
wear and servicing, and anti- 
magnetic facts will be discussed. 





ACON watch crown CO. 


50 Eldridge $?., New York 2, N. 
Manufacturers of Gold Filled C 
Complete line includi oe 

Seid through Wholesolers 2 pee 





CLASSIFIED ADS 


RATES AND REGULATIONS New rates start with March 1960 Issue 


Remittance in Advance 


“SITUATION WANTED" —-Regular type $3.00 first 25 words; addi- 
tional words, 10 cents per word. Heavy type $8.00; addi- 
tional words 25 cents per word. 
“HELP WANTED"—"LINES WANTED”—and “SIDE LINES"—Regular type $5.00 
first 25 words; additional words 15 cents per word. Heavy 
type $8.00 first 25 words; additional words 25 cents per 
word. 
ALL OTHER HEADINGS—Regular type $9.00 first 25 words; addi- 
tional words 25 cents per word. Heavy type $13.25 first 25 
words; additional words 30 cents per word. 

© Name, Address, Initials and Abbrevia- ® Advertising matter addressed to classi- 


edie aauniies = fied advertisers will not be delivered. 
— yee ® Classified ad form closes 10th of the 


® If answers are to be forwarded, 20 cents month preceding date of issue. 
cra o cover ponag mont be ences. * 0 Mam te is 


® No Agency Commission. care of J C-K 


In answering Box Numbers address envelope “Box —, care of Jewelers’ 
Circular-Keystone, unless otherwise instructed. In answering ads, do not enclose 


original letters of recommendations. 
JEWELERS’ CIRCULAR-KEYSTONE, CHESTNUT & 56TH STS., PHILADELPHIA 39, PA. 





BOOKKEEPER, full charge: female: 

| complete knowledge of diamond and 

W jewelry line; also selling experience; 

_ Situations anted excellent references; New York City; 
Pa address, “C, 6266,” care of JC-K. 








SALESMAN; I sell best volume users i eer: 
New York and neighboring states; open | 
for short hot line; address, ‘““W, 6235," | . ~- 
alliage gg Big 3 DIAMOND SALESMAN; 15 years 
solid experience mounted & loose 
goods; cash & credit trade; terri- 
BOOKKEEPER asst. typing, light steno; | tory 250 miles around New York 
reliable; diamonds; office experience ; City; New car, Babaco equipped; 


é Tckminste 2-74 srooklyn, 
oe BUckminster 101, Brooklyn address, “620,” care of Jc-K. 











WATCHMAKER, good mechanic; 14 MAN, 35, married with 2 children with 
years fine store, importer experience ;: 15 years of complete jewelry store ex- 
take charge repairs, estimating sales: perience, desires 5-day manager posi- 
New York City, Long Island, Suburbs; tion; competent & reliable; will give 
address, “S, 6269,” care of JC-K. re ferences ; address, “A, 6211,” care of 

JC-K. 








sEADING CREDIT DIAMOND SALES- 

MAN seeks 5 day week job, reputable BOOKKEEPER, FEMALE; full charge, 

New erg store; minimum starting thoroughly experienced; correspondent ; 

salary S12: IR oy fifties ; bondable , ad- | diamond and jewelry; competent, con- 

dress, “‘S, 0,” care of JC-K. | scientious, personable, excellent refer- 
| ences: New York City; address, “A, 

6272, ”’ care of JC-K. 








MAN FRIDAY; 11 years’ experience na- 


tionaly advertised diamond watch jew- 


elry firm; production, sales correspond- oes , oe . inane 
ent, bookkeeping : capable ; N. Y C.: EXTREMELY WELL QUALIFIED travel- 


address, “B, 5811,” care of JC-K. salesman, experienced, educated and 
personable, desires connection with num- 
ber one firm; no side lines please: 
available Js ary st: ess “Ss, 
JEWELER, engraver, diamond setter, | 6181.” en or ee me Soe , 
age 40; desires permanent employment: | 
Western states, prefer Denver, Portland, ——___— ———--— 
Seattle; address, “S, 6224,” care of | 
JC-K. | SALESMAN, with established territory in 
New York, surrounding states; 13 years 
ee of successful selling with record of 
ESTATE DIAMOND SALESMAN: a building business, seeks top line with 
leader in his field; seeks lucrative posi- active accounts, only; address, ‘G, 
tion in reputable store: New York or 6234," care of JC-K. 
New Jersey; references; address, “S, 
6243,” care of JC-K. 

















FACTORY SHOWROOM SALESMAN, 

54; intensified merchandising experi- 

WATCHMAKER, skilled mechanic: 11 ence diamonds, mountings, wedding 

years present location; in charge repair | bands; enviable knowledge retailer re- 

departments 16 years; do ring sizing | quirements ; very finest reference ; bond- 

and jewelry repair; Detroit area; ad- able; address, “S, 6242,” care of JC-K. 
dress, “K, 6232,” care of JC-K. 














| LOS ANGELES; prolific sales producer, 

MANAGER, SALESMAN; top experience | outstanding, versatile retail background 

in all phases of cash and credit opera- buying, selling, promotion, managerial ; 

tion; excellent chain store background: diamonds, watches, jewelry, silverware; 

desires change; location optional; ad- available top organization; start $25 
dress, “J, 6250,” care of JC-K. | day; telephone DUnkirk 7-2865. 
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JEWELER, special order, manufacturing. 
designing, stone setting, etc.; also certi- 
fied master watchmaker, #8691: retail 
store, where first class work essential : 
BILL CHAMPION, 335 Williams Ave., 
Daytona Beach, Fla. 





MAN; complete charge jewelry factory 
office work, weighing metals, distribut- 
ing work to departments, fodowing up 
orders, jobs and outside work: New 
pig! area; address, “616,” care of 
C-K 





DIAMOND SORTER, excellent experi- 
ence, references; line assembler, pro- 
duction, selector for mountings, handle 
special orders, inventory: desires as- 
sistant buyer-assorter eee ; address, 
“T, 6269,” care of JC-K 





JEWELER, stone and diamond setter and 
Master Watchmaker, wants permanent 
position with finer grade firm; 40 years’ 
experience in the shop; sober, con- 
venial, trustworthy, conscientious; pre- 
fer as jeweler; available immediately ; 
address, “D, 6090,” care of JC-kK. 





CERTIFIED MASTER WATCHMAKER:; 
15 years quality workmanship, jewelry 
repair, sales, stone setting, producer; 
sober, dependable, bondable:; top sal- 
ary; Western location desired ; inquiries 
welcomed; address, “F, 6271,” care of 
JC-K 








DIAMOND BUYER, cutter, assorter de- 
sires affiliation with reputable concern : 
offers ample experience with good 
sources of supply combined with loy- 
alty and integrity; reference available: 
on... 06; address, “T, 6220,” care of 








MERCHANDISER; experienced young 
man seeks challenging and promising 
position with wholesale diamond firm or 
retail chain; complete knowledge of all 
facets of diamond business; within 150 
miles of New York; address, ‘623, 
care of JC-K 





CERTIFIED GEMOLOGIST; college 
graduate; presently and last 10 years 
manager large volume jewelry store; 
age 36, married, 3 children; seeking 
position with attractive future at man- 
ufacturing or ret tail level: will travel; 
address, “C, 6254,” care of JC-K. 


————————— $$$ 


DIAMOND BUYER, production man- 
ager, expert assorter; many years 
of qualified experience with out- 
standing concerns; excellent sources 
of supply; would ‘consider an offer 
as resident buyer on commission 
basis; finest of references; address, 


“624.” care of JC-K. 





SALESMAN; presently covering Middle 
Atlantic States with 2 lines, wants to 
replace name watch line with estab- 
lished volume promotional watch line 
or related, to accompany promotional 
diamond line; 33, married, college grad- 
uate: draw necessary; address, “K, 
6222,” care of JC-K. 





I NEED a fast moving compact line; I! 
am now doing a big volume business 
with the promotional credit jewelers 
and chains; I also call on promotional 
credit furniture stores; will furnish best 
personal and business references; |] 
cover the Pacific Coast; address, “F, 
6237,” care of JC-K. 





SALESMAN with 20 years’ experience in 
every phase of the jewelry business (7 
years on the road with major diamond 
line) wishes to relocate with head- 
quarters in the state of Kansas or the 
Kansas City area; change due to family 
situation; best references : prefer dia- 
mond or watch line; address, ““M, 6273,” 
care of JC-K. 
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MANAGER OR SALES MANAGER: 15 
yrs. experience, age 35: also have su- 
pervised jewelry departments: 
with all phases of borax 
tions; presently employed 
locate Southeast on 
to change for 
ivi ailable now 


JC-K 


credit opera- 
wish to re- 
West Coast: desire 
progressive company 

address, “R, 6216,” care 


SALESMAN: middlewest 
cago resident, with thorough knowledge 
of jewelers, department stores, specialty 
shops; established following, long suc- 
cessful background: want line that is 
— flight; will travel extensively : draw 

ainst commission ; address, “L, 6256,” 
care of IC 


territory: Chi- 


MANAGER. 
incomparable 
‘7th St. New 


AGGRESSIVE You 
SALESMAN 
5th Ave Madison Ave., 
York background; excellent knowledge 
cultured pearls wholesale-retail level: 

challenging connection with an 

\-1 firm of repute ; excellent references : 

personable, neat, possess a flair to cre- 

ate from within: address, “P, 6086,’ 
are of JC-K 


NG 
available 


seeks 


SALESMAN Middlewest salesman with 
an established territory calling on the 
fine jewelers and department stores and 
specialty shops for the past twenty (20) 
years, wants high class mfr. line on a 
side-line basis to represent: this firm 
must have been previously represented 
in this territory and extend a drawing 
account against commission; am very 
well known throughout this territory 
can guarantes immediate results to 
right firn address, “‘B, 6260."" care of 

-K. 


Lines Wanted 


SALESMAN: & years’ experience on roar 
with diamond and stone ring line: de- 
sires top line for West Coast 
‘M, 622% care of JC-K 


adaress, 


SALESMAN CALLING on the West 
Coast jewelers for many years; de- 
sires short and compact gold filled 
or gold jewelry 4 address, **M. 


6268.” care of JC-K 


SALESMAN highiv experienced and well 
Known throughout the industry 
top flight line for West Coast: 
personal following address, 
care of JC-K 


desires 


TOP LINE ONLY West 
on jewelry, discount and ee volume 
ivailable immediately ic eres- 
appearance “7 An “F’, 
or JC-K 


(‘foast: calling 


200d 


TOP LINE WANTED; salesman with ex 
cellent following: hard worker, good ap- 
pleasing personality write 
OERGEL, 14637 Blythe St., 

Calif 


AES REPRESENTATIVE : 
lowing in Florida and Georgia, desires 
top flight line with ablished 
accounts ; weli Known throughout indus 
try; address 6196," care of JC-K 


‘ } J ; 
LPood Ol- 


Some PST 


SALESMAN : has ladies’ 
calling on jobbers, 
a.” ie ee et 


above: 


ring mountings 
Middlewest, Boston. 

looking allied suitable 
line for address, “H, 6207," cars 
of tS es 4 
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familiar 


SALESMAN, 20 


EXPERIENCED, energetic salesman, 
excellent following better jewelers, 
department stores; Met. New York, 
Mass., Conn., Phila., Balt... Wash.: 
top 14K manufacturers; address, 
“K, 6131,” care of JC-K 


EXPERIENCED SALESMAN; 6 years 
in Illinois, Michigan, Indiana, Ohio 
and W. Penn. area; desires a fine 
line for department and better 
jewelry stores only; address, “M, 


6226,” care of JC-K. 





TOP SALESMAN with fine gold line 
desires equally fine watch or com- 
patible line for cash jewelers and 
better department stores; middle 
west and part of east; address, “J, 


»5197,” care of JC-K. 


YOUNG SALESMAN, 30, 
plete background, fine reputation : 5 
years’ experience major watch house 
desires nationally advertised line, Los 
Angeles area; address, “R, 6107,” care 
of JC-K 


married: c¢ om- 


EXPERIENCED EXECUTIVE, moving to 
Dallas, Jan. Ist desires very high 
grade line salary and percentage or 
draw against earnings: send full details 
and offer in first letter to eliminate de- 


lays: address, “S, 6274,” care of JC- 





years’ experience, seeks 
manufacturer's side line; I now 
carry semi-mounted mountings; I travel 
Phila., Balt., Washington, New England, 
New York State, parts of Penna. and 
local: address, “S, 6203,” care of JC-K 


strong 


SALESMAN: highly 
known throughout Washington, 
D. C.. western Penn., Pittsburgh, 
W. V.. Ky., Tenn.; desires g. f.— 
s/s/ line to better type and high 
grade jewelers; address, “C, 6211,” 
care of JC-K. 


experienced, 





MIDWESTERN REPRESENTATIVE 
for leading mounting manufacturers 
has strong following with volume 
buyers in major cities; will con- 
sider adding additional compact 
line; address, “C, 6240,” care of 


JC-K 


WEST COAST: high caliber 
tion available for top line to better 
jewelers and department stores: highly 
experienced with excellent following; 
only interested in established, a ible 
manufacturers: address, “H. 6267.” care 
of JC-K 


representa- 


MANU ‘TURERS REPRESENTATIVE 
inte bene in popular priced line; com- 
pact and attractive; not interested in 
draw ; strictly commission basis; cover 
retail and department stores in Dela- 
ware, Maryland, D. C., b » ~aaaad ad- 
dress, “P, 6202,” care of JC-K 


calling 
Calif., 


SALESMAN: 15 years’ experience 
on the finest jewelry stores in 
Ariz., Nev., Wash., & Ore.; interested 
in handling top line of 14K jewelry and 
top line of watches; car equipped with 
fabaco Alarm: address, P. O. BOX 
25041, Los Angeles 25, Calif. 


' 
' 


JEWEL 


MAN, seeking to make 
1960; 15 years selling 
to wholesale jewelers, premium cata- 
logue house; Volume sales; firm with 
good sheet preferred; extensive and 
constant coverage in Phila., Balt., 
Wash., D. C., Penna. and New Jersey; 
address, “R, 5950,” care of JC-k. 


TOP NOTCH 
change for Fall 





DIAMOND SALESMAN representing top 
firm, desires non-competing additional! 
line: excellent following in the South- 
east: better stores; I will consider a 
reputable line only with some estab- 
lished accounts: address, BOX 1155, 
c/o Southern Jeweler, 75 Third St., 
N.W., Atlanta, Ga. 


WEST COAST SALES REPRESEN- 
TATIVE covering the Coast and 
Rocky Mountain States seeks addi- 
tional line; no watches, please; I 
offer a good following in both the 
wholesale and retail trade; I will 
accept only a reputable line with 
some established accounts; address, 


6121.” care of JC-K. 


TEXAS, OKLAHOMA, LOUISI A N A, 
NEW MEXICO AND ARKAN ISAS 
REPRESENTATION available; write 
TOLA TUMBLEWEEDS, Southwestern 
Gift and Jewelry Traveling Men’s As- 
sociation, c/o Ben Waldman, Executive 
Director, Suite 2004, THE DALLAS 
TRADE MART, 2100 Stemmons FI ree- 
way, Dallas 7, Texas. 


MANUFACTURERS REPRESENTA- 
TIVE, Midwest territory personally 
worked and developed for 15 years, of- 
fers impressive following of retail 
jewelry and gift trade accounts and 
prospects; married; Chicago Suburban 
residence, 1960 automobile; first change 
in 15 years; seeks exclusive major per- 
manent connection; address, “D, 6198,” 
care of JC-K 


ATTENTION MANUFACTURERS OF 
SILVERWARE, giftwares, etc., well 
known executive salesmanager and 
representative with 30 years experi- 
ence traveling with extensive fol- 
lowing among silverware, jewelry, 
gift and housewares buyers through- 
out the country; open for proposi- 
tion from reputable manufacturer. 
to be in charge of sales office and 
cover some territory; my personal 
reputation and great knowledge of 
the silverware and gift business is 
well known in the industry; feel 
confident that I can add prestige 
and profit to any manufacturer 
who can use a man of my ability, 
knowledge and hard work; open 
for interviews now for 1961; ad- 


dress, “617,” care of JC-K. 


Side Lines" 





Calif., Tex.: 14W line 
earrings: commission: 
references to “F, 


SALESMEN (2) 
charms, pins, 
write full details, 
6251,” care of JC-K. 





M idwest, for 
ae have 
are of 


SALESMAN, Side Line for 
fine 14K gold jewelry ere? 
following: address, “S, 62 
JC-K. 


° 





SALESMAN with established following to 
carry top line chronographs, skin divers, 
alarm, electric and conventional wrist 
watches: exclusive territories; write 
BOX 106, Gardena, Calif. 


ERS’ CIRCULAR-KEYSTONE, DECEMBER 1960 





ENPERIENCED SALESMAN: cover 
Midwest or East Coast; fine 14K gold 
earrings, clasps, brooches as side line: 
drawing vs. commission; address, “ 
6247," care of JC-K 





SMALL LINE of higher priced watch 
bands, direct from manufacturer to re- 
tailer; reputation well established; 
JAN VOORT. 206 Seventh St., Brook- 
lyn, N. Y. 





SALESMEN; South, West Coast; call- 
ing on better stores; nationally 
known line of gold pins, earrings, 
charms, necklaces, bracelets; high 
commission; address, “T, 6175,” 


care of JC-K. 





SALESMEN, established territory, South, 
Midwest, New York State, Penna., New 
England; promotional dept. store line 
Silverplated hollowware; commission 
basis; contact, MATICAN SILVER 
CORP., 366 Fifth Ave., New York City. 





SALESMEN; all territories; highly 
styled, auality line of imported sun- 
glasses, to better jewelry, department 
stores, opticians; commission: state 
qualifications, references; address, “S, 
6199," care of JC-K. 





SALESMEN WANTED by a manufac- 
turer of a fast moving strong line of 
ladies’ 14K ring mountings, pendants 
and earrings; tops in styling; most 
territories open; address, “R, 6228,’ 
eare of JC-K. 


SALESMAN WANTED, with retail fol- 
lowing for Mississippi River, exclu- 
sive of Chicago; high style plat- 
inum and gold diamond rings; ex- 
ceptionally fine side line; include 
references and experience; address, 


“J, 6221,” care of JC-K. 


SALESMAN : rolled gold plate, stainless 
steel backs, high grade cases, both plain 
and diamond set; top item for cata- 
loque, chain, watch importers; please 
give details first letter; straight com- 
mission; address, “G., 6204," care of 


“ 


SALESMEN FOR PROVEN fast selling 
promotional idea; no merchandise 
to sell; high immediate commis- 
sion; small sample kit is all you 
carry; exclusive territory: state 
coverage and experience; excellent 
profit opportunity; address, “S, 


6210.” care of JC-K. 


SALESMEN to cover south and south- 
west with nationally known dia- 
mond ring line; excellent oppor- 
tunity for aggressive salesmen with 
following; liberal drawing against 
commission; state references first 
letter, held confidential; address, 
“M, 6223,” care of JC-K, 





SALESMEN FOR LOOSE DIA- 
MONDS; if you are a salesman in 
mountings or watch cases you can 
sell to the same customer loose dia- 
monds; credit terms to good ac- 
counts; excellent opportunity for 
the right men; address, “K, 6245,” 
eare of JC-K. 


JEWELERS’ CIRCULAR-KEYSTONE, DEC 


EMBER 1960 


SALESMEN with established following 
among department and fine retail stores 
for East Coast, Midwest and Far West: 
mfr. of bangle bracelets, gold filled and 
14K one tray; good commissions; give 
full details in first letter address 
REAL ART JEWELRY CoO., 48 W. 48 
St., New York, N. Y 





NATIONALLY KNOWN watch band line 
has openings in several territories; line 
is light, compact and easy to work 
with: ideal second line for man with 
established retailer following; straight 
commission and territory protection ; 
state territory, experience and refer- 
ences; address, “A, 6265," care of 
JC-K 





SALESMAN WANTED for all territories, 


except New York City, by a New Eng- 
land manufacturer quality promotional 
silver plated hollowware:;: must have 
an established following among depart- 
ment stores, jewelers, gift shops and 
wholesale distributors; commission 
basis; related but non-conflicting lines 
acceptable ; address, “M, 6252,” care of 
JC-K. 





SALESMAN, experienced for Midwest 
territory ; 45 years of manufacturing of 
diamond, platinum and gold ladies’ sets, 
bridge rings, attachments, fancy pieces 
and gents’ rings; catalog issued; estab- 
lished accounts; previous representative 
retiring after 30 years; exceptionally 
good side line: address, TENEN 
BROTHERS, 36 W. 47th St., New 
York, N. Y 





SALESMEN; one West and Southwest: 
one Midwest to carry compact line of 
better charms and cuff links, white gold 
and yellow gold with diamonds and star 
sapphires ; we have fine accounts in this 
area; line will be continually refreshed 
with new merchandise; need 2 men 
who sell fine stores; write WIDEBAND 
JEWELRY CoO., 37 W. 47 St., New 
York 36, N. ¥ 





IT’S NO BIG DEAL; you won't pay all 
your bills with our line, but we think 
we have an excellent direct side line: 
bracelets for charms, ladies’ and men’s 
watch bands, neck chains, pendants, 
religious medals and crosses, compactly 
arranged in one briefcase; 15% com- 
mission; line available in January: 
write territory covered and other per- 
tinent information to, STYLEX PROD- 
UCTS, P. O. BOX 924, Charlotte, N. C. 





SALESMEN WANTED (SIDELINES) to 
sell from catalog or sacmeaea to retailer, 
wholesaler, manufacturer and repairer ; 
no weight to carry; the most compre- 
hensive line of findings, castings, semi- 
mounted and finished jewelry: we are 
able to meet the toughest competition 
and feel we are the lowest in price; 
you can earn a great deal if you want 
to work hard; we are a nationally 
known firm and well rated; all terri- 
tories are available: NATIONAL FIND- 
INGS CORP., 125 Ww. $5 St., New York 
36. N. ¥. 


Help Wanted © 


BENRUS expanding, seeks qualified 


see ad Page I11. 


salesmen; 


SALESMEN to sell Manufacturer’s dia- 
mond set rings; also 14K charms 
and bracelets; address, “R, 5945,” 
care of JC-K, 





SALESMAN to carry compact line of 
sterling silver rings to retailers: corn- 
petitively priced ; commission basis; ad- 
dress, “B, 6262,” care of JC-K 


WATCHMAKER for old established 
store near New York; good oppor- 
tunity; full particulars and salary 
first letter; address, “614,” care of 
JC-K. 





EXPERIENCED credit jewelry salesman 
for West Coast Florida organization ; 
excellent starting salary; write M. R. 
RUDOLPH, 541 S. Clinton St., Syra- 
cuse, N. Y¥ 





WANTED, COMMISSION SALESMEN in 
all territories to carry nationally ad- 
vertised line binoculars, telescopes, op- 
tical products; in reply state territory ; 
address, “S, 6205,” care of JC-K. 





SALESMEN WANTED to represent lead- 
ing 14K gold charm line; many terri- 
corms *s still available ; M& MJEWELRY 

*‘REATIONS 50 Eldridge St., New 
Yor 2 we F Y 





EXPERIENCED jeweler and watchmaker 
for fine, old live store in the South; 
reply stating experience and salary ex- 
pected ; address, “J, 6230," care of 
JC-K, 








SALESMAN, MANAGER, experienced 
diamond selling for leased fine jewelry 
dept. in leading dept. store; salary plus 
share profits; state age and e xper ience ; 
address, “F, 6263,” care of JC-K. 


SALESMAN ; mfr. of extensive dia- 
mond ring line in Carolinas & Va.; 
established active accounts; side 
line agreeable; contact, S. REIMAN 
& SONS, 64 W. 48th St., New York 
City. 


EXPERIENCED SILVERWARE 
SALESMEN wanted to sell promo- 
tionally priced line of silver plated 
hollowware for well established 
manufacturer; address, “L., 6201,” 


eare of JC-K. 





JEWELRY SALESMAN; top New York 
mfg.: a-1 line of ladies’ & men’s gold 
jewelry available for Midwestern and 
Central territories ; established ac- 
counts: commission ; state qualifications 
in first correspondence; address, “R, 
6275,’ eare of JC-K, 


DIAMOND SALESMEN with good fol- 
lowing among jewelry manufactur- 
ers; drawing against commission ; 
excellent opportunity for the right 
men; address, “K, 6246,” care of 


JC-K. 


— — ——————— — 


SALESMAN; top rated, dynamic and 
well established; manufacturer of 
diamond and stone rings needs ag- 
gressive man to call on reliable 
jewelers in Mid-Atlantic “ox ad- 
dress, “T, 6200,” care of JC-K 


SALESMEN WANTED for quality line 
of sterling silver photo frames and 
gift items; liberal commission; 
most territories open; give full par- 
ticulars; address, “A, 6229,” care 





ENGRAVER, EXPERIENCED, who can 
do minor jewelry repair work; steady 
job in pleasant environment; Milwau- 
kee; write qualifications and salary ex- 
pected ; address, “S, 6144,” care of 
JC-K. 
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WATCHMAKER experienced; five day 


week; ideal working conditions in 
Northern Ohio City; permanent job; 
state age, experience, salary expected, 
in first letter; address, “R, 2165,"’ care 
of JC-K. 


WANTED; salesman for Midwest terri- 
tory: one anxious to earn good com- 
missions by hard work; must travel by 
car: line consists of mounted diamonds: 
may carry non-conflicting line: address, 
“K, 6191,” care of JC-K. 


WOMAN DIAMOND ASSORTER: ma- 
ture and experienced; must have thor- 
ough knowledge of all grades single 
cuts; 5 day an with aggressive. 
young loose diamond firm; address, “C, 
6219,"’ care of JC-K 


EXPERIENCED jeweler with knowledge 
of all types of repairs to work as front 
man in fine, old, live Southern store: 
reply stating experience and salary ex- 
pected; address, “G, 6231,” care of 


JC-K. 


—_—— 


SALESMAN WANTED for new ring 
casting line! Large casting firm in New 
York wants man in midwest to south: 
vast stone, pearl-star ring; line for 
manufacturers; address, “M, 6239," 
care of JC-K. 


OHIO SALESMAN to retailers to handle 
omplete religious jewelry line; na- 
tionally advertised with catalogue to 
enhance additional sales: hundreds of 
active accounts; commission basis: ad- 
dress, “A, 6261,’ care of JC-K 


SALESMAN to represent a manufactur 
ing jeweler with a side line of wed- 
ding rings; good seller strictly com- 
mission basis; state territory and give 
information in detail; address, "SS, 
6238," care of JC-K 


MANAGER, experienced for credit 
jewelry store in upper Midwest, 
town of 35.000; must be good sales- 
man; top salary, plus percentage, 
bonus and fringe benefits; replies 
confidential; STAN GOODMAN, 
518 Bremer Arcade, St. Paul, Minn. 


SPLENDID OPENING for combina- 


tion Watchmaker Estimator. or 
Salesman Estimator for old estab- 
lished jewelers; phone or write MR. 
DUNNING, BUSCH & SONS, 419 
Springfield Ave., Summit, N. J. 
Telephone CRestview 7-2125. 


MANAGER OPENINGS; large grow- 
ing Eastern chain outside of New 
York City, has openings for ex- 
perienced jewelry men as managers 
or assistant manager; good salary, 
pension plan and other benefits; 


address, “R, 6149,” care of JC-K. 


RELIGIOUS COSTUME JEWELRY : side 
line salesman for fast selling line of 
religious costume jewelry; calling on 
department, cift. jewelry stores and 

religious organizations: terrific re- 

orders all territories open; address 

x 6159,” care of JC-K. 


WATCHMAKER WANTED: experienced 
watchmaker with knowledge of sizing 
rings; starting salary, $100 per week 
with periodic increases and fringe bens 
fits: send references and pertinent in- 
formation to EDWARD'S JEWELERS, 
} 7 


220 E. Court St., Kankakee 
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SALES REPRESENTATIVE for West 
Coast; internationally famous, qual- 
ity watch line; established terri- 
tory; excellent growth potential; 
exceptional opportunity for qualli- 
fied man; send details of past ex- 
perience and photo to “H, 6236,” 
eare of JC-K. 


SALESMEN with established territory 
for the Midwest; to carry a popular 
priced gold ring line and diamond 
line; commission and _ drawing: 
state experience, territory and ref- 
erences; SCHWARTZ JEWELRY 
CO., INC., 850 Elk St., Buffalo 10, 
New York. 





THE PERFECT SIDELINE for the 
RIGHT MEN with jewelry store fol- 
lowing; America’s finest factory pro- 
duced stone ring line; territories open: 
Minnesota, Dakotas and Wisconsin, 
Kast Central States, Southern States, 
Rocky Mountain States; write ‘“H, 
6195," care of JC-K. 


SALESMAN WANTED for manufac- 
turer of successful promotional line 
of silverplated hollowware; opening 
available for representative in 
Calif., Oregon, Wash.;: this line is 
strong enough to be carried exclu- 
sively but no objections to a non- 
conflicting side line; address, 


“618.” care of JC-K. 


~—_ -_ — —_—— $+ _ _ — 


WANTED, JEWELRY SALESMEN for 
imported 14K gold filled line; out- 
standing in design and workman- 
ship; sole distributor of West Ger- 
many’s leading manufacturers with 
stock in U. S.; open territories: 
West Coast, Florida, Chicago area 
and New York City: commission. 


address, “D., 6248.” care of JC-K. 








SALESMEN for South East and South 
West territories for 1961, to carry me- 
dium priced sterling silver hollowware 
line; this line is well known to jewelers 
and department stores throughout the 
territory and we are seeking an ex- 
perienced man with a companion line; 
furnish complete details to “R, 6208,” 
care of JC-K. 





SALESMAN for East Coast and/or Mid- 
dlewest with following among finer 
jewelry and department stores for na- 
tionally known cultured pearl house 
with line of unusual cultured pearl 
jewelry ; income about $20,000 per year; 
replies with recent foto will be kept 
confidential: address, “‘W, 6217,” care 
of JC-K. 








OPPORTUNITY for progressive salesman 
to represent nationally advertised watch 
line; well established with retail 
jewelers throughout the U. S.; the 
man should have a following among 
jewelry stores in the New England 
states: draw against commission; man 
with side line will be considered; ad- 
dress, “C, 6218,’ care of JC-K. 





MANUFACTURER of stone and wed- 
ding rings now going direct to re- 
tail jewelers; line is well knowa 
and well received; wonderful op- 
portunity to make money for those 
now selling to retail jewelers; 
liberal draw against commission; 
protected territory; give full de- 
tails in first letter with photo; ad- 
dress “D, 6244,” care of JC-K. 








SALESMAN WANTED for manufac- 
turer of successful promotional 
line of silverplated hollowware; 
opening available for representa- 
tive in N, C., S. C., Ga., Fla., Alla., 
Tenn.; this line is strong enough 
to be carried exclusively but no ob- 
jections to a non-conflicting side 
line; address, “A, 6226,” care of 
JC-K. 


_— - a 





AMAZING LINE for jewelry salesmen: 
retail jewelry store following; sell ex- 
clusive, patented Vari-Gem ladies’ and 
gents’ gold stone ring line with inter- 
changeable stones; compact line: ex- 
cellent commissions; territories open: 
Calif. (north of Los Angeles), Mich., 
New York State, Penna., Ga., Fla.; 
DAVID PFEFFER CoO., INC., 106 Ful- 
ton St., New York 38, N. Y 


_—-—— —$$$—$$ - - $$ $$$ re 


MANAGER, retail jewelry store in shop- 
ping center in Middlewest: must be 
capable diamond and watch salesman 
and have knowledge of silverware and 
gift lines; we want a man under 45 
with ability to merchandise; good sal- 
ary, pension plan and many other bene- 
fiis; write giving experience and back- 
zround to P. O. 3ox 291, Wichita, 
Kansas. 

WATCHMAKERS and department man- 
agers: openings in leased watch and 
jewelry repair departments in leading 
department stores throughout country ; 
old established company seeking only 
men interested in permanent positions ; 
excellent working conditions; high pay ; 
state age, experience. People’s Watch 
Repair Company, 245 23rd St., Toledo, 
Ohio. 


SALESMAN, WEST COAST; aggres- 
sive, experienced man with follow- 
ing wanted by large manufacturer 
of 14K jewelry; many excellent 
established accounts in area; fine 
opportunity for right man_ with 
progressive, growing company; may 
carry one non-conflicting sideline; 
CHESTERFIELD JEWELERS, 
INC., 33 W. 46 St., New York, 
N. ¥. 





WATCH SALESMEN; we are looking 
for aggressive salesmen with good 
following among retail jewelers to 
carry CROTON-SUSSEX-ARPEGGIO 
and NIVADA GRENCHEN lines; 
opportunity to make good money; 
draw against commission; all re- 
plies will be held in strictest con- 
fidence; CROTON WATCH CO.., 
INC., 404 Park Ave. S., New York 

City 16, N. Y. 





SALESMAN WANTED FOR CALI- 
FORNIA and vicinty by manufac- 
turer of quality promotional silver 
plated hollowware; must be aggres- 
sive with established following 
among dept. stores, jewelers, gift 
shops, wholesalers; LIBERAL COM- 
MISSION; all particulars in first 
letter; replies confidential; related 
but non-conflicting line acceptable ; 
write BIRMINGHAM SILVER INC., 
366 Fifth Ave., New York 1, N. Y. 


—— 


WATCH SALESMAN WANTED; for 
Eastern territory including greater 
New York, to sell well introduced 
popular priced watch line to depart- 
ment stores and retail jewelers; 
good commission and reasonable 
drawing account for right man; 
state experience, age, etc. in first 
letter; only go-getters with jewelry 
or watch selling experience need 
apply; address, “G, 6258,” care of 
JC-K. 


LAR-KEYSTONE, DECEMBER 1960 





JEWELRY SALESMAN wanted for 
Southwestern states; must be known 
to trade and resident of area pre- 
ferred; splendid opportunity offer- 
ed by ‘well known manufacturer of 
diversified line consisting of dia- 
mond ring sets in platinum and 
gold, mounted and semi-mounted: 
also other very saleable items: 
liberal drawing against commis- 
sion: revlies confidential: address, 


“S, 6241,” care of JC-K. 





SALESMEN for West Coast and one for 
Southwest: diversified line of popular 
priced sterling hollowware: our line is 
well known throughout the country to 
jewelers, department stores and _ dis- 
count houses and we have manv estab- 
liched customers in the territorv: no 
objection to a companion line: we are 
seeking a man who will cover the ter- 
ritory intensively: furnish complete de- 
tails to CROWN SILVER, 48 Walker 
St.. New York 13, N. Y. 





WATCHMAKERS and estimators. for re- 
pair departments in retail department 
stores; national organization connected 
with one of the largest retail depart- 
ment chains in the country: emplovee 
discount. group hospitalization plan: 
excellent future for person with pleas- 
ing personality and willing to assume 
responsibility; positions open in the 
East, South, Midwest and Southwest ; 
address “Circular Box 256.’ 260 Nr 
Michigan Ave., Chicago, Tllinois 


SALESMEN with established following 
to sell a top advertised line of find- 
ings, wedding rings, dises and spiral 
chain, sold by the penny-weight and 
priced to meet the toughest com- 
petition; also charms and gold jew- 
elry; salary and commission; all 
territories open; write giving ex- 
perience and background; all re- 
plies will be held in strict confi- 
fidence; address, NATIONAL 
FINDINGS CORP., 125 W. 45 St. 
New York 36, N. Y. 





SILVERWARE SALESMAN;  distin- 
guished New England hollowware 
manufacturer seeking experienced 
salesman for Ohio, Michigan, In- 
diana; drawing and travel allow- 
ance against commissions with ex- 
pected earning of $15,000 to $25.- 
000; interview will be arranged 
only if applicant submits complete 
resume of personal background 
and business experience to BER- 
NARD BERNSTEIN, PRES., F. B. 
ROGERS SILVER CO., 241 Fifth 
Ave., New York 16, N. Y. 


IRDON’S JEWELERS NEEDS STORE 
MANAGERS, MALE: Gordon’s will 
open approximately 20 stores in Flor- 
ida, Texas, Louisiana, Arkansas, Ala- 
bama, Arizona, Mississippi, Tennessee, 
New Mexico and Puerto Rico in 1960; 
by next year we will have 108 stores; 
we need good hard-working men with 
retail experience for future zone man- 
agers and supervisors: all company 
benefits, including Gordon’s famous 
profit-sharing plan; write or call for 
personal interview in strictest confi- 
dence; MR. JAY COHEN, GORDON 
JEWELRY CORP., 600 Stewart a. 
Houston, Texas, Telephone, CA 2-2545 


JEWELERS 





CIRCULAR-KEYSTONE, DECEMBER 1960 


ATTENTION SALESMEN; leading 
jewelry manufacturer has opening 
for established West Coast terri- 
tory; ours is one of the finest, na- 
tionally known quality line of ex- 
clusive 14K dises, charms, pins and 
earrings; only top flight salesmen 
with well established following in 
fine retail and department stores 
need apply; will not sell to discount 
houses or wholesalers; require ex- 
tensive coverage of territory; will 
not object to non-conflicting lines; 
commission basis; state experience, 
territory covered and references; 
replies kept confidential; address, 
“H, 6257.” care of JC-K 


For Sale 


Steres. Stecks and Business 








JEWELRY STORE: Miami, Fla. 
location: 5 vears;: address, “P, 
care of JC-K. 


JEWELRY STORE; York, Pa.: ideal one- 
man overation, excellent repair busi- 
ness: WOODRING JEWELERS, 635 S. 
Queen St., York, Pa. 





MODERN JEWELRY STORE, on East- 
ern Long Island: 100% location, low 
rent: $12,000 inventory; must retire 
address, “P, 6130,” care of JC-K. 





MAIL ORDER BUSINESS: leather 
watch straps: several hundred retail 
jewelry accounts; located in Midwest; 
low inventory; priced for quick sale : 
address, “G, 6215,” care of JC-K. 











JEWELRY STORE FIXTURES: must be 
sold at once; store available; safe: air 
conditioned ; 6 wall cases, 8 show cases, 
ete.: address, SKOKIE JEWELERS, 
5105 Oakton St., Skokie, III. 





MODERN & BEAUTIFUL 12 x 65 ft. 
store in suburban Miami, Fla.: volume 
$100,000, 60% credit, 40% cash: indi- 
vidual can earn $15,000 to $20,000 per 
year; buy with or without inventory ; 
address, “M, 6213,” care of JC-K. 





VERY NICE STORE, new fixtures, new 
stock: have two stores; death of part- 
ner causes sale of one: either $6000 or 
$10,000: excellent location, finest climate 
in U. S.: address, “G, 6249,.”"’ care of 
JC-K. 


SMALL JEWELRY STORE, good busi- 
ness for watchmaker and wife: low 
rent, good lease: health reason for sell- 
ing; price can be adjusted to what you 
want; located in northern Calif.; ad- 
dress, “R, 6233,” care of JC-K. 


For Sale 


Teols, Equipment 





ee = 





DISCONTINUING BUSINESS: 3-year 
old Burroughs, 500 programmed jewelry 
retailer, 19 selective totals; cost $7,119, 
price $1,995; contact, A. C. CALA, 
C-9511, Box 509, Terre Haute, Indiana. 





——_———___ 


ODDS AND ENDS in sterling patterns; 
WANTED; 8 Lady Mary Ice Teas, 
new or used: we also buy: BUSCHE- 
MEYERS: 667 S. 4th St., Louisville 2, 
Kentucky. 





MOSLER SAFE (class A) with welded 
money chest to interior (class E) equip- 
ment bears Underwriters Lab labels: 
single door; O. D. 30 inches wide, 40 


inches high; F. O. B. Westport, Con- 


necticut; call CApital 7-7487. 








PRACTICALLY NEW, C. & E. Marshall, 
Ultra-sonic cleaning machine, watch 
master timing machine, C & E Marshall 
staff, stem, crowns, mainspring cabi- 
nets; contact GLEN STILES, 30 High- 
land Place, Peru, Indiana 








A COMPLETE modern jewelry store in- 
stallation, consisting of floor cases, wall! 
cases, office and wateh repair furni- 
ture; this is an original made-to-order 
lay-out and will sell as a complete unit: 
contact, MR. ALLEN FELSTBEIN, 612 
Wabash Ave., Terre Haute, Indiana. 


Business Opportunities - 


ATTENTION WHOLESALE JEWEL- 
ERS; See ad Page 88, Box #H, 
6255. 





AMERICA’S BEST KNOWN jewelry 
Auctioneer; over 40 years in this 
publication as an _ advertiser; 
THOMAS J. FAUSSETT, 521 Flem- 
ing St., Howell, Michigan. 


CONSULT M. Y. FINKELMAN, 29 E. 
Madison, Chicago; since 1925 highe st 
cash prices paid for diamonds and all 
other jewelry stocks. Call collect DEar- 
born 2-3407; reference, your bank. 


MANUFACTURER OF FINEST 
SWEDISH DESIGN in silver jewelry 
seeks an agent well introduced 
among jewelers and department 
stores; GE-KA, Vretenborgsvagen 
18, STOCKHOLM, SWEDEN. 


BRILL AND COLMES, auctioneers- 
sales specialists; 45 West 45th St., 
N. Y. C., over 35 years’ successful 
retail or auction sales for jewelers 
throughout the country; highest 
references; see our ad, page 109. 


WILSON SALES SYSTEM; 106 Thornton 
St., Albany, N. Y.; promotional! liquida- 
tion estate sale; specialists since 1919; 
over 2000 jewelers have used our ser- 
vices; buy stores for cash; write, wire 
or telephone, Albany, HObart 45-1163. 





DO YOU NEED CASH? Do you want 
to sell your stock & fixtures for cash” 
Do you want a dignified auction sale, 
or flat sale? 30 years’ experience; wire, 
write or telephone, HERMAN BOR- 
RESS, 1500 Popham Ave., Bronx, N. Y. 
TELEPHONE, TRemont 8-9546. 





WE ARE INTERESTED in obtaining an 
exclusive representation or franchise 
for states or country; want specialty 
jewelry item, line or new product that 
can be promoted and sold to the jewel- 
ry trade: we have experience and sales 
power: write details to IAN’S JEWEL- 
RY INC., 1667 W. Market St., Akron 
13, Ohio. 


JEWELERS SALES SERVICE, BUSI- 
NESS CONSULTANTS, RETAIL 
SALES PROMOTIONS, AUCTION 
—FLAT OR ACTION; 25 years sale 
experience; your reputation pro- 
tected; large results—small fee; 
we pay cash for stores; PHONE, 
WIRE, WRITE; JEWELERS SALES 
SERVICE, 512% S. Main St., Los 
Angeles, Calif.; Phone MAdison 6- 
0828. 
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DEALERS LIQUIDATION SERVICE; 
The West Coast’s largest specialists 
in AUCTION—ACTION—PROMO- 
TIONAL—CLOSEOUT — RETIRE- 
MENT SALES; cash buyers of 
entire inventories and estates; for 
information at absolutely no ob- 
ligation. PHONE—WIRE—WRITE 
to DEALERS LIQUIDATION SER- 
VICE, 742 N. Highland, Los Angeles 
3%, Calif.; OLeander 5-6496. 


DO YOU WANT TO SELL YOUR 
BUSINESS? DO YOU NEED 
CASH? We will pay cash or con- 
duct a flat or supervised auction 
sale; we have conducted over 1000 
sales in the past ten years alone; do 
not accept less than 100c on the 
dollar for your inventory, accounts, 
or fixtures; WRITE... WIRE... 
CALL COLLECT ... We will come 
to see you in your store at our 
expense; you are under no obliga- 
tion; SILVERMAN SALES ENTER- 
PRISES, 580 Fifth Ave., New York, 
N. Y. Tel PLaza 7-4693. 


MARTY MILES SALES, INC.; guar- 
antees quick action-cash profits; 
our service costs vou nothing; tes- 
timonial letters from hundreds of 
jewelers prove the cost of each sale 
is turned into a profit by terrific ex- 
tra volume of sales profit-wise our 
efforts produce for you; every sale 
is carefully analyzed; planned in 
advance and is under constant su- 
pervision of our extensive staff: 
you can afford the best: write, wire. 
phone, MARTY MILES’ SALES, 
INC., 1817 Stevens Forest Drive, 
Suite 104, Dallas, Texas. Phone 
WH 1-5737. 


Wanted to Purchase 


WANTED to purchase, small used cash 
register, equipped with jewelry totals: 
TANIE JOLLY GRIFFIN, INC., 410 
Oberlin Rd., Raleigh, N. C 


PLATINUM SCRAP WANTED $3.00 
per dwt.; 18K gold, $1.22 per dwt.: 
14K, %5cec: 10K. 68e: silver 65ce per OZ. ; 
bonus prices for gold filled; ship as is, 
we'll segregate; L. E. SIMMONS RE- 
rINING CO., 440 N. Orleans St., Chi- 
cago 10, Ill. 


OLD GOLD AND JEWEKRLRY WANTED 
cash immediately for surplus stock, odd 
lot items; we also pay highest prices 
for gold, silver and platinum scrap. 
sold coins, diamonds, gold filled, etc. ; 
for full particulars, write, WILMOT'S, 
1067 AD, Bridge, Grand Rapids 4, Mich 


WANT TO BUY established quality 
jewelry store, realistically priced; 
prefer Southeastern states; please 
State approximate inventory and 
lowest price for spot cash; address, 
CHARLES SHANE, JR., 9102 W. 
Bay Harbor Drive, Miami Beach 
54, Florida. 
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JEWELRY STORE; interested in buy- 
ing a progressive jewelry store in 
the Los Angeles area; will pay cash; 
must be fairly large size store doing 
over $150,000 volume; any city 
within 50 miles of Los Angeles will 
be considered; if you have such a 
store or group of stores send com- 
plete information to “H, 6214,” 
care of JC-K. 





SELL ’EM TO CEL-MAX FOR QUICK 
CASH! Top prices for trade-in watches, 
jewelry, old gold; money by return 
mail for all makes and models in 
trade-in watches in any quantity; all 
shipments held intact for your ap- 
proval; ref. Dun & Bradstreet and Na- 
tional Bank of Commerce; Cel-Max, 
Inc., 582 S. Main St., Memphis, Ten- 
nessee. 


WE BUY DIAMONDS, OLD GOLD, 
ANTIQUES; send us one article or 
a complete store; we will pay up 
to 25% more than anyone else; 
be sure to get my offer; check 
mailed same day; your mdse. held 
intact for 10 days subject to ap- 
proval; REFERENCES; Fla. Nat'l 
Bank of St. Petersburg, Jewelers 
Board of Trade; HENRY JEWEL- 
ERS INC., 462 First Ave. N., St. 


Petersburg, Florida. 


ARE YOU PLANNING TO GO OUT 
OF BUSINESS? You owe it to your- 
self to consult (without obligation) 
America’s oldest, largest and most 
reliable service in cash buying and 
liquidating jewelry stores and stocks; 
write for our free booklet, “Dollars 
and Sense Facts About Selling a 
Jewelry Store.”” (See our page 
advertisement) GORDON BROTH- 
ERS, 38 Bromfield St., Boston, 
Mass., HAncock 6-3235. 





CASH in; send us your watch move- 
ments, watches, diamonds, old spec- 
tacle frames; gold filled scrap, sil- 
ver, gold and any other precious 
metals and jewels for highest 
prices; we send you a check at once 
and hold shipment intact for your 
approval; references: National Bank 
of Commerce, Memphis, Tenn.; 
Jewelers’ Board of Trade, Dun & 
Bradstreet. Weinman’s Dept. K., 
108 Beale Ave., Memphis, Tenn. 


NEED CASH? READ THIS: reason 
why I pay up to 25% more than 
others for diamonds, watches, or 
anything around store—I have a 
retail store and manufacturing 
shop; will give much more than 
scrap gold price for old mountings, 
ete.; check air mail, same day; if 
not satisfactory, will return in- 
sured, prepaid; get my offer first; 
one of the oldest established stores 
of its kinds; references: Jewelers 
Board of Trade or your bank; con- 
tact BROMLEY, 35 Fifth St., North 
(Bromley Bldg.), St. Petersburg, 
Florida. 


WEE IRELAND IEE PELE ALAR CLAP AES 
Watch Work, etc., for 
the Trad 


THE LOUPE WATCH REPAIR SER- 
VICE, P. O. Box 703, Miami 1, Florida ; 
better quality repairing; price list upon 
request. 





FAST, QUALITY WORK; repaired, 
timed, polished, ready for customer; 
TIME SERVICE, Box 331, Worcester, 
Mass.: Air Mailed Anywhere. 








TRADE WORK WANTED; chrono- 
graphs & small watches repaired; ad- 
dress, 516 Fifth Ave., New York City, 
Room 1002; Tel MU 2-3798. 





35 YEARS OF DEPENDABLE watch 
repair; fastest coast-to-coast service; 
reasonable prices; send trial order; 
COOPER’S WATCH REPAIR CO., 
48 W. 48th St., New York 36, N. Y. 


FINE Watch repairing for the trade; 
work guaranteed for one year; <¢ 
days’ service; Watchmaster tested : 
sonable prices. A. H. Shierer, Watch- 
maker, 101 S. Marion St., Oak Park, 





BOSTON, MASS.; expert and guaranteed 
watch repairing; Watchmaster tested; 
prompt service; prices on request: mail 
orders invited; DAVID MIGDAL & CoO., 
109-B Summer S8St., Tel. HU 2-9547. 





MID-WEST’S FINEST TRADE SHOP; 
watch repairs to the trade: 5 days ser- 
vice; low prices; one full year guaran- 

STUDIO WATCH REPAIR SER- 
E. Delaware Place, Chicago 





RELIABLE TRADE watch repairing: ex- 
cellent service; electronically timed; 
cases polished; work guaranteed; rea- 
sonable prices; all watches insured; J. 
CAPARO, 1018 Belvoir Road, Norris- 
town, Pa. 


Special Order Work and 
Repairs for the Trade 


JEWELRY repairing; new mountings 
furnished: diamond setting; HAROLD 
JACOBSON, 29 E. Madison St., Chi- 
cago 2, Ill. 


To Let 


HARTFORD, CONN.; 100% between 
Kresge and Lerner; 17’ x 75’; selling 
basement; owners retiring after 50 
vears: C. M. MIDDLEBROOK, Leal- 


tors, JAckson 3-5259. 





BUSY, MODERN, fully air conditioned 
jewelry exchange has an opening for a 
jeweler, diamond setter or watchmaker : 
Holmes protection in private vault: 
nominal rental: call CAnal 6-7705 or 
write to MANHATTAN DIAMOND 
CENTER, 80-82 Bowery, New York 
City, att. MR. GEO. HARRIS. 
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THE TIFFANY POINT OF VIEW 


Walter Hoving. chairman of the board of Tiffany and 
Company. is a superb salesman and showman. He’s also 
a gifted historian, philosopher and explainer of what 
has been called “the American way.” 

The many-talented Mr. Hoving is likewise president of 
Bonwit Teller and in the past he has been vice president 
of R. H. Macy & Co.. vice president of Montgomery-Ward 
and president of Lord & Taylor. With this merchandis- 
ing experience, Mr. Hoving was well equipped to write 
The Distribution Revolution, a lively little book of 150 
pages, which was published a few weeks ago by Ives 
Washburn and sells for $3. 

The central idea in Mr. Hoving’s book is both simple 
and startling. To bring the good things of life to the 
greatest possible number of people, the world must under- 
vo two revolutions, one in production, and the other in 
distribution. The first of these revolutions—the indus- 
trial—hit the Western World a little more than a hundred 
vears ago with the discovery of steam and electric power. 
lt created both mass production and capitalism. It also 
created periods of hunger and misery when unsold goods 
piled up and industry stopped production. And because 
Karl Marx saw only capitalism to blame for these 
recessions, depressions and panics, the Industrial Revolu- 
tion set the stage for communism. 

What the modern world needed was a second revolu- 
tion to make the first revolution work—a revolution in 
distribution, so that the output of mass production could 
he sold. 

This second revolution—the Distribution Revolution— 
Mr. Hoving says has come to flower in just one nation 
on the face of the globe, the United States of America. 

In his book, the president of Tiffany and Company 
devotes a chapter to each of the “thirteen basic principles 
of distribution without which mass distribution will not 
work.” We are likely to take these principles for granted, 
but Mr. Hoving says that they cannot operate under a 
communist or socialist government; “they can be used 
only by people who have grown up in freedom and have 
learned to take care of themselves. to discipline them- 


selves, to govern themselves.” 


Here are some of the differences between distribution 
in America and overseas: 

The American who makes a product is usually one of 
its main consumers, and his income constantly rises. 
(“The average factory owner abroad seems to feel that 
the less he pays his workers the better chance he has 
to sell his product.” ) 

We price-ticket our merchandise and generally use 
the one-price system. But in many foreign countries you 
have to bargain with the storekeeper. This haggling 
takes time and slows up distribution. 

We don’t get together with competitors to fix prices 
and restrict markets. But in Europe, even the newspapers 
combine to fix their rates: therefore. few stores can 
afford to advertise regularly. 

We spend $11 billion a year to persuade consumers 
to buy merchandise. But Russian businessmen aren't 
allowed to use illustrations when they advertise. 

We pay bills by check. “But cash is the only thing 
used by consumers in Asia, Africa, South America, China, 
India, Russia and in many parts of Europe.” Even in 
Paris few people pay bills by check. Without checks, 
there isn’t enough currency in any country to support 
large-scale distribution. 

We bought $48 billion worth of things last year on 
installment credit. But few stores in Europe offer even 
30-day charge accounts. 

Salesmanship, “the art of leading a customer to a 
decision,” cannot function under communism. “How 
often have you gotten a smile from a Government clerk? 
No, salesmanship is simply not possible except under 
privately owned and privately operated free enterprise.” 

Today, much of the world is insanely trying to develop 
its production facilities but neglecting its distribution 
machinery, Tiffany’s chairman says. “It is my hope 
that the world will discover this error soon. It it doesn’t 
we are headed for an economic cataclysm that will make 
the depression of the 1930's seem mild. 

“On the other hand, if the world does discover it in 
time. I think we can achieve the greatest era of eco- 
nomic development and the greatest era of true mass 
prosperity that have ever been conceived.” 
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BE SURE TO REGISTER TWO SETS 


...all year ‘round 


Engagement Puritan Bridal Belle Stockholm Sweetheart Rose Classic Gold 


Have her list Fostoria handblown crystal with the mosr popular patterns of fine china and 


to complement her fine china silver. Then have her list all three — silver, china 
and crystal — in your registry. 





Show her how the lovely patterns of Fostoria hand- What better way can you assure her that the whole 
blown crystal are designed to coordinate beautifully effect of her table settings will be perfect? 


American Jamestown Colony Century American Jamestown 


Have her list Fostoria hand-molded crystal most casual meals. Fostoria hand-molded crystal 
and casual dinnerware go together like newlyweds. 
And Fostoria is so downright practical. It's flame- 
You can help her make special occasions of the tempered, you know, to be day-after-day durable. 





to add sparkle to her “‘everyday’’ table. 


YoU] o)(- Wei a\7-1¢-| Ma-tell-j1g-tdlelal-ma\,-1-laaele late 
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February August September | October | November |December 


6.4 : , : 10.3 9.2 8.1 8.0 8.4 



































Over 1,500,000 marriages occur every year. And and increased sales, all year ‘round, display both 
theyre spread fairly evenly throughout the whole Fostoria handblown and hand-molded crystal 
year, as the above figures from the National Office prominently all the time. Fostoria Glass Company, 
of Vital Statistics prove. So, for double registrations Moundsville, West Virginia. 


— 
Fine crystal with Fashion Flair... made by hand in America BE Kesicoat:| 





THE DAY 


THROUGHOUT 
ALL YOUR STORE... 










Ctarte the 


OFF-SEASON SALE WEERS 
with profits galore! ON LY 


Mon., Dec. 26th thru 
Sat., Jan. 14th 








PLAN NOW FOR : 
POST-HOLIDAY PROFITS! 


Community 


729 FINEST SILVEARPrLArTE 
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